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upt. Holz Rejects 
Auto Rate Rise For 
New York State 


says Compulsory Law Has Not 
Been in Effect Long Enough 
to Justify Higher Rates 


“POSITION STATED IN LETTER 


Contends Companies Relied Too 
_ Much on Estimated Losses Rather 
Than Actual Experience 


Leffert Holz, New York Superintend- 
ent of Insurance, has denied the applica- 
F tions of the National Bureau of Casualty 
/Underwriters and the Mutual Insurance 
‘Rating Bureau for an increase in auto- 
Pmobile liability insurance rates. The 
“filing had been made with the Depart- 
pment for a 10.8% statewide boost gnc nd 
with a reduction in production cost load- 

/ ing from 25% to 20%. 

In rejecting the proposed rate increase 
'the Superintendent Stated that in his 
‘considered opinion “the rates do not 
/ meet the | stand: ards of the law and are 

" excessive.” : : 

In a letter to the two rating organiza- 
‘tions, sent on November 12, Mr. Holz 
‘pointed out that section 189 of the In- 

surance Law declares the purpose of 
' Article VIII relating to rates and rating 
| organizations to be “to promote the pub- 
| lic welfare by regulating insurance rates 
to the end that they shall not be ex- 
_ cessive, inadequate, unfairly discrimina- 
_tory or otherwise unreasonable . . .” 


' Based Largely on 1955-56 Loss Estimates 


_ The Superintendent then brought out 
| that the proposed rate level changes 
covering private passenger cars are pre- 
dicated upon the loss experience for the 

| policy years 1955 and 1956, as of Decem- 

| ber 31, 1956. He noted that while the 
| experience for policy year 1955 includes 
estimates as well as developed losses to 

' December 31, 1 956, the experience for 

| policy year 1956 is based largely upon 

| loss estimates and on very little use of 

_ developed losses. 

“As I appraise the matter,” the Super- 
| intendent said, “the reliance on the two 
' most recent years involves the utilization 

of a greater proportion of estimated 

"losses than would be the case if a longer 
| period were used. I believe that the said 
' period used is too limited and does 

_ not constitute a sufficiently credible base. 
' If longer period were used as a base, it 

» would undoubtedly result in a more re- 

_ liable loss experience since it would give 

greater weight to actual developed losses. 

|. “The use of past loss experience cover- 

’ ing a reasonably broad period for the 

| purpose of predicating future losses is 
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SELL THE BEST 
in insurance! 


Special plans and extra-special 
service mean fewer lost sales and 
increased income for you when 
you have United States Life to 
depend on. We may have the plan 
your client needs . . . as Broker- 
age Specialists we’ve grown 
through service into the Billion- 
in-force group. We welcome your 
surplus business and seek your in- 
quiry! We have General Agency 
openings. 

FOUNDED 1850 BROKERAGE SPECIALISTS 

“Your best friend—in any case* 
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STATES 


1 Let’s move ahead together. Send me 
INSURANCE 


' information about the Company and 
- facts on [ Life [| A&H [( Group. 
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cS CITY OF NEW YORK 
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' C Lam interested in a General Agency. 
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Anderson Sees Life 
Companies As Equity 
Investors In Future 





North American Life President 
Tells LIAMA Meeting Increas- 
ing Mass Coverage Is Inevitable 


OPTIMISTIC ON ORDINARY 


On Threshold of Vast Market; 
Touches on Problems of Expense, 
Interest and Underwriting 


Chicago—W. M. Anderson, 
of North American Life of Toronto, told 
LIAMA that life 


will in the future have to participate ac- 


president 


insurance companies 


tively in equity investment, that in- 
creasing mass coverage is inevitable and 
that grading policies by size will become 
practically universal. 

hold 
considerably more than half of the out- 
debt on 


Anderson 


“Life insurance companies now 


standing long term corporate 
this continent,” said Mr. 

“Thus life insurance in its role of 
mobilization of long term savings has 


become a prime financier of private 


enterprise. However, continuing success 
and expansion in this capacity demands 
that life insurance occupy a much more 
important position in equity financing as 
well. Equity financing and life insur- 
ance savings are both long 


both are 


essentially 


term and required in large 
volume for the continuing progress 
the economy. Failure on the part 
life insurance to participate active in 
investment can only mean that 
nalizing 


equity 
other 
equity savings will grow 


instituti 
at the expense 
equity and 


methods of 


insurance and that 
» be owned by 


of life 
debt savings will tend 
different economic groups with possibly 
conflicting interests. 

Some Problems Involved 


desirability and neces- 


investment is ad- 


“Even if the 
larger equity 
mitted, there still remain several prob- 
lems to be dealt with to make it prac- 
tical. I have referred to the question 
of relaxation of guarantees in relation 
interest. An- 


sity of 


to savings principal and 
other problem relates to the question of 
asset valuation of equities as compared 
with the rigidities of the liability side 
of the annual statement. In addition, 
the responsibility of the right to vote 
which attaches to equity investme: 

poses serious problems for the position 
of life insurance as a financial inter- 
mediary in the community. However, 
I am confident that these problems must 
and can be solved and that in the future 
we shall see the life insurance business 
occupying a much more important role 
as an equity investor on behalf of its 
policyowners in a way which will be te 
their advantage and which will permit 


(Continued on Page 8) 
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GRADATION BY SIZE — 

The new premium rates for basic life insurance policies change when the sum insured 
reaches $5,000, $10,000, and $25,000. Compared with the basic rate per $1,000 
for a policy under $5,000, the reduction for larger policies is as follows: 


BASIC POLICY SIZE PREMIUM REDUCTION PER $1,000 


$ 5,000-$ 9,999 $ .60 

10,000 — 24,999 1.00 

25,000 or more 1.25 
Savings on $ 5,000 $ 3.00 a year, $ 60 in 20 years 
Savings on 10,000 10.00 a year, 200 in 20 years 
Savings on 25,000 31.25 a year, 625 in 20 years 
Savings on 50,000 62.50 a year, 1250 in 20 years 


WOMEN — ACROSS-THE-BOARD RATE REDUCTIONS 


Premiums, values and dividends per $1,000 same as for men 3 years 


younger. 
(In a few states, because of statutory limitations, women will pay the same premium rates as men, but 
will receive higher dividends under our 1958 schedule.) 


NEW PREMIUMS, NET PAYMENT AND NET COST ILLUSTRATIONS 
(Applicable to policies for $25,000 and higher) 


35 55 35 


Male Female Male _ Female Male Female Male Female 


Ordinary Life 20 Payment Life 


Annval Premium $23.50 $21.37 $50.57 $44.38 $37.52 $35.45 $60.48 $55.39 
20 Year Av. Net Pay’t* 17.21 15.55 39.53 34.44 28.26 26.62 47.72 43.39 
20 Year Av. Net Cost* -9IR 1.32R 12.58 8.77 4.41R 4.51R 5.70 2.57 


Endowment at Age 65 Retirement Income at Age 65 


Annual Premium $33.30 $32.36 $113.97 $111.63 $46.26 $50.50 $169.65 $187.46 

20 Year Av. Net Pay’t* 25.23 24.68 101.16 98.84 37.79 42.15 156.45 173.29 

20 Year Av. Net Cost* 3.53R 4,09R 1.16 1.16R 8.05R 9.94R 5.85R 9.21R 
(10 Years) (10 Years) 


* Dividends are based on 1958 Schedule and are illustrative only, not guaranteed. 
R Return over premiums paid. 








LIFE INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 
The Policyholders’ Company 
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AGENCY MANAGEMENT ASSOCIATION 


AT CHICAGO 





Must Enlarge Manpower, Says Stannard AMA To Take On Property Research 


Chicago—A strong plea for joint ac- 
tion “to do something about the short- 
age of manpower for our sales forces 
and all departments of our business” 
was sounded at the LIAMA meeting by 
the retiring president, William B. Stan- 
nard, agency vice president for Occiden- 
tal of California. He proposed immediate 
action requiring the “joint efforts of 
presidents and agency officers, trade as- 
sociations and individual companies,’ 
advocating a vigorous public relations 
program to promote the advantages of 
life insurance careers at the college and 
high school level, primarily, as well as 
with parents and the public at large. 

What would the results of such a 
program be? Ten years from now, Mr. 
Stannard suggested “we shall have ade- 
quate human resources seeking us out, 
instead of our scratching and sweating 
for almost any: manpower as we must 
today.” He emphasized that any such 
program “must be guided by the hands 
of our associations representing presi- 
dents and agency officers in effective 
union. 

After paying tribute to “the excellent 
job that has been done in selling the 
public on the worthwhileness of life in- 
surance as a product,” he asked: “but 
isn’t it strange that after more than a 
century of unfailing trusteeship, life in- 
surance faces perhaps the most serious 
shortage of adequate human resources 
of any business today?” 


Would Support Colleges 


One peg in any public relations pro- 
gram would be financial support of col- 
leges and universities. Mr. Stannard 
expressed his regret that life insurance 
companies as a whole account for a very 
small fraction of the $100 million esti- 
mated as the total corporate gift figure 
in a recent year. 

To round out the program, he recom- 
mended that “all of our vast resources 
of molding public opinion be put to 
work, including advertising, premium 
notice enclosures, annual statements, and 
the many avenues of communication we 
have at our command.” 

He cited examples of other indus- 
tries and large companies | that are “set- 
ting a fast pace” in winning acceptance 
for their career opportunities at college 
and high school levels and with the 
general public. 

Emphasizing that his plea was for 
joint businesswide action, Mr. Stannard 
said he recognized that several life com- 
panies individually are investing con- 
siderable amounts of money and effort 
in effective career promotion. 

The recently formed Joint Committee 
on Careers for College Graduates, of 
which LIAMA is a participant, came in 
for praise from the speaker, as did the 
work of LIAMA’s Relations with Uni- 
versities Committee. 

He proposed as the next logical step 
“development of the high school field 

perhaps through a joint committee 
on careers for high school graduates.” 
Acknowledging “the tremendous achieve- 
ments the Institute has made in working 
life insurance into high school courses, 
Mr. Stannard noted that “again the 
emphasis has been on the product and 
not the career.” 


Need To Raise Prestige 


The need for the life insurance busi- 
ness to build greater prestige “if it is to 
attract adequate human resources,” was 
stressed by the speaker. He spoke of 
“our lack of coordination and effective- 
ness” on this score “in spite of all our 
giant power to influence public opinion 
and attitudes.” 

Referring to the prestige rating of 
life insurance on college campuses as 
“frightening,” Mr. Stannard said that 
“life insurance in all its breadth of 
employment opportunities has fallen into 
low repute among undergraduates.” 


Among reasons for this situation, he 
cited the fact that “competition for 
graduates has been confused by un- 
coordinated recruiting efforts of com- 
pany vs. company and even agency vs. 
agency in the same company.” He also 
deplored the fact that institutional ad- 
vertising has been inadequate and has 
strgssed the sales career to the exclusion 
of other opportunities. 

Summarizing, Mr. Stannard said: “I 
have tried to point out that a powerful 
business such as ours has accomplished 
miracles by joint effort. This is seen 
in its legislative accomplishments, in 
public acceptance of our product, in 
public confidence in the security we 
provide, and in our ability to launch 
such cooperate movements as CLU and 
LUTC to increase the prestige of the 
agent. Now isn’t it the moment to lend 
our time, talents and thoughts to a 
determined, all-cooperative, concerted ef- 
fort to solve our manpower problems 


for both our sales and home office 
organizations ?” 
He added: “I suggest we put the life 


insurance company in a ‘glass house’ 
before the public—so that it may be 
attracted to us by what is good about 
us—and so we may make ourselves rec- 
ognize what needs improving and take 
the aggressive steps in personnel and 
job management we should—in order to 
stand out as a great business with which 
to be associated.” 


Chicago—Development of better man- 
agers was proposed as one way to help 
solve the agent turnover problem by 
Frederic M. Peirce, managing director 
of LIAMA. Commenting on the excel- 
lent selection and training programs 
most companies have for agents, he 
asked: “In promoting these procedures 
have we forgotten that the man who will 
make them work is the manager?” 

Noting that company expansion and 
decentralization plans increase the year- 
ly total of management men needed to 
staff agency outlets, Mr. Peirce asked: 
“Can we spend money more intelligently 
than in development of a procedure to 
assure an adequate pool of well trained 
field managers we have raised our- 
selves ?” 

The approach urged by Mr. Peirce— 
persuade field managers to recruit men 
with management potential, as well as 
men with sales ability. Beyond that, he 
said, there needs to be a planned com- 
pany program “which will mature the 
best of those candidates as skilled man- 
agement men.” 

He cited advantages of this system: 
“Management men so developed will be 
products of our own company . men 
whose life insurance habits we have 
formed and whose capabilities we know 
well.” 

Present agent turnover rates can be 
improved, Mr. Peirce said, and he cited 
the experience of one large company 


Need Field, Management Cooperation 


Albert C. Adams, NALU President, Says Joint Effort Will 
Solve Problems Like Group Coverage, Bank Loan, 
Price by Size and Others 


Chicago— The time has arrived for 
field forces of life insurance and man- 
agement to cooperate in the solution of 
some of the problems of the business 
that are creating confusion and can re- 


sult in “Federal supervision or trade 
unionism,” said Albert C. Adams, presi- 
dent of National Association of Life 


Underwriters, addressing LIAMA here. 
“Neither of us can do it alone. 


“Let us take a look at some of the 
major areas inviting abuses at this 
time,” said Mr. Adams. “First, I would 


cite Group insurance. From my point of 
view and observation, it is the biggest 
and darkest cloud on the insurance hori- 
zon today. Take the matter of Group 
limits. There appears to be no sound 
approach to this problem. The standards 
we have attempted to establish have 
been arbitrary and seem to have little 
or no connection with sound under- 
writing practices. Dollar limits that bear 
no relationship to earnings or economic 
worth, whether large or small, invite 
and encourage anti-selection. Is mor- 
tality experience so good and will it 
continue to be so good, that we can 
throw caution and common sense to the 
winds? It is common knowledge that 
the placement of Group cases frequently 
hinges on the willingness to grant rela- 
tively large amounts on key people at 
older ages who would otherwise have to 
pay substantial premiums for individual 
insurance. This is obviously unwhole- 
some no matter how fully it is ration- 
alized, competitively or otherwise, and 
the dangers are compounded when cases 
of this kind are superimposed on one 
another. If life insurance can be sold 
so cheaply and so carelessly on a Group 
basis, why must we select so carefully 
for individual insurance and why do we 
charge so much for it? And how can we 
exp'ain this to the public? 

“By the same token, how can we 
grant Group insurance rates and cov- 


erages to extremely loosely knit Groups, 
some of which exist as a unit solely for 
the purchase of Group insurance, while 
at the same time charging Ordinary 
rates to individual purchasers who could 
just as readily be lumped together on 
any one of numerous arbitrary pre- 
texts. 

“Moreover, the sale of 
ance in large amounts, on fictitious 
Groups, in superimposed cases, cannot 
help but have an effect on existing or 
potential permanent insurance. There 
may be some economic advantage in the 
sale of Group insurance, but of the over- 
all effect, if our feeling is correct, there 
is a disservice to the public, and there- 
fore, the industry. 

“Nobody can argue with the quest for 
volume of new life insurance so long as 
the new business is good business, prop- 
erly written. Volume and size are typi- 

cally American yardsticks. Volume is a 
eted thing and makes for the kind of 
dynamic economy which distinguishes 
America from other parts of the world, 
but I think in any searching analysis of 
our operation we must consider if it is 
not possible in our industry to have vol- 
ume and at the same time maintain high 
standards of business conduct and pub- 
lic service. 

“The keystone of our business is the 
peculiarly American aristocracy made up 
of people who accept their responsibili- 
ties to their wives and children, their 
parents—and themselves. This self-re- 
specting body of people is not going to 
be taken in by every fad or transient 
fancy. They recognize their obligations 
and seek the means to make certain of 
meeting them through life insurance. 
Temporary forms of life insurance which 
do not take into account the force of this 
permanent obligation—like the agents 
who promote them—are, to put it mildly, 
unrealistic. They do not take into ac- 

(Continued on Page 9) 


Group insur- 


to prove his point: “Out of every 100 
agents contracted, 64 finished the first 
year and paid for better than $200,000 
The business-wide average produced 
only 23 who survived the first year and 
produced that much business.” 

On a par with the need for developing 
field managers, Mr. Peirce placed “pro- 
grams to develop agency department ex- 
ecutives.” He suggested that éven for 
experienced field managers who come to 
the home office, “some grounding in 
agency department operations is essen- 
tial.” 

To help companies 
Mr. Peirce proposed to 
the Agency Management Association 
“provide an institutional training facility 
for present and potential agency de- 
partment personnel.” 

LIAMA Schools in Agency Manage- 
ment have provided institutional train- 


“grow their own,” 
members that 


ing at the field management level for 
the last 29 years. 
Property Research Program 
Current broadening of LIAMA’s re- 
search program to include some em- 
phasis on property insurance was de- 
scribed by Mr. Peirce. One reason to 


this step, he said, is evidence thet “an 
increasing number of member companies 
are offering both personal and property 
lines, either on a brokerage basis or 
through full-time agents.” 

A strong hunch “ne been advanced in 
some quarters that many allegedy full- 
time life agents are also selling property 
lines. If this is so, Mr. Peirce said, we 
all want to know what the facts are. 
He cited a recent pilot survey of full- 
time life agents in Hartford where 
nearly four out of ten said they also sold 
fire and casualty and were licensed to 
do so. 

The managing director asked his audi- 
ence of 800 agency officers: “What would 
be your hunch as to the per cent of 


your agents who may have general 
licenses and may be selling some gen- 
eral lines?” 

When the facts are known, he said, 


they can influence a company’s practice 
on agent financing, training, and hous- 
ing, “as well as your concept about what 
constitutes a successful agent,” Mr. Peirce 
said the facts are also vital to the suc 

cess of the LIAMA research progran 

“If we validate our research t 
such as the Aptitude Index, against a 
criterion of life production, w! the 
fact is that we should be lidating 
against a criterion of combi life and 
property production, then we are off 
base.” Mr. Peirce stressed that “our 
research must be of the agent and of 
the manager as they are—not as we 
might think they should be.” 

As a first step into the property in- 
surance area, Mr. Peirce announced ap- 
pointment by the board of directors of 
a committee on “Personal and Prop- 
erty Insurance.” The committee is al- 
ready underway, he said, under chair- 
manship of Dean W. Jeffers, sales vice 
president for Nz itionwide. 


May Go To Public 


aspects of the 
and how 





other 
revolution 


In discussing 
marketing 


current 
research may help agency officers to 
cope with it, Mr. Peirce emphasized 
that “many of the answers we seek can 
be found only from field research, which 
is expensive, because it usually requir S 
that an individual be interviewed Gu his 
home ground by a trained inte srviewer 
Up to this point, he explained, LIAMA 
has primarily done a different kind ot 
research, relying heavily on data sup- 
plied by companies and on mail qucs- 
tionnaire techniques. While this re- 
search must be continued, he sa:d, not 
all of today’s distribution problems can 


be solved thereby. 
He pointed out that in many cases “we 
(Continued on Page 7) 
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“Where We Stand On Campus” Panel 


suggestions to im- 
prove attitude on the college campus 
toward life insurance, and the sales ca- 
reer in particular, were advanced by 
an insurance professor, a placement di- 
rector, and a dean of business during 
the LIAMA meeting. The occasion was 
a panel sponsored by L IAMA’s Relations 
with Universities Committee and moder- 
ated by a former chairman, C. B. Metz- 
ger, vice president of Equitable Society. 
Participating guests from the campus 
were: Sidney G. Winter, dean of the 
College of Commerce at Iowa State; 
Hampton H. Irwin, insurance professor 
at Wayne University; and Frank S. En- 
dicott, placement director at Northwest- 
ern. 


Chicago—Timely 


Four recommendations to the life 
insurance business on how to improve 
student attitudes toward the sales ca- 


reer were made by Mr. Endicott: 


“1, Probe more deeply into reasons 
why life insurance is not highly re- 
garded among many college men. If it 
is true that many students have false 
ideas about the field, find out just what 
these ideas are and their source. A 
good beginning has been made by 


LIAMA’s recent survey on ‘Student At- 
titudes Toward a Life Insurance Sales 
Career.’ 


“2 Present a full, factual account of 
the situation in which the new college 
graduate will find himself as a life 


insurance salesman, This should include 
earnings records for the first five years. 

“3. Find some way to make nationwide 
recruiting a function of each company 
home office. Use trained recruiters who 
are themselves willing to make a career 
of hiring college graduates. 

“4. Be sure your starting incomes are 
competitive with other businesses. There 
is a general impression among college 
students that insurance companies are 
on the low side. If this is untrue, the 
facts need to be given wide publicity.” 


Mr. Endicott said he is still waiting 
for “the actual figures showing how 
many college men, right out of school, 
stay with life insurance selling after 
three years, or five years.” 

Seminars For Teachers 
The suggestion that the life insurance 


business consider the possibility of con- 
ducting seminars for college teachers of 
life insurance was advanced by Mr. 
Irwin. 

He pointed out 
colleges is often 
general insurance 


that life insurance in 
taught as part of a 
course. “If we are to 
get the extensive exposure to life in- 
surance we desire, we must have teach- 
ers who are primarily interested in or at 
least capable of turning in a good job 
of straight life insurance teaching,” Mr. 
Irwin said. 

He asked his audience to “imagine 
what a series of regional conferences 
1ong key insurance instructors would 
to further the exposure of students 


to the subject of life insurance.’ 

Life insurance leaders have long won- 
dered how to develop more adequate 
exposur\ f life insurance to under- 
graduates The most serious barrier to 
this effort, ording to Mr. Irwin, is 






the ever-mount number of required 
courses in other business fields. 

“For example,” he said, “the required 
curriculum in accounting tends to be 
so intensive that it allows only for the 
barest minimum of courses not directly 
geared to accounting.’ ‘ 

He emphasized that he was speaking 
of the situation at the undergraduate 
level, “and while we give lip service for 
general business training in schools of 
business, it is sometimes honored more 
in the breach than in the observance.” 

While the solution lies with college 
administrations, Mr. Irwin said, he sug- 
gested that “sooner or later the Gordian 
Knot must be cut and perhaps you in 
the life insurance business can use your 


influence to hasten that time.” 

The subject of corporate gifts to col- 
leges was discussed by Dean Winter. 
He made four main points: 

1. The cause of education is advanced 
in the degree in which a gift is unre- 
stricted. Because needs vary from one 
institution to another, “the unrestricted 
gift is the most useful gift.” 

2. Endowing a chair in a given field 
will tend to perpetuate the offering of 
courses in that field. However, certain 
cautions are necessary, for example, 
‘St would be foolish to endow a $12,000 
chair in an institution with top teach- 
ing salaries in the $9,000 bracket.” As 
preferable, he suggested provision “of 
the $12,000 income with the requirement 
that the endowed chair will carry a 
salary comparable to the top salaries in 
associate areas.” 

3. On gifts for research work, consid- 
eration should be given primarily to the 
reputation and experience of the insti- 
tution in comparable research activity. 

4. There is a danger in gifts “spread 
rather promiscuously among a number 
of schools and largely on the basis of 
apparent need.” The danger is that 
“such gifts will serve as a transfusion 
to prolong yet a little while the life of 
an institution which, qualitatively, had 
long since died on the vine.’ 

The dean placed responsibility for 
changing student attitudes toward life 
insurance and life insurance selling 
“squarely on the _ industry itself.” 
Acknowledging the school’s duty to in- 
form students about business opportun- 


ities and “increase their awareness of 
current conditions,” Mr. Winter at the 
(Continued on Page 12) 


‘Distribution Research Vital,” Furey 


Chicago—W. Rankin Furey, CLU, 
president of Berkshire Life, discussed 
before the LIAMA meeting the impor- 
tance of distribution costs and the in- 
creasing need for research in this vital 
area. He told of the invaluable work the 
association has done in the past, is 
doing and its plans for the future. 

“Your association today is staffed, 
ready, able and willing, building on the 
past to advance our industry in this 
total area as they have never been be- 
fore,” he said. “Your cooperation in both 
creating and using the studies and re- 
ports which they create is vital. They 
will, of course, continue to make avail- 
able from time to time such studies as 
those we have had in the past on rent 
and clerical salary costs, supervisory 
compensation, central collection offices, 
financing plans, the annual studies on 
first-year and renewal costs, and gen- 
eral agents’ expense allowances. There 
are available the handbooks of agents’ 
contracts and contracts for managers 
and general agents egg their spe- 


cial applications to the A&S business. 
Then there is the new study in man- 
agerial compensation, the new special 


project of methods of measuring financ- 
ing costs, and finally, to be unveiled to- 
day, the basic, long-range, research pro- 
ject, the beginning of our understanding 
of what our money is used for—how we 
are investing in our field forces. Others 


will give you details on these latest 
projects and I will not steal their 
thunder. 


“I plead your interest for your own 
welfare and that of your company, and 
for your cooperation with this work 
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and the practical use of its results as 
they may emerge, without which it can- 
not succeed. The Association’s Company 
Relations Division is maintaining effec- 
tive liaison with the Research Division 
so that they can bring you from time 
to time the interpretation of the re- 
sults of the studies and the tools which 
the Research Division is developing in 
this vital area of our operations. 

“T would like to end by repeating one 
thought which I have advanced before: 
No one could believe more sincerely 
than I do in the contributions ‘by our 
industry, in the millions, to the heart 
studies by the Life Insurance Medical 
Research Fund. Nor could anyone be- 
lieve more deeply in the investment, in 
the millions, in institutional advertising 
through the Institute of Life Insurance 
under the able direction of Holgar John- 
son. My thought is simply this: We 
are still only scratching the surface 
in the area of research in distribution 
costs which is so large a proportion of 
the total operating costs of our com- 
panies. I feel that the companies should, 
through this trade association, be pour- 
ing equally large sums into this all-im- 
portant area of distribution costs in its 
total scope. Let’s put our shoulders to 
the wheel and make it come to pass.” 


David Hunting Builds 
Agency From Scratch 


Chicago—David G. Hunting, CLU, 
general agent in Philadelphia for New 
England Life, told the LIAMA meeting 
how he had built an agency from scratch. 

A composite picture of the agency 
showed that the average agent is 32, 
married, and has 2.3 children. He has 
been in the business nearly 3 years. Each 
year he makes 56 sales for a paid volume 


of $667,248 and his earnings average 
$9,192. 
Mr. Hunting listed sources for the 


185 prospective agents to whom he has 
talked in the last year. Fifty-two from 
newspaper advertising, 32 recommended 
by his own agents, 61 recommended by 
personnel departments of other busi- 
nesses. 

A fourth source was the recommenda- 
tion of prospective agents who had been 
interviewed and rejected—but who were 
in another position through Mr. Hunt- 
ing’s efforts. He explained: “This re- 
jected prospect knows by this time 
pretty much the kind of man we are 
looking for. In return for our help in 
placing him elsewhere, we expect the 
rejected prospective agent to refer us 
to someone he thinks would be qualified 
for us.” 

After the prospect passes through ex- 
tensive interviews, Mr. Hunting said he 
starts the process of selling the recruit 
on the advantages of entering the Hunt- 
ing agency. If the sale is made, the 
prospect enters a grueling program of 
precontract training lasting for six 
weeks. 

This acts as an additional check on 
the quality of agents which finally start 
full-time with the organization. “In the 
past 12 months, we have had 25 men 
in precontract training and have only 
started four of these men. We assumed 
five years ago that we were not excep- 
tional selectors, so this program helps 
protect us against ourselves,” Mr. Hunt- 
ing said. 

Once a man has become a full-fledged 
member of the agency, constant drill and 
practice on prospecting, sales approaches 
and the use of telephone to get ap- 
pointments get him into production fast. 
Combined with this, is: intensive train- 
ing on interviewing and closing tech- 
niques. Careful supervision implements 
this program. “In their first year,” Mr. 
Hunting explained, “we don’t give our 
new men time to think,” 
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Washington Situation Told By Thore 


Chicago—Three important legislative 
issues concerning Federal taxation of 
life insurance companies and their pol- 
icyowners which Congress may consider 
when it reconvenes were discussed by 
Eugene M. Thore, general counsel of 
the Life Insurance Association of Amer- 
ica, in a panel discussion at the L IAMA 
meeting. Federil income taxation of the 
companies, efforts to restore at least 
partially the premium payment test of 
life insurance ownership for estate tax 
purposes, and possible expansion of the 
existing tax laws covering bank loan 
plans for purchasing insurance com- 
prised the topics discussed by Mr. Thore. 


Company Income Tax 


As to the legislative outlook for Fed- 
eral income taxation of the companies, 
Mr. Thore pointed out that the legisla- 
tive situation in this area is approz aching 
a period of intense activity. 

“Early next year Congress will have 
to decide what to do with respect to the 
tax year 1957. During 1958 it may decide 
what to do about permanent legislation,” 
he said. Mr. Thore pointed out that if 
Congress takes no action prior to 
March 15, 1958, the life insurance com- 
panies will be taxed on 1957 income 
under the terms of the 1942 law. 

“Inaction would mean that the aggre- 
gate tax on the life insurance business 
would be roughly $135 million more than 
if Congress extended the Mills law. This 
large additional tax on the industry, 
roughly a 50% increase over the Mills 
Law, would not fall evenly on companies. 
Some companies with large amounts of 
cancellable accident and health insur- 
ance might be favored under the 1942 
law, whereas purely life companies would 
be penalized. Thus, a return to the 


1942 elaw would result in a substantial 
change in the incidence of the tax as 
experienced by companies in recent 
years. 

“The chances are that Congress will 
extend the Mills Law, but this is by no 
means a certainty,” he continued. “Re- 
verting to the 1942 law will produce 


more revenue. This could be an impor- 
tant consideration in a year in which 
there will be general resistance to tax 
reductions, and a growing need for 
revenue to step up military research 
programs. Going back to the 1942 law 
would be a substantial move in the di- 
rection of the view often expressed in 
Washington that life companies are not 
paying enough tax. For tax year 1957, 
therefore, the principal question is 
whether the rate of tax on net invest- 
ment income will be 7.8%, as provided 
in the Mills Law, or over 11%, as pro- 
vided in the 1942 law.” 

Mr. Thore emphasized that the cen- 
tral issue is the tax burden on policy- 
holders. “Compared with other savings 
institutions, life insurance is the most 
highly taxed form of thrift in Amer- 
ica,” he said. “In this era of pro- 
nounced trends toward looking to the 


Government to take care of insurance 
needs, Congress should avoid levying 
more and more taxes on the life insur- 
ance business. Unless this trend is 
reversed, people may be discouraged 
from supplying their own security 
through their own efforts,” he said. 


How Taxes Have Increased 


“Let me point out that when the 1942 
act was adopted, the aggregate tax paid 
by life companies was $27 million. This 
was during World War II when the 
need for revenue was just as great as it 
is today. Under the Mills Law the 
estimated tax for 1957 would be $285 
million. Under the 1942 law as applied 
to 1957, the tax would be $420 million. 
Thus, in 15 years the Federal income 
tax would increase over 10 times if the 
Milis Law were applied to tax year 
1957, and 15 times if the 1942 law were 
applied. This result is completely out 


of proportion to the increase in assets 
and improvement in investment return 
since 1942. During this period assets 
have increased less than 3 times and the 
increase of the return on investments 
has been less than 4%.” 

Turning to the long range aspects of 
the company tax, Mr. Thore stated: 

“We are informed that the Treasury 
is making ready its proposal for perma- 
nent tax legislation. All indications point 
to a proposal based on the general cor- 
porate method of taxation. This method, 
when shorn of its complicated features, 
results in a tax on additions to surplus 
before stockholder dividends and federal 
taxes are paid. The life insurance busi- 
ness has always contended that this 
method is unsound. If the Treasury 
comes forward with its proposal, it is 
probable that the life insurance business 
will oppose again the principles underly- 
ing it. 

“The Treasury’s proposal will un- 
doubtedly involve a standardization of 
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R. R. Neal On A. & H. Situation 


Chicago—The greatest problem facing 
the accident and health insurance busi- 
ness is to provide for the prepayment 
of medical care expenses for people 
past age 65, Robert R. Neal, general 
manager of the Health Insurance Asso- 
ciation of America, stated in a panel dis- 
cussion at the LIAMA meeting. j 

Far reaching legislation which might 
well threaten the enterprise system has 
been introduced in Congress to meet the 
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needs of the aged, Mr. Neal said. One 
such bill, introduced by Congressman 
Forand of Rhode Island as an amend- 
ment to the Social Security Act, would 
pay the cost of hospitalization, nursing 
homes and surgical care for persons re- 
ceiving old age or survivor benefits, he 
pointed out. 

“At first it would appear to be a ready 
answer to this all important problem. It 
would guarantee care for OASI re- 
cipients and guarantee that the costs 
would be met for the hospitals. If this 
were the sole result of such legislation, 
then there might be merit in the pro- 
posal. But upon reflection it becomes 
clear that it is a step which will produce 
only greater problems in the future. Such 
care cannot be provided unless there 
are controls established over the pur- 
veyors of services, in this case the 
hospitals and the doctors. When such 
controls are imposed, freedom of choice 
must be denied the recipient. 

“Freedom from regulation for the 
medical profession and hospitals, and 
the freedom of choice for the patient has 
been the foundation of sound medicine,” 
he continued. “It has provided the best 
medical care for the most people. When 
threatened in the past these principles 
have been upheld and Congress has 
rejected alterations in them.” 


What Insurance Is Doing 


Mr. Neal stated that opponents of 
such a measure might justifiably be 
asked what the insurance industry is 


doing to solve this problem. “Our an- 
swer is that the business accepts its 
responsibility for greater emphasis and 
accelerated progress and the need to 
fill this area as rapidly as_ possible. 
For those persons at present in the 
working force and who are not yet age 
65, a more immediate solution presents 
itself. Under more recent forms, pro- 
tection may be continued after age 65 
after termination of active employment. 
A recent survey of 160 Group insurance 
plans shows that in only four years 
time the percentage of plans which pro- 
vide for continued coverage after re- 
tirement has doubled and today half of 
the plans surveyed provide this coverage. 
We confidently expect this figure to 
grow constantly i in the years immediately 
ahead.” 

He added that the best assurance of 
progress in this field under insurance 
plans today is the force of competition 
within the business. “In individual in- 
surance today,” Mr. Neal said, “over 
one hundred companies will consider 
new risks for hospital expense insur- 
ance above age 60, and a number of 
those have no age limit whatsoever.” 

As to other matters of significance to 
the accident and health insurance _busi- 
ness, Mr. Neal pointed to the immi- 
nence of a Supreme Court ruling on the 
question of State verses Federal juris- 
diction. “After four to five years of con- 
troversy concerning accident and health 
insurance advertising, the Supreme 
Court of the’ United States is about to 
speak on the question of State against 
Federal jurisdiction under the McCarran 
Act,” he said. “The Government has 
petitioned for certiorari in the American 
Hospital and National Casualty cases 
and the Court will shortly decide 

(Continued on Page 12) 
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Woodward Sees Bigger Needs, Markets 


Chicago—Donald B. Woodward, chair- 
man of the finance committee for Pied- 
mont Life, drew a challenging picture 
of the increasing financial needs of the 
American people—and the correspond- 
ing expansion of the life insurance mar- 
ket—before agency officers at LIAMA’s 
meeting. 

Mr. Woodward, using charts to drive 
home his points, showed the great dis- 
parity between the “future dollar” needs 
of the average American family and the 
amount actually provided by present 
insurance to meet those needs. Therein 
lies the challenge to the financial insti- 
tutions of the nation—the life insurance 
business in particular. 

Holding that the “preponderant part 
of the job” must be done by life insur- 
ance, this financial expert said, “Only 
the life insurance mechanism has the 
capacity and the possibility to provide, 
certainly, a stated amount of funds at 
any time in the future—even if that 
time is tomorrow.” 

The continued growth of the need for 
future money stems from two general 
trends: 1) the expanding population; 2) 
the increasing wants of people. 

Emphasizing the importance of these 
two well-known trends he said, “The 
obvious is perhaps the most difficult of 
all to understand.” Population will not 
stay constant, nor will the desire of 
people for more goods and services. 

“Each additional person wants not just 
a proportionate amount of elemental 
necessities. We Americans are vastly 
more demanding than that. Each one 
wants more of many more things than 
he or his parents,” said Mr. Woodward. 

In view of our wants, the standard 
of living will continue to rise at least 
as rapidly as it has in the past. The 
American breadwinner not only has the 
desire for a high standard of living 
during his younger days but also for his 
dependents when he dies, and after his 
retirement. “These expectations for 
things and services . . . in the future 
must, to be meaningful, involve plans to 
provide money in the future,” Mr. 
Woodward stated. He emphasized that, 
“The wants and the needs of Americans 
for future money are rising. This 
trend I believe to be one of the most 
important under way today.” 

What are some of the specific ways 
in which the rising need for future 
money are manifested? Mr. Woodward 
graphically demonstrated through the 
use of visual aids, the many changes in 
American living that are instrumental 
in increasing this need. The increasing 
number of dependent women (there are 
nearly twice the number of married 
women today as there were in 1920), the 
increasing number of children, the in- 
crease in college attendance, increased 
longevity in women, longer retirement 
and increased mortgages — these are 


S. M. Scott, President 
LUA of Canada, Speaker 


Chicago—Stewart M. Scott, CLU, pres- 
ident of Life Underwriters Assn. of Can- 
ada, addressing LIAMA said: 

“It appears to us that in this scramble 
to achieve ever mounting totals of new 
business each year, the man in the field 
can be caught up with the glamor and 
glory attached to volume achievement 
to the point where he may be persuaded 
to relinquish those high ideals which 
may first have attracted him to our 
business. When this happens, his effec- 
tiveness to the institution of life insur- 
ance can become impaired, if not lost 
altogether, because he will either con- 
tinue as a licensed agent and, if volume 
is his only goal, his selection methods 
and underwriting standards can invite 
heavy lapsation, or he may quit the 
business altgether. In either case a cas- 
ualty has occurred, 

“If that conception of volume were 





some of the factors that expand dollar 
need. 

In breaking down the future needs for 
an individual family Mr. Woodward took 
as his example a man 33 years old with 
a wife, age 30, and 2 children, ages 10 
and 8. He set the family’s income at 
$6,000. By totaling the dollar amounts 
required for clean-up funds, mortgage 
and consumer debt funds, family i income, 
educational funds, among others, Mr. 
Woodward established $42,000 as “the 
minimum provision” for future money 
on the basis of the present standard 
of living. 





the order of things, it seems to me that 
gimmick selling, pump- priming sales 
contests, and special premium graded 
policies (with reduced commissions), and 
all such quick sales inducements, could 
be dispensed with without diminishing 
the flow of applications to our under- 
writing departments. 

“Life insurance deals in guaranteed 
future benefits which minimize the possi- 


"Wi 


bility of loss or wastage of assets which 
have taken a man a lifetime to accum- 
ulate. I submit that this instrument 
which we call life insurance is unique in 
that it, and it alone, is primarily con- 
cerned with the financial and social wel- 
fare of the individual, whereas its alleged 
counterparts are chiefly concerned with 
oiling the wheels of industry. We must, 
therefore, explain life insurance to the 
public so that the public will know 
what life insurance really is.’ 


F. M. Peirce 


(Continued from Page 3) 


will have to go right to the public to 
get our answers.” 

Does the public really prefer to deal 
with one agent for everything? “To 
date, this seems to be more assumption 
than fact, but the answer needs to be 
determined so that distribution plans 
may be based on whatever the fact turns 
out to be.” 

Referring to a point raised by an 
earlier speaker, NALU President Albert 
Adams, Mr. Peirce said he agreed that 
“more facts need to be developed about 
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the impact of Group on purchases of 
permanent insurance.” 


Another frontier for field research 
Mr. Peirce described as “finding out 
what motivates the buyer to buy.” Ac 


knowledging that any of this motivation 
research is costly since it can be done 
only through personal interviews with 
policyowners, he stressed the urgency 
for making “an early venture into this 
whole area.” 
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Shield On Washington Legislation 


Chicago—When Congress reconvenes, 
the U. S. Senate will probably approve 
legislation regulating union welfare funds 
and plans which will require insurance 
companies to report premiums, claims, 
dividends, commissions and fees to man- 


agers of insured plans, it was stated by 
W. Lee Shield, associate general counsel 
of American Life Convention. 

Participating in a panel discussion of 
Washington problems at the annual 
meeting of LIAMA, Mr. Shield said that 
it seemed very likely that such a bill will 
be recommended to the Senate by its 
Committee on Labor and Public Welfare, 
“stands an excellent chance 
of passing the Senate when it reaches 
the floor.” He pointed out, however, 
that sentiment in the House of Repre- 
sentatives “has not yet crystallized for 
any particular bill,” and that “there is 
even some sentiment that no bill should 
be enacted. 

“Much may depend upon continued 
disclosure of union mismanagement and 
the resulting climate surrounding this 
subject when bills are considered by 
the House committee,” he said. 

Mr. Shield reviewed events during 
the past session of Congress in the union 
welfare fund legislative area, and pointed 
out that life insurance company spokes- 
men who appeared before committees of 
the House and Senate had urged that 
any — ution approved by Congress 
should only require companies to furnish 
such information to welfare plan man- 
agers, who in turn would report it to 
the Government. This view has been 
accepted by the Senate subcommittee, 
Mr. Shield said. 

“Generally, the administration and la- 
bor witnesses who appeared before the 
committees favored broad registration, 
reporting and disclosure applying to all 
funds and plans. Management witnesses 
urged that disclosure be limited to wel- 
fare funds as being the only area where 
abuses had been demonstrated,” Mr. 
Shield said. 

Life company witnesses stated that 
the business favors “appropriately drawn 
federal or state legislation, necessary to 
prevent mis-use or diversion of funds of 
employe welfare programs to the detri- 
ment of beneficiaries,” and “warned 
against any requirement going beyond 
the prevention of abuse,” Mr. Shield 
pointed out. 

“In the Senate on the last days of the 
first session, Senator Douglas introduced 
a new bill which represents the thinking 
of a majority of the Senate subcom- 
mittee,” he continued, “This bill will be 
considered by the full Senate Committee 
on Labor and Public Welfare in Janu- 
ry. The new bill applies to both funds 
and plans, and makes the Secretary of 
Labor the administering agency. Gen- 


and that it 


erally, if the plan is insured, the insur- 
ance company must furnish to the man- 
agers of the plan the premiums, claims, 


dividends, nmissions and fees paid, t 
whom and vhat purpose, and the 
managers must incorporate this informa- 
tion with the other information required 
of them in a report to be filed with the 
Secretary of Labor, and the disclosure to 
beneficiaries is accomplished by making 
a summary in a form prescribed by the 
Secretary available to e: ach participant or 
beneficiary requesting it.’ 


Other Legal Matters 


Turning to a discussion of other mat- 
ters of insurance interest in Washington, 
Mr. Shield said that it is not anticipated 
that there will be any change in the 
present exemption of life insurance sales- 
rp from the wage and hour provisions 
of the Fair Labor St andards Act. 

He stated that the views expressed by 
the life insurance business to the Labor 
subcommittees of both the House and 


Senate were that it would not be possible 
for the companies to determine the num- 
her of hours worked by their agents; 
that the companies do not attempt to 
control the hours worked per week by 
their agents; that it would be impossible 
to determine what constitutes an hour 
oi work for agents, and that their pay 
cannot be directly related to hours 
worked. 

Mr. Shield then reviewed litigation in 
the Federal courts dealing with SE 
registration by variable annuity com- 
panies. He pointed out that last month 
the U. S. District Court in Washington 
rendered an opinion that such cx ompanies 
are not subject to the registration pro- 
visions of the SEC Act. 

Mr. Shield expressed the view that in 
the area of individual retirement plan 
legislation, “the Jenkins-Keogh bill will 
not be enacted during the coming session 
unless it becomes politically expedient to 
adopt something like the McCarthy bill, 
providing for tax deductions to indivi- 
duals contributing to railroad retirement, 
Social Security and civil service retire- 
ment funds, plus the addition of the pro- 
visions of the Jenkins-Keogh bill for pro- 
fessional people as an answer to demands 
for a tax cut. . 

“The principal opposition to the 
Jenkins-Keogh proposals has always 
come from the Treasury because of the 
revenue loss involved and the fear that 
if this bill is enacted further exemptions 
will be granted for such things as Social 
Security payments and railroad retire- 
ment contributions, since the same prin- 
ciple would be involved in these pro- 
posals. Certainly if all of them were 
to be adopted, they would have a most 
serious impact on Federal revenue.” 

In the area of life insurance solocita- 
tion on military posts, Mr. Shield stated 
that the Army has advanced a_ proposal 
that a savings in premiums similar to 
that allowed under some bank check 
premium. payment plans should’ be 
granted to servicemen whose premiums 
are paid to payroll allotment. 

Specifically, he said, the Adjutant Gen- 
eral’s office has suggested that such mili- 
tary business should be charged one- 
tw elfth of the annual premium, or that a 
flat 6% reduction be made in the regular 
monthly rate, and that a list of com- 
panies agreeing to this proposal should 
be published by the Army. 

Following conferences between life 
insurance representatives and miiltary 
officials, Mr. Shield said, it was agreed 
that companies who had received the 
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No Opposition to Maher 
As LIAMA President 


Chicago, Nov. 12—As The Eastern 
Underwriter went to press no opposition 
was seen here to the election of Frank 
B. Maher, vice president, John Han- 
cock Mutual Life, to be new president 
of Life Agency Management Associa- 
tion. 


LIAMA Election 


New members of LIAMA’s board 
elected November 12 at its annual meet- 
ing in Chicago are Ben F. Hadley, vice 
president, Columbus Mutual; Rufus E. 
Fort, Jr., vice president, National Life 
& Accident; Raymond C. Johnson, vice 
president, New York Life; Glen J. 
Spahn, second vice president, Metro- 
politan Life. 





proposal could postpone their replies for 
several weeks until full information could 
be obtained from companies as to the 
savings they have been able to effect on 
bank check and salary savings premium 
plans and further discussions can be held 
with military officials. 

“In our conference with the military 
authorities we expect to point out to 
them the differences in premium struc- 
ture, operating practices and costs among 
companies which make it impossible to 
apply a single yardstick—one-twelfth the 
annual premium—to the savings resulting 
from the use of the allotment system.” 
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of much greater expansion of life insur- 
ance as a means of long term savings 
tor retirement. 


Grading Policies by Size 


“In the area of expense assumptions 
the most interesting recent development 
has been the growing use of grading of 
premiums (and in some cases of divi- 
dends) by size of policy. This practice 
is one which is of long standing in 
Europe but on this continent (with the 
embryonic exception of the high mini- 
mum amount ‘specials’) grading by size 
is relatively new. 

“It is true that, for many companies, 
the practice of grading by size has be- 
come possible by reason of recent regu- 
latory rulings. On the other hand the 
necessity for adopting the practice has 
derived from the growing realization 
that for years grading by size has oc- 
curred as between companies rather 
than within companies. It has become 
increasingly apparent that, in the ab- 
sence of grading by size, a company 
tends to become frozen in the economic 
layer of the market characterized by its 
average size of sale. Quite obviously the 
size of sale dictates the administrative 
costs per thousand and therefore mark- 
edly influences premium rates and net 
costs. Accordingly, a company with a 
uniform rate structure finds it difficult 
to compete in markets where the size 
of sale is considerably higher than that 
which it typically enjoys. Furthermore, 
it must of necessity restrict its sales in 
smaller size markets in order to protect 
its own cost structure. 

“In consequence, in the absence of 
grading by size, the life insurance mar- 
ket was tending towards increasing 
compartmentalization by groups. of 
companies in each size bracket. Quite 
obviously this was not a healthy devel- 
opment in a business where access by 
all companies to many sectors of the 
market traditionally has been regarded as 
desirable. It was this fundamental situ- 
ation which has led to grading by size 
across the board to enable a well man- 
aged company to compete effectively 
in all the economic layers of the mar- 
ket which it is competent to operate. 
And so, it is my prediction that within 
a short time the practice of grading 
by size will become practically universal 
among companies with widespread oper- 
ations and will become commonly ac- 
cepted as a normal rather than an ex- 
ceptional method of company operation. 

“Of course, there will be many dif- 
ferent methods of processes of grading 
by size, dictated by the circumstances 
and philosophies of different companies. 
Most of them, for convenience, will use 
the size bracket method but it should 

(Continued on Page 12) 
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Branch Manager Compensation Report 


Chicago—Armand C., Stalnaker, execu- 
tive general manager, Ordinary agencies 
department of The Prudential, told the 
meeting that LIAMA will soon publish 
a new report on branch manager com- 
pensation which for the first time will 
make it possible to compare “what you 
pay your managers with what other com- 
panies pay” for the same results. 

“IT would like to suggest that when 
this report is received later this fall, the 
agency executive use it this way,” said 
Mr. Stalnaker. “Identify your com- 
pany if it is in the study, or make the 
calculations based on your manager’s 
contract and the sample agency data if 
you were not a participant in the study. 
Then follow through the various tables 
comparing your company results with 
the results shown for the other com- 
panies under the different agency cir- 
cumstances described. This will give you 
some meaningful impression of whether 
your compensation tends to be higher 
or lower than that of other companies, 
and the kinds of agency conditions un- 
der which your managers show up rela- 
tively better and relatively worse. 

“Finally, I would suggest that the 
agency executive receiving this report 
check his results with his objectives. 
That is, are you paying best for the par- 
ticular kind of agency results in which 
you want your managers to excel ? 


Albert €. Adams 
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count either the need, which is perma- 
nent protection, or the desire, which is 
to meet obligations, with certainty. 


Some Sources of Difficulty 


“Another trend in our business that 
detracts from the sale of life insurance 
for its primary purposes is the tendency 
to add gimmicks and sidelines. 

“A. Accident and health insurance. If 
we could assume that all the purchasers 
of accident and health insurance already 
had adequate life insurance, we would 
not be forced to wonder whether the 
large benefits for small premiums under 
accident and health policies was not 
luring the public away from the vitally 
needed benefits of permanent life insur- 
ance. While there may be justification 
for coverage against catastrophic ail- 
ments or illness, isn’t it probable that 
sums spent for small dollar-trading ac- 
cident and health benefits could be bet- 
ter used to purchase permanent life 
insurance? This whole thing sounds 
familiar. Haven’t we been through it 
before? And who gained? 

“B. Bank loan type deals. This kind 
of a plan, of a fraternal insurance type, 
is a cumbersome and expensive way to 
buy Term insurance. It may offer some 
temporary tax advantage to an ex- 
tremely small number of very wealthy 
people who can command the very best 
advice as to the present and future im- 
plications of this plan. It can be a 
dangerous device when applied to any 
other than the above. Its proper mar- 
ket is so infinitesimal that its general 
sale seems almost entirely for the bene- 
fit of the writing agent. 

“C. Cheaper by the dozen. If this is 
justifiable, because of dollar unit econ- 
omies, what has happened to the theory 
that mortality is higher among large 
policyholders? Where is the breaking 
point and why is there such a great 
difference among companies? Could this 
be largely just another gimmick for 
volume ? 

“D. Monthly premiums. Perhaps we 
are overemphasizing this and making a 
virtue out of a last resort device that 
was created in the first place to cover 
only those people who could not pay 
for their insurance any other way. We 
heard much about prosperity and the 

(Continued on Page 


“This analysis would be done in terms 
of comparative dollar amounts without 
reference to the working of the con- 
tracts of the various companies. It may 


then be useful to refer to the Handbook 
of Managers’ Contracts published by 
LIAMA to examine the particular con- 
tract provisions which result in the fig- 
oan shown in the report of this study. 

Each of you has this contracts handbook 
and the summaries of manager contracts 
have been brought up to date. The 
company code numbers correspond to 


those used in the report I am de- 
scribing. 

“This is a general idea of what this 
study is intended to do and how it goes 
about doing it. I believe it will help 
us all to think more intelligently ano 
with more adequate facts about tie 
important decisions we must make re 
garding the compensation of managers.” 
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“N° PRUDENT INVESTOR would base his 
appraisal of a company on a finan- 
cial report that was several years old. 
We know that conditions can change 
quickly. That’s why up-to-date figures 
are so necessary. 

“We would do well to exercise the 
same care in appraising our personal 
financial condition—particularly life in- 
surance. A man who provided for his 
future needs and family security several 
years ago may find that his situation has 
since changed. It is quite likely that he 
will have set up new goals and taken on 
new responsibilities—perhaps without 
realizing the need for added life insur- 
ance protection. 

“If you suspect that this might have 
happened to you, the first thing to do is 
to consult a qualified life insurance agent. 
He will be glad to analyze your needs. 
His skill and experience will enable him 
to show you the easiest way to bring 
your life insurance back into balance 
with today’s conditions.” 
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Need Creative Thinking, Says Dr. True 


Chicago—Creative thinking is the key 
to the success of any organization, ac- 
cording to Dr. G. Herbert True, assistant 
professor of marketing at Notre Dame 
in his opening session ad- 
dress at the meeting of LIAMA. 

“At the same time that success and 
progress are becoming more and more 
contingent upon creativity, however, the 
trend toward conformity is increasingly 
evident,” the speaker said. “In the 
clothes we wear, the food we eat, the 
books we read, the ideas we hold, there 
is such a strong tendency toward con- 
formity and mediocrity that to be orig- 
inal in our dress, or creative in our 
actions or different in our ideas is dan- 
gerous.” This conformity stifles crea- 
tivity at a time when “America’s great- 
est need is increased creative thinking.” 

Dr. True warned his audience of 800 
sales executives against a “hardening of 
attitudes,” suggesting that the status quo 
must not be accepted as final and ab- 
solute truth. He called on modern busi- 
nessmen to cultivate new ideas and 
openmindedness. One might better 
operate on the thesis that if something 
works it’s already obsolete! 

How, then, can management fight stag- 
nation? How can industry save itself 
from mediocrity? Dr. True’s answer: Do 
something ! “Nothing,” he said, “happens 
in business or elsewhere unless we create 
something—yet most executives know 


less about creative behavior and how to 
eutade 


University, 


stimulate it than any other subject. 
The speaker urged that management 
recognize the first string line of a 


company’s organization—the switchboard 
operator, secretary, the salesman, and 
all other personnel who contribute to 
“first team performance.” “Don’t,” Dr. 
True stressed, “surround yourself only 
with men who agree with you, and 
above all, don’t be content with ‘the aver- 
age in others or in yourself. Recognize 
that dissenting ideas may often be 
creative ideas, and be ready to admit an 
error on your part. Dare to be differ- 
ent if you wish to be creative in your 
thinking.” 

Realize that creative thinking 
come from unexpected sources, he ad- 
vised. “Age, intelligence, heredity, ex- 
perience, education, health or wealth are 
independent factors they do not 


Albert C. Adams 
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(Continued 


increased sale of life insurance, but are 
we encouraging annual, semi-annual and 
quarterly premium payers to switch over 
monthly payments simply because 
they buy their automobiles this way? 
“These are a few thoughts regarding 


recent changes in the « climate in which 
your fieldmen work. This is the climate 
in whi ur mature, your intermedi- 
ate, and brand new agents are 
being expected to render sincere, profes- 
sions il service your policyholders and 
the insurance-buying public. How can 
our agents square up these and other 
devices with the professional concept? 
No wonder many of our members are 


the result 
happen to 


confused—and what can be 
of this confusion? What will 
our LUTC and CLU movements when a 
greenhorn can be taught to use any 
one of these gimmicks in a very short 
period of time? Are agents trained 
these lines likely to win the Na- 
tional Quality Award ? 

“Let us make the life insurance busi- 
ness distinctive because of a sound base 
of careful study and true facts. Then 
the segments of the business will under- 
stand each other, we will have a com- 
mon goal, and the climate in which we 
operate will become increasingly con- 
ducive to the sound growth of our 
business. 


along 


seem to be tied to creativity, creative 
behavior and idea production.” 

Basing his remarks on more than six 
years of research in business, Dr. True 
asserted that significant individual 
achievements and human advancements 
seem to be the result of three closely 
related elements: 

“One is composed of the inner qual- 
ities, attitudes and feelings of the indi- 
vidual—his curiosity, his established 
sense of value, his tendency to experi- 
ment, to dare to be different in things 
that make a difference, and his desire 
to associate and communicate with other 
people. 

“The second element concerns external 
surroundings, things the individual does 
not control but that he may alter or 
change. 

“The third element is related to the 
individual’s general cultural and social 
environment.” 

Dr. True asked his audience, “How 
high is your DIIQ?” This he explains 
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as the Daily Idea Interruption Quotient 
How many times a day you are in- 
terrupted by employes bringing you new 
ideas. “Progress, ” he said, “requires a 
high DIIQ.” 

An atmosphere of safety, in which an 
employe need not be afraid to broach 
a new idea, and recognition of the cre- 
ative potential of every employe are 
necessary conditions for getting the most 
creativity out of every individual. 

at /4s management's responsibility,” 
the speaker said, “to encourage the 
questioning employe who tries to devise 
ways to do his work better.” 

By understanding and acting on the 
basis of these creative principles, stated 
Dr. True, “any executive can raise his 
company’s profit and sales by 10 to 50%.” 
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reserves for tax purposes and a corre- 
sponding adjustment in surplus for many 
companies, I need not point out the 
tremendous change in the incidence of 
taxation that would result from a tax 
on additions to these adjusted surpluses. 
Many other questions will, of course, be 
explored during the hearings Congress 
may hold on the Treasury proposal. In 
the end it is quite unlikely, in my 
opinion, that such a radical change in the 
method of taxation of life insurance 
companies could be devised and enacted 
within a period of one Congressional 
session. When all of the issues are 
known, Congress will find it very difficult 
indeed to reach conclusions, particu- 
larly if due consideration is given to 
the interest of policyholders. 

“One of the principal issues, regardless 
of method of taxation, is the impact of 
the tax on policyholders,’ Mr. Thore 
said. “Any tax on life insurance com- 
panies is ultimately paid by the policy- 
holders who, on the average, are peo- 
ple of modest income so small in many 
cases that they do not pay an indi- 
vidual income tax. If Congress looks be- 
hind the corporation to the people who 
eventually pay the tax, it should recog- 
nize, as it has in the past, that addi- 
tional revenue to meet the ever-increas- 
ing demands of our Federal Government 
should not be extracted from life insur- 
ance. Such a tax is a tax on thrift. The 
burden today is already onerous.” 


Bank Loan Plan 


Regarding the Federal tax aspects of 
life insurance purchase bank loan plans, 
Mr. Thore pointed out that during the 
past session of Congress, the Ways and 
Means Committee, stimulated by the 
Treasury, seriously considered adopting 
legislation dealing with the tax treatment 
of interest on loans made to pay a series 
of, premiums on a life insurance policy. 

“At the outset,” he said, “the business 
was divided on the need for such legisla- 
tion. Some felt that bank loan busi- 
ness should be discouraged through re- 
strictive tax legislation. Others felt that 
the problem should be solved through 
regulatory legislation or  self-policing 
within the industry. No subject was 
debated more vigorously. 

“As time passed, a growing conviction 
developed that restrictive tax legislation 
should be avoided, mainly because a de- 
nial of interest deduction in the case of 
bank loans might spread to other loan 
transactions involving life insurance pol- 
icies. There was also reason to question 
whether life insurance is a tax free 
investment as contended by the Treas- 
ury. 

“In the end, the Ways and Means 
Committee took no action. We are in- 
formed, however, that the Treasury has 
not relaxed its efforts to expand the ex- 
isting law to cover annual premium 
bank loan plans,” Mr. Thore continued. 
“We can anticipate, therefore, that 
whenever the Technical Amendments 
Bill of 1957, incorporating a number of 
code changes, reaches the Senate Fi- 
nance Committee, the Treasury proposal 
will be renewed. By that time I believe 
that the business will be united in op- 
posing the Treasury solution which is 
based on a subjective test. Aside from 
the tax principles involved, the Treas- 
ury’s test would be unworkable and un- 
enforceable, would lead to all sorts of 
tax avoidance schemes and thus could 


(Continued on Page 12) 
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always be borne in mind that essentially 
the process of grading by size envisages 
an annual policy fee for those expenses 
which are independent of size, together 
with a uniform rate < thousand which 
embraces expenses related to size. With 
this type of concept underlying the 
process of grading by size, we are con- 
fronted by a major problem which pre- 
sents major difficulties for the life 
insurance business 

“The facts of the problem are that 
those expenses which are incurred on a 
per policy basis have been increasing 
significantly (about 4 per year) over a 
considerable period in the past. Admit- 
tedly increasing efficiency and mechani- 
zation have dampened this rate of in- 
crease but there is no reason to believe 
that the future course of events will be 
such that per policy administration ex- 
pense will remain stable, let alone de- 
cline. 

“In the past the effect of increasing 
per policy expenses has been insulated 
by the rising size of policy in force at 
a somewhat more rapid rate so that 
expenses per thousand has tended to 
decline. Under these circumstances the 
use of current expense rates for pre- 
mium rates and dividend illustrations 
was well justified. But now, with the 
adoption of size brackets for rate mak- 
ing, we are placing ourselves in the po- 
sition where the size of policy in force 
for each bracket will tend to become 
frozen with little or no tendency to 
move. 

“Under these circumstances, are we 
honest when we use current per policy 
costs as an element in the illustration 
of future net costs for policies sold in 
a frozen size bracket? More important- 
ly, how are we going to deal with a 
probable increase in «net costs for a 
frozen size category if.per policy costs 
increase in the future?” 

Mass Coverages 

On the subject of mass coverage Mr. 
Anderson said: 

“Inevitably, as the common denomina- 
tor of insurance requirements broadens 
it will be served increasingly by mass 
coverages, whether in Group or self- 
administered form. This is necessarily 
so because the high merchandising costs 
of individual sales are only economically 
defensible to the extent that individual 
counselling and selling are required. 
Furthermore, even in the Group field 
itself with its necessary emphasis on 
experience rating, the agency costs in- 
volved must be directly compatible with 
the services rendered. Any other course 
will merely serve to handicap Group 
expansion in comparison with Social Se- 
curity and self-administered plans. 

There are some who argue that the 
expansion of the mass coverages is lim- 
iting the potential scope of the indi- 
vidua 7 I do not share this view 
because of my conviction that the poten- 






tial total market is so broad as to re- 
quire the intensive development of all 
forms of coverage. However, even if 
mass coverages were to have an un- 
favorable impact on the individual mar- 
ket, the effect would = merely one of 
doing away with the necessity for indi- 


vidual selling in some of the areas 
where it was not required. From the 
point of view of life underwriting as a 
profession, such a result should always 
be a desired goal, for every true pro- 
fession must always favor measures 
which lessen the necessity for its own 
“ tence. Thus, just as the lawyer fa- 

§ measures which prevent crime and 
the doctor those which prevent illness, 
so must the life underwriter favor all 
measures which lessen the necessity for 
individtfal counselling and selling to 
overcome the lack of adequate insurance 
coverage. 

“Lest any of you think that I am 
painting a dark picture of the future 

(Continued on Page 15) 


R. R. Neal 


(Continued from Page 6) 


whether it will accept the Government’s 
petition and hear the cases or reject 
it and uphold the United States Courts 
of Appeals which have gone far in 
reducing the broad area of jurisdiction 
claimed by the Federal Trade Commis- 


Mr. Neal discussed other legislative 
items of consequence to the business. 
These included possible legislation on 
contributory medical care and hospital 
insurance for Federal employes and their 
families, registration of union welfare 
and pension plans, the pooling of talent 
and facilities of smaller companies as a 
means of writing experimental cover- 
ages in new areas and restrictions on 

‘cancellation.” He also cited a possible 
investigation into credit insurance 
practices. 


(. B. Metzger 
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same time ‘stressed “the directing of 
students into particular lines of en- 
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deavor as ‘not a proper function of a 
school of business administration.’ ” 
Noting that the subject of insurance 
arises “quite naturally” in courses such 
as investments, accounting, business 


law, finance and social security, he cau- 
tioned the life insurance business against 
attempting to increase what might be 
called “the insurance portion” 
such courses. 


of any 
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further encourage punitive tax legisla- 
tion.’ 


Premium Payment Test 


As to possible legislation to restore at 
least partially the premium payment test 
of life insurance ownership for estate 
tax purposes, Mr. Thore said that it 
now appears that the Technical Amend- 
ments Bill of 1957, which includes a new 
form of premium payment test, will be 
acted upon by the House early next 
year 

“The roadblock set up by the House 
Rules Committee, which granted a spe- 
cial rule permitting a motion to strike 
the premium payment test section of this 
bill will, in our opinion, be revised,” 
he stated. “The bill probably will go 
before the House under the traditional 
closed rule which will not permit a 
motion to strike any particular section. 
If the bill is thus presented, it should 
be adopted by the House after brief 
debate and the scene of the premium 
payment test controversy will change to 
the Senate Finance Committee. 

“The new premium payment test in- 
corporated in the pending bill applies 
for a period of 5 years following trans- 
fer. The principles underlying this lim- 
ited rule are subject to the same objec- 
tions the life insurance business has 
offered in opposition to the broader rule 
contained in the code prior to 1954 and 
the slightly modified rule advocated by 
the Treasury in 1956,” he said. 

“When the pending bill is considered 
by the Senate Finance Committee, the 
life insurance business will face a com- 
plex legislative situation. For one thing, 
the Treasury will be pressing again for 
the enactment of a much broader prem- 
ium payment test. The attitude of the 
Senate Finance Committee will be un- 
clear. In the past that Committee has 
been divided on this question. In 1954 
it voted to repeal the 1942 premium 
payment test by a one vote majority. 
Whether the Committee will continue 
to support this position is in doubt 
mainly because of recent changes in the 
personnel of the Committee. 

“Another factor is the recent decision 
of the Tax Court in Loeb vs. Commis- 
sioner, holding the 1942 premium pay- 
ment test to be constitutional. This de- 
cision is in complete disagreement with 
the earlier decision in the Kohl case 
decided by the U. S. Circuit Court of 
Appeals for the 7th Circuit, upon which 
we relied in opposing the Treasury pro- 
posal before the Ways and Means Com- 
mittee. 

“To summarize, it would appear that 
the premium payment test question is in 
a state of sensitive legislative balance. 
The final result may well depend upon 
the position we take before the Senate 
Finance Committee,” Mr. Thore said. 
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Chairman Medical Board 





DR. D. SERGEANT PEPPER 


Dr. D. Sergeant Pepper, associate 
medical director of Connecticut Mutual 
chairman of the 


Life, was reelected 

Roard of Life Insurance Medicine at 
the annual meeting of the group in 
New York. 


Dr. Archibald C. Wilson, Connecticut 
General, vice chairman, and Dr. Paul H. 
Langner, Jr., Provident Mutual, sec- 
retary-treasurer, were also. reelected. 
Elected to the executive committee were 
Dr. John E. Boland, Country Life, and 
Dr. David S. Garner, Shenandoah Life. 

Appointed to the board by the Asso- 
ciation of Life Insurance Medical Di- 
rectors of America were Dr. Langner 
(second term); Dr. Whitman M. Reyn- 
olds, Equitable Society; Dr. Harry A. 
Cochran, Jr., Lincoln National, and Dr. 
Frank A. Warner, John Hancock. 


Pacific Mutual Enlarges 
Newark Agency Quarters 


New, modern, enlarged offices for its 
Newark agency were formally opened 
by Pacific Mutual Life last week at 
744 Broad Street. Raymond E. Walden, 
manager of the Newark agency, hosted 
a reception to mark the occasion, with 
300 of the city’s business and profes- 
sional leaders in attendance. Present 
from the company’s home office were 
Ralph J. Walker, vice president, and 
Wesley S. Bagby, comptroller. 

Opening of the new agency quarters 
follows closely a recent consolidation of 
Pacific Mutual Group sales and claims 
service facilities in expanded quarters 
in the same building and on the same 
floor as the agency. 

Under Mr. Walden’s leadership since 
1951, the Newark agency consistently 
has been among Pacific Mutual’s top 
producers. Formerly general agent, Mr. 
Walden was appointed manager in June 
of this year, and immediately thereafter 
embarked on the expansion program 
now under way. 

In addition to its agency and Group 
offices, Pacific Mutual maintains a dis- 
trict claims office in Newark. 


Equitable of Ia. Up 12% 


New paid life insurance in the Equit- 
able Life of. Iowa for the first ten 
months of 1957 amounted to $139,917,- 
082, an increase of 12.6% over the cor- 
responding period in 1956. This repre- 
sented the largest amount of new paid 
business during any first-ten-month pe- 
riod in the company’s 91-year history. 

Life insurance in force at the end of 
October totaled $1,559,798,908, an in- 
crease of more than $68 million for the 
year to date. 

The Detroit agency, H. O. Smart, 
general agent, was the leader among all 
company agencies during the month. 


Life of Va. Announces 
Pre-Authorized Check Plan 


Life of Virginia has now made avail- 
able to its entire field organization a pre- 
authorized check plan for payment of 
Known as the Life-O-Matic 
plan, it applies to second and _ subse- 
quently monthly premiums of $10 or 
more, payable on new regular Ordinary 
life and retirement annuity policies, is- 


premiums. 


sued at rates equal to current salary sav- 
ings premiums. The plan also applies 
to monthly premiums of any amount on 
existing policies when the insured’s new 
policy falls within the plan. 

Life-O-Matic does not apply to initial 
premiums payable on any policy or to 
premiums other than monthly. The plan 
does not reduce the monthly premium 
rate on existing policies, but does extend 
other advantages to the owners of such 
policies. 


EQUITABLE UNIT MANAGERS 

Appointment of five new unit managers 
has been announced by the Equitable 
Society. The new managers, their head- 
quarters and the agencies to which they 
belong are: Robert L. Benoit, Grand 
Rapids (J. J. Fraley, Grand Rapids); 
Vincent R. Collins, Toledo (T. R. Clark, 
Toledo); Frank H. Hale, Burlington, Vt 


(C. F. Barton, Jr., CLU, Springfield, 
Mass.); Warren E. Stroh, Baltimore 
(J. L. Smith, Baltimore), and Sidney 


Zimmerman (M. R. Riskin, Chicago). 
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FOUR HELPFUL MAO BOOKLETS 


Many of your clients 
and prospects may have 
questions about business 

life insurance that 

demand detailed and 
time-consuming answers. 
MONY’s four booklets can 
help you give your clients a 
clear, concise, objective 
picture of the importance of 
insuring key men, 

business partners, sole 
proprietors, and close 
corporation stockholders. 

If you would like to look 
over any of the booklets 
shown, we’d be glad to 
send you a set. 

No obligation, of course. 


Mowa 0. New York 
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Broadway at 55th Street, New York 19, N. Y. 
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3-D Pension Plan 
Exclusive New Plan Gives Small Concerns 
Every Advantage Enjoyed by Giants 
Groups of 10-40 employees can now be provided adjustable programs . . . stress on simplicity and 
retirement income plans . . . on a group underwritten adequacy every step of the way. 
basis... ¢ able in features rg s : ; 
ze siscmrunigdioness” setbiag A ay oe No trust needed. Qualifies for tax advantages. 
to the finest ever developed for industrial giants. ig hip ly ; 
Group underwriting. Virtually no admin- 
Continental has devised master contracts to istrative burden. Premiums well below 
fund more different types of pension plans individual policies. 
. than any other insurance company. 
' ued ve eee To get the full and easily understandable facts, 
Directed by this wealth of experience, CAC re- please write for a copy of our booklet, “An Im- 
search skimmed the cream from the best of existing portant Consideration.” 
plans. Then results were combined into readily 
adaptable basic elements for building individually “Attractive Commissions’. .. Doubled! 









**An Important Consideration” is almost a do-it- 
yourself pattern for small group pension planning. 
No technicalities. No mysteries. Ask for your copy 


by return mail. 
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Aragona Life Agency 
374 Uniondale Ave., IV 1-1548 
Uniondale 


Ardan, Inc. 

390 Hillside Ave. 

FL 4-0496 & Fl 7-0499 
New Hyde Park 


Phillip C. Belber Agency, Inc. 
744 Broad St., MA 2-0354 
Newark 


David A. Carr Agency, Inc. 
50 East 42nd St., OX 7-3424 
New York 


Carl E. Haas, C.L.U. 
General Agent 

32 Court St., TR 5-7362 
Brooklyn 


The Harmelin Agency, Inc. 
50 Church St., CO 7-4686 7-8 
New York 


Leitner Agency, Inc. 
384 East 149th St., CY 2-3105 
New York 


Rolland W. Lewis 
148 Wantagh Ave., PE 1-5910 
Levittown 


Life Associates 
111 John St., BE 3-4545 
New York 


Meyers-Crisona Agency, Inc, 
89-30 161st St., JA 3-3540-1 
Jamaica 


W.L. Perrin & Son, Inc: 
75 Maiden Lane, HA 2-4044 
New York 


Samuel D. Rosan Agency, Inc. 
14 Maiden Lane, BE 3-8114 
New York 


C. J. Simons Corporation 
563 Broad St., BAR 7-8850 & 
MAR 3-8100 

Newark 





H. Malcolm Teare Agency, Inc, 
500 Fifth Ave., LO 4-8130 
New York 


XUM 





Bankers National Life Holds 


President’s Club Convention 


President Lounsbury Heads Home Office Delegation at Five- 
Day Session in Florida; Record Number of Agents and 
Wives Qualify for 30th Anniversary Meeting 


Ralph R. Lounsbury, president and 
chairman of the board of Bankers Na- 
tional Life, Montclair, N. J., welcomed 
members of the President’s Club to their 
convention held at Bal Harbour, Florida, 
recently. A record number of 61 agents 
and their wives qualified for this thir- 
tieth anniversary convention. Of those 
present three attended the company’s 
first Convention in 1929. They werc 
Harry J. Baker, general agent, Boston; 
Leo K. Volk, general agent, Detroit; 
and President Lounsbury. The five day 
meeting got underway with a president's 
dinner at which William F. Good, vice 
present—agency operations extended 
greetings and said, “It is because of 
your enthusiastic support that Bankers 
National Life, at its thirtieth anniversary 
convention, nears a half billion of insur- 
ance in force.” 

Pr id t I b 

After extending his welcome Presi- 
dent Lounsbury stated further, “It is 
not possible to have a great life insur- 
ance company without a great sales 
organization, without aggressive, loyal 
and superior agencies and agents. The 
very life blood of our business is sales, 
and the new policyholder and the new 
production he represents are the first 
necessities of our success. You who sell 
our merchandise and you who direct the 
agency organizations are top priority in 
importance, in the success or failure of 
our company, and your challenging jobs 
demand our first consideration. You who 
are general agents have a responsibility 
to your men and also to your company 
for its growth and sound development, 
and you who represent personal solicita- 


y's R ks 





tion likewise have a responsibility not 
only to your company, but to the indus- 
try as a whole. But more than these 
responsibilities to your company and 
to the business of life insurance, you 
have another obligation which trans- 
cends them both. You have an obliga- 
tion to the American people. I believe 
we have an obligation to sell life insur- 
ance, a compulsion which grows greater 
every day as America grows, changes 
and expands. I believe most people are 
woefully under-insured, and I believe 
that our consciences should never let us 
rest until we have met that need.” 

In conclusion Mr. Lounsbury said, “I 
believe that selling life insurance is not 
just a means of livelihood. It is a call- 
ing, and to you who represent Bankers 
National Life in the sale of our service, 
I say, go ye up into the mountain and 
see the vision of what we ought to be. 
Once consumed with that challenge, 
nothing can stop you from realizing the 
greatness of your opportunity as well as 
your obligation, or stop our company 
from fulfilling its destiny.” 

Wheeler McMillen, a member of the 
board of directors of the company, also 
a noted author and lecturer and cur- 
rently editor and vice president of the 
Farm Journal, discussed two phases of 
business today. The first, for a sales- 
man to reach the pinnacle of success he 
desires and so richly deserves, he must 
be sold on the product himself as well 
as have faith in the product meeting the 
needs of the prospect. The second point 
made by Mr. Wheeler was, “All of us 
should be aware of the encroachment of 
Government upon American business. 
Because of the nature of your business, 
life insurance, it is imperative that all 
of you be cognizant and fully understand 
the facts about this encroachment.” 

At the regular business meeting on 

(Continued on Page 53) 





W. M. Anderson 


(Continued from Page 12) 


of the agency system, let me hasten to 
say that it is my firm belief that life 
underwriting is on the threshold of 
future accompishments which will sur- 
pass the past in both achievement and 
satisfaction. Gradually as the mass cov- 
erages provide for more and more of 
that part of the potential market which 
does not require individual treatment, 
ordinary insurance will concentrate on 
the selective situations which do not 
fit the common mold and the life un- 
derwriter will be called upon to exer- 
cise his counselling skills in providing 
coverages beyond the commonly accept- 
ed patterns of the mass coverages. More 
and more he will be called upon to 
recommend coverages which are custom- 
built to meet special situations and 
which are sufficiently flexible to deal 
with changing future circumstances. 
“Fortunately this challenge of the fu- 
ture Ordinary market has a new and 
powerful ally which has already arrived 
on the scene. I refer to the electronic 
machines which are already installed in 
some companies and in process of de- 
velopment by others. So far these ma- 
chines have been confined largely to 
data-processing of our traditional prod- 
ucts with demonstrable savings in costs 
but with little impact upon the opera- 
tions of the agency system. However, 
in the future we may expect much more 
from the point of view of agency opera- 
tions. In the first place the machines 
will free us from our slavish adherence 


to the traditional life insurance plans 
which have been heavily influenced by 
the necessity for simplicity in clerical 
handling. Thus we shall be able to 
custom-design our contracts. Secondly, 
we shall be able to change existing con- 
tracts freely to meet changing cir- 
cumstances. 


A Full-Time Career 


“Tt is my opinion that the well qualified 
life underwriter of the future will find 
it to his own advantage to confine him- 
self to life insurance and its allied cov- 
erages for savings and sickness and 
accident, and will also find it advantage- 
ous to give full-time service to a single 
good company equipped to provide serv- 
ice in these closely related fields. He 
will avoid the non-life business because 
his talents and qualifications make it 
unprofitable to divert his own time 
and attention to non-life coverages. He 
will adhere to a single company because 
his services will transcend in importance 
the minor differences of competition 
and because the flexible custom-built 
coverages of the future will require an 
intimate continuing relationship between 
him_and his company. 

“Furthermore, it may be expected that 
most life insurance companies will en- 
courage the continuance of full-time ca- 
reer life underwriters because this 
method of operation has proven itself. 


Expenses, Interest 


“It is likely in the future that in the 
case of long period contracts it will be 
commonplace to assume improving mor- 
tality, increasing expenses and either in- 
creasing or decreasing interest. As an 
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example of this situation, improving 
mortality assumptions are now in use in 
connection with many annuity contracts 
and combined considerations of safety, 
equity and competition will require fur- 
ther use of this form of approach with 
all of the actuarial assumptions. 

“A likely development, if high invest 
ment returns continue, is that to an 
increasing extent policies with a rising 
savings element will be sold on par- 
ticipating basis, even in the case of 
those stock companies which heretofore 
have restricted their oe to non- 
participating. In this nection it 
should be borne in mind that in the case 
of policies with a high savings element, 
safety itself may require a higher pre- 
mium rate than considerations of equity 
or of competition may permit. 

“Thus it may be the case that we shall 
see the emergence of a class of contract 
where the mortality and expense as- 
sumptions are essentially of a realistic 
non-participating character but where 
the interest assumption is comparatively 
low with direct provision for participation 
in the excess interest earnings related 
to the policy cash values. Such a de- 
velopment would also remove some of 
the constraints imposed upon investment 
policy by reason of the long term guar- 
antees involved in the interest assump- 
tions and would lead in the direction of 
variability of performance related t 
investment results. 

“Quite obviously, variable annuities 
and variable permanent insurances con- 
stitute a system whereby savings prin- 
cipal and the interest credited to it are 
not guaranteed at all but are related 
directly to the investment results 
achieved, regardless of the channels of 
investment used. My own view is that 
a full abandonment of these guarantees 
is not desirable but that a moderate 
relaxation may prove to be in the best 
interests of the life insurance business 
and its policyowners and also of the 
economy at large.” 
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Mid-West Management Conference 


French Lick, Ind—With three speak- 
ers at the 17th annual Mid-West Man- 
agement Conference, French Lick, Ind., 
Oct. 31-Nov. 2, viewing a number of 
current trends with alarm, a fourth 
terfned any threat to the agency sys- 
tem as “poppycock” and a fifth charged 
that “if the agency system is going to 
hell, it’s going in Cadillacs and private 
swimming pools.” 

Speaking to the 403 in attendance from 
all geographical extremes of the coun- 
try and into Canada, August C. Hansch, 


general agent, Mutual Benefit, Dallas, 
blasted cut-rate “specials,” graded 
premiums, family plan policies, and 


Jumbo Group. Donald A. Baker, execu- 
tive director, General Agents & Man- 
agers Conference, accused the agency 
system of “sticking its head in the sand” 
while such adverse forces as Group on 
Group, politically-dominated Social Se- 
curity, cut commission policies, the de- 
cline of Weekly Premium, encourage- 
ment of fire-casualty brokerage, and 
failure to recruit young college men 
“chip away at its edges.” 

He wondered rhetorically how near the 
agency system is to the airplane pilot’s 
“point of no return.” H. C. Graebner, 
CLU, dean, American College, wondered 
if the kind of policies being sold today 
will produce a financially independent 
and contented group of oldsters tomor- 
row or “a miserably unhappy and in- 
secure mass of overage persons.” He 

< 

also expressed concern over the “de- 
segregation” of lines of insurance and 
non-insurance enterprises entering the 
life insurance business. Finally he ques- 
tioned whether the business is being 
satisied with mediocrity in manpower 
because the group is large enough to pro- 
duce the volume requirements of the 
companies. 

In rebuttal to fears about the effect of 
such trends as mentioned by the other 
three speakers on the agency system, 
Arwood Henderson, director of agen- 
cies, Aetna, declared that all that is 
happening is that life insurance selling 
and advertising have made people so 
aware of basic needs that they have 
become buyers who no longer need to 
be sold, a phenomenon in all fields of 
selling. However, he argued, the com- 
plexities of the economy daily create 
new needs of which people are unaware, 
thus creating a vast market no company 
can sell direct. The future of the 
agency system is assured if field man- 
agement will teach its agents to become 
true diagnosticians in the areas of “un- 
awareness” of needs. 


Present Optimistic Side 


Sur pporting Henderson, Homer Chaney, 
CLU, 2nd vice president, New England 
Life, exy lained that natives trap mon- 





keys by filling coconuts with rice ker- 
nels. The monkeys reach through the 
eyes of the coconut and grab a handful 
of kernels. They are then unable to 
withdraw their hands but, in their 
greed, refuse to let go of the rice and 
so are trapped until the hunter comes 
along. 

“Tf,” he warned, “we don’t let go of 
some of our beliefs about the agency 
system today, we, too, may lose the 
whole thing.” 

Alden C. Palmer, Indiana Commis- 
sioner, also took the optimistic viewpoint 
in his words of greeting to the opening 
banquet: “Looking back to 1919 when 
I entered the business and comparing it 
with today, I am convinced that you 
have done ‘far better than you think. 
You have made great progress in the 
calibre of men in the business, in sales 
practices, and in ethics.” 

Other speakers on the program, which 
included a tea one afternoon and cards 


the next for the 100 wives in attendance, 
a dinner dance, and an evening of Keno 
for prizes presented by the Conference, 
were Lowell P. Schwinger, general 
agent, Northwestern Mutual, Cedar Rap- 
ids; H. M. Faser, CLU. general agent, 
Penn Mutual, Boston; R. C. Hageman, 
CLU, manager, Equitable Society, Cin- 
cinnati; and Frank Crum, general man- 
ager, New York Life, Detroit. 
Speaking on “Bringing Out the Best 
in Your Men,” Mr. Schwinger stressed 
“culling your flock.” “You can’t recruit 
using buzzards as decoys,” he warned. 
To succeed, an agent must have social 
mobility and be his own best center 
of influence; he must be able to estab- 
lish rapport with others; he must be 
sensitive to others but “tough in his 
attitude toward buying resistance”; and 
he must be a man of integrity who is 
flexible, Schwinger told the audience. 


Recruiting College Men 


Mr. Faser, speaking on “Recruiting 
and Training the Young College Gradu- 
ate,” warned that to be successful with 
such men, a general agent or manager 
must prepare both mentally and physic- 
ally. To prepare mentally, he must 
adopt a long-range viewpoint, not ex- 
pecting dollars in pocket immediately. 

e ask recruits to take the long-range 
a rain he reminded the _ audience. 
“Shouldn’t we be willing to, also?” To 
prepare physically, the agency head 
must set up separate quarters for the 
young men and hire young supervisors, 
“men who have been through what the 
young recruit must go through, not too 
long ago.” 

Following Faser, Hageman contended 
that the job of building men is one of 
offsetting their natural cycle of ups and 
downs—ups that can lead to complac- 
ency, and downs that can lead to des- 
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pondency. His effort, he explained, is 
concentrated in the areas of training 
to build confidence and ego recognition 
to offset periods of depression. The 
agency has a multitude of recognition 
categories, conducts constant contests, 
and has a continual flow of special 

“deals” and “bets.” 

Mr. Crum detailed his methods of 
motivation: plaques about leaders are 
put on the “policyholders’ side, not the 
agents’ side” of the office; all declined 
and rated cases are put on his desk first 
so he can break the news to the writ- 
ing agent: “The case may have been his 
car or mortgage payment for the 
month”; he urges men to sell a case 
every three days and deliver one every 
three days; he sends age-change letters 
to the agents themselves and conducts 
prospecting schools for agents and wives. 

Mr. Crum wound up with a. blast at 
proselyting: “Every general agent and 
manager should hate the proselyter’s 
guts,” he charged. “The proselyter is to 


ee ee ne ce ee ee ee a ee ee ee 


YOU... 


Major Medical. 


and tax planning. 


for all salesmen. 


> 
. 
> 
>» 
> 
> 
> 
> 
>» 
> 
* 
> 
> 
» 
> 
> 
> 
> 
> 
> 
> 
> 
> 
> 
> 
» 
> 
> 
: Frank S. Vanderbrouk, President 
> 

a 

> 

> 

>» 
ae 


Can Get FURTHER FASTER 
with MONARCH 


TRAINING — to sell Non-Cancellable, Guaranteed Renewable 
Health and Accident Insurance, and Hospital, Surgical and 


TRAINING — to sell all forms of Participating Life Insurance 
— in individual programming, Business Insurance, estate 


TRAINING — to sell Group Health and Accident, Group Life, 
and Salary Continuance Plans. 


TRAINING — to advance into management positions — Field 
Supervisor, General Agent and Home Office. 


All Monarch training is company sponsored and company 
supported — and all new men ar® company financed. 


Liberal retirement, group life and hospitalization benefits 


Raymond C. Swanson, Agency Vice President 


MONARCH LIFE INSURANCE COMPANY 
Springfield, Massachusetts 
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LIFE CONTROLLER 

POSITIONS—$10,000-$13,000 
Two positions of unusual merit. 
CONTROLLER—$13,000 — Southern company, 
established over twenty-five years, housed 
in desirable area. Employer's specifications: 
Age to 43, college graduate (accounting 
degree) minimum of eight years home office 
experience, in controller division, manda- 
tory. (Rapid advancement to $15,000 on this 
position). 
ASSISTANT CONTROLLER—$10,000—Southern 
company, established over fifty years. Em- 
er specifications: Age to 40, minimum 
ive years home office experience, that has 
encompassed all areas of controller depart- 
ment functions. 
Write for HOW WE OPERATE, describing 
in full our — of operation, no obliga- 
tion of any 
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INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells St., Chicago 6, Ill. 
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the manager as the rebater is to the 
agent.” 

For the first time since reestablish- 
ment of the Conference after a three- 
year lapse during World War II, no 
Saturday morning meeting was_ sched- 
uled. Instead, the day was left open for 
company meetings. Several companies 
brought blocks of agency heads, used 
the Conference sessions as their general 
meeting, holding individual company 
meetings on Saturday. 

At the closing breakfast on Saturday, 
William T. Smith, general agent, Wis- 
consin National Life, Indianapolis, 1957 
vice chairman of the Conference and 
1958 general chairman, announced that 
next year’s sessions will be held at 
French Lick Oct. 23-25. 

Registrants represented 26 states and 
two provinces of Canada. Honors for 
the farthest distance travelled to attend 
went to A. W. Austin, manager, Phoenix 
Mutual, Portland, Ore. 

The 1957 Conference committee was 
headed by Russell J. Simpson, CLU, 
manager, Sun of Canada, Indianapolis. 
Committee chairmen, all members of 
the General Agents & Managers Asso- 
ciation of Indianapolis, sponsors of the 
Conference since 1938, were Hastings 
Smith, CLU, general agent, New Eng- 
land Life, steering; Hilbert Rust, aes 
president, R & R, program; W. 
Smith, finance and budget; G.0.Q. ie 
son, CLU, manager, city agencies, In- 
dianapolis Life, and R. F. Pratt, gen- 
eral agent, Connecticut General, co- 
chairmen, attendance; Claude Jones, 
general agent, Connecticut Mutual, and 
Ray Patterson, general agent, Penn Mu- 
tual, co-chairmen, reception and_ hospi- 
tality; Dean Dooley, College Life, ar- 
rangements; Mrs. J. R. Comstock, wife 
of the Indianapolis general agent of 
American United, women; K. L. Ander- 
son, managing editor, R & R, enter- 
tainment; and R. W. Osler, vice presi- 
dent, the Rough Notes Co., publicity. 


Mutual Benefit Sales 


An all-time high, $107,313,438 of life 
insurance, was written by agents of 
Mutual Benefit Life of Newark during 
October, it was announced by vice pres- 
ident in charge of agencies, Charles G. 
Heitzeberg, CLU. The previous high 
was reached in October 1956 when $88,- 
383,433 of life insurance was submitted. 

This new record was set during the 
company’s annual one-month sales cam- 
paign known as the “Duel,” in which 
Mutual Benefit agencies from all parts 
of the United States compete. The 
agencies were divided into two “armies” 
—one led by Charles G. Heitzeberg and 
the other by Vice President William F. 
Ward. 

The two armies entered into battle on 
October 1, vying with each other in 
individual ‘contests and striving to ex- 
ceed the quota for the month which was 
set at $75,000,000. 

When the contest ended on October 


(Continued on Page 17) 
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Pfister General Agent For 


Berkshire Life in Evanston 


Appointment of Frank C. Pfister, Jr. as 
general agent for Berkshire Life in 
Evanston, Ill, has been announced by 
George D. Covell, CLU, agency vice 
president. 

Mr. Pfister is a graduate of the Uni- 
versity of Illinois and served with the 
Navy for four years during World War 
Il. He entered the life insurance busi- 
ness as an agent in 1946 and later rose 
to branch office assistant manager. He 
will head Berkshire Life’s new agency in 
|-vanston. 


Hartford Association 


To Hear Umberto A. Palo 


Umberto A. Palo, special agent for 
The Prudential, will address the Hartford 
Life Underwriters Association on No- 
vember 21. Mr. Palo, who lives in New 
Jersey and is president of the Middlesex, 
New Jersey, Life Underwriters Associa- 
tion, is a life member of the Million 
Dollar Round Table. A_ high school 
teacher for 20 years, he joined Prudential 
in 1953 and in four years has placed in 
force almost six million dollars of life 
insurance protection on the lives of his 
clients. 


Midwest Conference 


(Continued from Page 16) 


31, the Murrell Brothers Mutual Bene- 
fit Agency in Los Angeles was the victor 
with $6,407,380 of submitted business. 
Second place was taken by William T. 
Earls Agency in Cincinnati with $5,- 
697,479 of submitted business. Four 
other agencies passed the $3 million 
mark. They are: Laurence W. Mc- 
Dougall, CLU, Cleveland, $4,346,039; Ed- 
ward L. Rosenbaum, New York, $4,090,- 
000; C. Carroll Otto, Detroit, $3,235, a 
and. Paul By: Guibord, Nz ~wark, $3,025,933. 
Agencies that submitted in the $2 mil- 
lion class for the month are: Alfred J. 
Lewallen, CLU, Miami, $2,836,303 ; Aug- 
ust C. Hansch, Dallas, $2,580,000 ; Robert 
L. Foreman, ‘CLU Atlanta, $2,343,213; 
Murrell 3rothers, San Francisco, 
270,000; Paul W. Cook, CLU, Chicago, 
$2,268,438; Charles S. Eaton, CLU, 
Syracuse, $2,203,800; Solomon Huber, 
CLU, New York, $2,057,839; and the 
Salinger-Wayne Agency, New York, 
$2,034,523. 
Million Dollar 
O. Nashem, New 


agencies were: Leland 
York; Arthur V. 
Youngman, New York; Parsons-Manroe, 
Chicago; Clay W. Hamlin, Jr., Buffalo; 
Cc: arney Smith, CLU, Washington, 
D. C.; John W. Brown, CLU, Louis- 
ville; Arthur G. Boardman, CLU, Bos- 
ton; John A. Erskine, CLU, Pittsburgh; 
M. James Houlihan, Saginaw; John O. 
Wilson, Seattle; Paul J. Quillan, CLU, 
Milwz Truman M. Huffman, CLU, 

e; Albert Drake, Kansas City; 
W. Oliver Cass, Indianapolis; Theron M. 
Lemly, Memphis; Robert R. Tebow, 
Birmingham ; James M. Johnson, New 
Orleans; Raleigh R. Stotz, Grand Rap- 
ids; W. O. Chatterton, CLU, Houston; 
Hollis L. Woods, Hartford; Alex M. 
Knapp, CLU, Baltimore; Earl G. Rob- 
bins, Lexington; Ames Associates, Nor- 
folk; Charles L. Doane, CLU, Omaha; 
Russell B. Knapp, New York; Vern K. 
Miller, CLU, Columbus; Lee Clark, Har- 
risburg; Kenneth R. Bentley, Danville; 
Edgar D. Carlough, Jr., Albany and 
Gerald F. Griffin, Elgin. 

The Charles S. Eaton, CLU Agency, 
Syracuse; James M. Johnson Agency, 
New Orleans; August C. Hansch Agency, 
Dallas and Gerald F. Griffin Agency, 
Elgin tripled their quotas. Quota doub- 
lers were: Milwaukee, Jacksonville, 
Birmingham, Hempstead, Los Angeles, 
Cleveland, Atlanta, Norfolk, Columbus, 
Phoenix, ‘Oklahoma City, Chattanooga. 
In all, 66 agencies exceeded their quotas. 


Flexer Made Supervisor 
For Henry Marshall Agency 


Appointment of Morton Flexer as a 
supervisor of the Henry Marshall Agen- 
cy in Brooklyn, has been announced 
by Berkshire Life. Mr. Flexer served 
as a pilot in the Army Air Force during 
World War II and received his B.A. 
degree from George Washington Univer- 
sity. He was in sales promotion work 
in the medical field before entering the 
ee business as an agent in 


BANKERS OF NEBR. GAINS 

Bankers Life of Nebraska raised its 
1957 increase of Ordinary life business to 
more than 47% above the corresponding 
period in 1956. Results through October 
indicate the company has experienced 
ten straight all-time record months, with 
October Ordinary business over 44% 
above issued and paid sales for October, 
1956. 

Issued and paid accident and sickness 
production shows a 21% increase over 
the same period in 1956. 
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LIBRARIANS MEET 
Dr. Harlan B. Miller, director of the 
educational division of the Institute of 
Life Insurance, reported on a recent 
project to recruit college graduates for 
the life insurance industry at an insur- 
ance group meeting of the New York 
Chapter of the Special Libraries Associa- 
tion, held in the home office of the New 
York Life this week. The group also 
heard a discussion of the role of wo- 
men in life insurance by Dorothy Boond, 

a New York Life representative. 


good field men are made, not born! 


Believing this program to be second to none in its realis- 
tic approach to the requirements of the sales and field 


We have developed and are continually implementing for 
Berkshire’s career underwriters and field management a 
“track to run on” which is clear and straight in the direc- 


tion of success. 


Our sales training track’ was built with full understanding 
of the importance of knowledge and technical competence 
but places dramatic emphasis on the development of sales 
and self-organization skills. It is geared to the concept that 
the function of the field underwriter is to counsel and serve. 
It is implemented and expressed in Berkshire’s outstanding 


copyrighted sales tool, “Money When It’s 


Our field management training program has also been care- 
fully planned to develop skills and techniques — in recruit- 


ing, selection, training and supervision. 


Needed”. 


management jobs, 
Berkshire presents the greatest potential 


we say that today 


for personal growth in the industry! 


ERKSHIRE 


LIFE INSURANCE CO. 


Life, Accident & Sickness, Pension Plans, Annuities 


W. Rankin Furey, C.L.U., Pre 
George D. Covell, C.L.U., Agency Vice President 


PITTSFIELD. MASS. 


President 


* AMUTUAL COMPANY « 1851 
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Atlantic Alumni Association Officers 


Te 














New officers of the Atlantic Alumni Association which is composed of graduates 
of LIAMA Schools in Agency Management were elected at the recent meeting in 
New York as follows: 

Left to right—Secretary-treasurer, 
N. J., Metropolitan Life; president, Paul L. Guibord, general agent, Newark, Mutual 
Benefit; vice president, Arthur W. Schmidt, general agent, New York City, New 
England Life. 


Jaffe Agency to Hold 


Forum on December 4 
Wednesday, December 4 has been set 
for the new Jaffe Forum, it was an- 
nounced by Alfred I. Jaffe, vice presi- 
dent of Jaffe Agency, Inc., New York 
City insurance underwriters. Topic will 
be “Business Life Insurance” and the 
forum will be held at the Hotel Edison 
starting at 7:30 p.m. 

Previous Jaffe forums have covered 
many general insurance subjects. How- 
ever, with the agency now engaged in 
the life field as general agents for Colo- 
nial Life Insurance of America, it was 
felt a forum featuring the subject would 
be particularly appropriate at this time, 
as the subjects up for discussion will 
fit in well with the activities of most 
general brokers. 

All phases of business life will be dis- 
cussed including the market as related 
to brokers, functions of the various poli- 
cies and a run-down on successful sell- 
ing methods. Particular emphasis will 
given to partnership and corporate “buy 
and sell” life insurance situations. There 
will be a main speaker and a panel of 
additional experts to answer questions 
from the floor. 

Attendance at Jaffe forums has in- 
reased steadily year by year with the 

ence usually running well over 300. 


The new forum, a departure from the 
usual subjects, is expected to eae an 
even larger group of producers and their 
key pe 


Brooklyn Branch to Meet 
At St. George November 20 


The November education % meeting of 
the Brooklyn Branch of the Life Under- 
writers Association of the City of New 
York, will be held November 20 in the 
Hotel St. George, Brooklyn, according 
to an announcement by George D. Ayd, 
The Prudential, branch educational vice 
president. 

The program will feature George 
Failla, CLU, Metropolitan Life, who will 
discuss “Three Lessons in  Prospect- 
ing” and Wilbur Neustein, CLU, The 
Prudential, who will speak on “How To 
Get 100 Referred Leads in Two Days.” 

30th speakers will answer questions 
at the end of the program. Non-mem- 
bers are invited to attend. 


Robert L. Snowden, manager, Red Bank, 


Fred Riechers Promoted 
By The Prudential in L. A. 


Fred Riechers, Fresno, Calif., resi- 
dent and division manager there for the 
San Joaquin Valley agency of The Pru- 
dential has been named sickness and 
accident insurance training consultant 
for the company, it is announced by 
Harry E. Wilkinson, CLU, executive di- 
rector of agencies. 

Mr. Riechers joined The Prudential 
at Fresno last February as division man- 
ager. In his new post he will head S. 
& A. training for The Prudential’s ordi- 
nary agency’ field representatives 
throughout the 11 western states and 
Hawaii. 

He will have offices at the company’s 
western home office in Los Angeles and 
will travel extensively throughout the 
West. A native of Nebraska, he was 
graduated from University of Colorado. 


Pension assures splendid future. 


. 


General Agencies. 


HOME OFFICE AGENCY SUPERVISOR 


Excellent opportunity offered to experienced Life and Accident 
and Health man. Attractive salary and expenses, Group Life and 


Successful applicant’s immediate responsib‘lity will be primarily 
concerned with recruiting new agencies and working with present 


Please write in confidence to Agency Department, Empire State 


Mutual Life Insurance Company, Jamestown, New York. 











Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 





HAIGHT, DAVIS & HAIGHT, Inc. 


INDIANAPOLIS OMAHA 


Consulting Actuaries 














Asst. Farm Loans Manager 
For Northwestern Mutual 


Glenn W. Buzzard has been appointed 
to the newly-created post of assistant 
manager of farm loans for Northwestern 
Mutual Life. Mr. Buzzard, a specialist 
in the farm loans division of the firm’s 
mortgage loan department since 1955, 
will assist Francis E. Ferguson, man- 
ager of farm loans, in supervising and 
administering the $96 million farm loan 
portfolio of the Northwestern Mutual. 

Mr. Buzzard joined the Northwestern 
Mutual in 1947, as an assistant loan 
agent in Champaign, Ill., after graduation 
from University of Illinois and a year’s 
experience as an assistant in the univer- 
sity’s soil survey section. 

In 1948 he was named an assistant 
loan agent for NML in Peoria, II]. With 
the exception of eight months in 1950 
as assistant loan agent in Springfield, 
Ill., he remained at the Peoria post until 
his 1955 appointment as a specialist at 
the firm’s home office. 

A World War II veteran, Buzzard en- 
tered service in 1942 while at the . 
versity of Illinois. He served as 
fighter pilot instructor in the U.S. ie 
Force, attaining the rank of second 
lieutenant. After his discharge from serv- 
ice in 1945, he returned to the university 
to complete his work toward a Bachelor 
of Science degree. 














Military Risks 
At Home or Abroad 











sales! 


Naval personnel. 





Here are unbounded possibilities for 
The revision in Government 
benefits has opened a great market for 
personal insurance among Military and 


We can write this business on Ordinary 
Life or higher premium plans. 


They need it! 


Call for details. 


JAMES F. MacGRATH, Jr. 


General Agent 


THE UNITED STATES LIFE INSURANCE COMPANY 
IN THE CITY OF NEW YORK 


84 William Street, New York 38, N. Y. 


You sell it! 


HAnover 2-7865 








Named Agency Organizer 
For Ohio State Life 





WALDO 


RALPH E. 


Ralph E. Waldo has been appointed 
to the newly-created post of agency 
organizer for Ohio State Life, it was 
announced by Howard W. kraft, vice 
president and director of agencies. In 
this- capacity, he will be responsible for 
the organization of new general agencies 
for the company. 

Mr. Waldo entered the insurance busi- 
ness in 1940 with the Equitable of Iowa 
agency in Columbus, Prior t» joining 
Ohio State Life, he had been regional 
agency organizer for Columbus Mutual 
Life, a position he held since December 
1949, 

A 1940 graduate of the college of edu- 
cation, Ohio State University, Mr. Waldo 
is a veteran of World War II. He be- 
came a CLU in 1955. 


Union Mutual Life Opens 
Branch Office in Salem 


Union Mutual has opened a branch 
office in Salem, Mass., according to an 
announcement by John R. Carnochan, 
agency vice president. The new manager 
is Foster F. Allen of Magnolia, Mass. 

Mr. Allen was formerly associated with 
Boston Mutual, first as agent and later 
as an assistant manager and manager. 
Prior to this he was an agent for North 
American Accident and Health. He has 
over 20 years’ experience in the business 
in the Salem area. 
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Matson Co. Absorbs Pacific 
National, Salt Lake City 





Matson Lines 


H. B. PERRIN 


H. B. Perrin, now president of Matson 
\ssurance Co., will become president of 
Pacific National Life. Announcement 
was made by Randolph Sevier, president 
ot Matson Navigation Co., which re- 
cently purchased majority ownership of 
National of Salt Lake City, and 
Mat- 


Pacific 
are merging it with its subsidiary, 
son Assurance Co, 

Officers were named at a meeting of 
the executive committee of Pacific Na- 
tional and Matson Assurance. The new 
officials will take office following the 
filing of the California corporate papers. 
The merger was approved by share- 
holders of both companies last week. 
Matson Navigation owns 93% of the 
outstanding Pacific National stock. 

The merged companies, with home 
offices in San Francisco will have nearly 
$300 million of insurance in force, and 
an annual premium income of over $8,- 
500,000. Head operating office will be 
in Salt Lake City. 

Ray H. Peterson was named chairman 
of the board having been with the 
former Salt Lake City company since 
it was organized, and president for the 
past 11 years. Melvin Price, San Fran- 
cisco, who has been executive vice pres- 
ident of Matson Assurance, was named 
senior vice president. Kenneth W. Cring, 
Salt Lake City, will be vice president and 
superintendent of agencies. W. E. Ra- 
cine, San Francisco, will be vice pres- 
ident—Group sales. W. Messinger, Salt 
Lake City, was named vice president 
and actuary, and C. Wilkins, Salt 
Lake City, vice president and counsel. 

Name cf the new company—a Califor- 
nia corporation—will be Pacific National 
Life Assurance Co. Matson Assurance 
shareholders will be issued stock in the 
new company on a one-for-one _ basis, 
Pacific National shareholders on a 
.2634-for-one_ basis. 

Matson Assurance, a Group life insur- 
ance firm created by Matson N: avigation 
Co. in January, 1955, operates in nine 
Western states, Alaska and Hawaii. 

The new company will continue opera- 
tions in nine Western states, Alaska and 
Hawaii, dealing in Group life, Group 
accident and health, and Ordinary life 
insurance. Home and executive offices 
will be located in San Francisco, the 
head operating office in Salt Lake City. 


OCCIDENTAL ASS’T. MANAGER 

Occidental Life of California announces 
the appointment of Leonard A. Free- 
land as assistant branch manager of the 
company’s Westchester office in Los 
Angeles. Mr. Freeland joined Occidental 
in 1955 as an agent in the Westchester 
branch office. 


Supreme Court Will 
Rule on Basic Cases 


RIGHT TO PROCEEDS FOR TAXES 





Stern vs. Revenue Commissioner and 
U. S. vs. Bess Involve Tax Claims 
Against Deceased 





Washington—In agreeing to rule on 
the right of the Federal Government 
to reach into the proceeds of a life in- 
surance policy to collect the tax in- 
debtedness of a deceased policyowner, 
the U. S. Supreme Court will be dealing 
with a primary issue involving the in- 
violability of life insurance contract 
benefits. This view was expressed fol- 
lowing the placing of two significant tax 
cases on the Court’s docket for review. 

Life insurance attorneys here are 
studying both cases, and it was pointed 
out that both will require careful con- 
sideration and possible far-reaching de- 
terminations by the Court as to the 
nature of life contracts as 
property. 

The first case is that of Jean F. Stern 
vs. Commissioner of Internal Revenue, 


insurance 





and 


Insurance, 


WANTED—Woman with clerical 
in Life 
Excellent opportunity with Schiff, Ter- 
hune & Co., Inc. BArclay 7-4100. 


typing experience 











in which the U. S. Court of Appeals for 
the 6th Circuit ruled that the Govern- 
ment could not claim either the full pro- 
ceeds of the insurance policy paid to the 
widow of a tax delinquent nor the cash 
value of the deceased’s poi- 
icy. The U. S. Tax Court had 
ously ruled that the Commissioner coutd 
claim the entire face value. 

In the case of U. S. vs. Molly G. Bess, 
which the Court of Appeals for the 3rd 
Circuit decided earlier this year, it was 
ruled that while the full proceeds of 
the policy could not be touched by the 
Government, the beneficiary of a de- 
linquent taxpayer’s policy was liable as 
to its cash surrender value. The Circuit 
Court emphasized the fact that the de- 
ceased was insolvent at the time of his 
death and theoretically could have col- 
lected this cash value from the insur- 
ance companies in order to pay his tax 
debts. 


surrender 
previ- 





FOR MANHATTAN LIFE 
UNDERWRITING 


Phone 
CHAMP EDWARDS AGENCY 
Murray Hill 2-7330 


“Honest Abe" Bachman 
"Steamboat" Johnson 
"Hot" Winter 


and you will get the best deal 
available. 














NEW POST FOR S. J. DURAN 


Appointment of S. Jerold Duran as 


associate manager, Group department, 


was announced by James F. Oates, Jr., 


president of Equitable Life Assurance 
Society. 

Mr. Duran 
Group manager in the Society’s Chicago 
office. He joined Equitable in 1947 


mediately after his graduation from the 


was formerly divisional 
im- 


University of Lowa. 











Group Insurance Plans 
Are Not Alike! 


Low net-cost, morale-building coverages, and simplified adminstra- 


tion! These are some of the advantages of LNL's Group insurance plans. 


And they're additional reasons, too, for our 


proud claim that LNL is geared to help its field- 


men. 


The 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, Indiana 
Its Name Indicates Its Character 
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New Home Office Building Of 


Mutual Trust Under Construction 


Mutual Trust Life held the 
stone laying ceremony recently for its 
new home office building, now under 
construction at the northeast corner of 
Wacker Drive and Monroe Street, Chi- 
cago. Featured participant in the cere- 
mony was famed American poet, Carl 
Sandburg, who deposited in the corner- 
stone’s time capsule an advance copy of 


corner- 


his new Chicago Dynamic work. 

Other honored guests at the corner- 
stone laying ceremony were eight of 
the company’s leading general agents 
and agents, representing the entire 
Mutual Trust field organization. They 
are: General Agent Clayton E. Mott, 
Chicago; Agent Joseph J. Battaglia, 
Kankakee, Ill.; General Agent Garnett 
H. Lentz and Agent Robert C. Foust, 
Hillsdale, Mich.; Agent C. 
Larry Jordan and Agent Bart L. Ed- 
wards, San Jose, Cal., and General 
Agent John P. Grissinger and Agent 
Anthony O. Cieri of Harrisburg, Pa. 

The traditional cornerstone laying 
ceremony was preceded by a steel panel 
ceremony, during which Mr. Sandburg 
locked in place one of the bright blue 
porcelain steel panels which form the 
“curtain walls” of the Mutual Trust Life 
building. 

Following the steel panel ceremony, 
Raymond Olson, president of Mutual 
Trust, deposited in the time capsule 
copies of the company’s original charter 
and of the bylaws and introduced O. D. 
Olson, member of the company’s board 
of directors, who deposited in the time 
capsule the oldest outstanding Mutual 
Trust policy. The field representatives 
then deposited in the time capsule such 
articles of interest in the company’s his- 
tory as an early ratebook and annual 
report, current ratebook and policy, cur- 
rent sales literature, copies of Chicago 
daily newspapers, and a complete list of 
present home office personnel and gen- 
eral agents. Raymond Olson announced 
that the time capsule will be opened on 
the company’s diamond jubilee, Decem- 
ber 5, 1979, or on the date on which the 
company reaches a billion in 
whichever date is earlier. Mr. Sandburg 
then closed this portion of the ceremony 
by placing in the time capsule an ad- 
vance copy of his new Chicago Dynamic 
work, which had its first reading at a 
civic banquet celebrating Chicago Dy- 
namic Week held on October 30. 

Assisted by the eight honored field- 
men, President Raymond Olson and 
Vice President William Barts then 
sealed the time capsule and put the 
ornerstone in place. 

_ Mutual Trust Life building is the 
first downtown home office building to 
be erected by an Illinois-chartered life 
insuratice company since the 1920’s. The 


General 


assets, 





E. H. Schaeffer Dies 


Earle H. Schaeffer, CLU, retired gen- 

eral agent in Harrisburg for Fidelity 
Mutual Life, died recently at his home 
at Camp Hill, Pa. at the age of 69. 
Always active in the life underwriter 
associations, he served as secretary, and 
vice president, and as president of the 
Harrisburg Association and in 1926 
helped to organize the Pennsylvania 
State Association and _ subsequently 
served as its secretary, vice president 
and president. Mr. Schaeffer was for 
many years nationa! committeeman for 
the Harrisburg Association and a trustee 
for the National Association from 1940 
to 1942. 
_He Was apointed general agent for 
Fidelity’s Harrisburg Agency in 1917, 
at the age of 29 and retired from active 
agency management in January, 1946, 


six-story Mutual Trust Life building, 
which has been designed for future ex- 
pansion both vertically and horizontally, 
is scheduled for occupancy in March, 
1958. Mutual Trust will originally occupy 
the first four floors. The architects for 
the Mutual Trust Life building are 
Perkins & Will; general contractor is 
A. L. Jackson. 


Allstate Life Licensed 
By N. Y. Department 


Allstate Life has been licensed by the 
New York Insurance Department and 
will begin sales throughout the state in 
December, Clarence B. Kenney, pres- 
ident, announced. 

New York is the second state in which 


Allstate life insurance will be sold. 
Initial sales began in Illinois on Septem- 
ber 3. Plans are to expand into two or 
three more states in 1957 and into 20 
additional states in 1958, Mr. Kenney 
declared. 





Quad 60 & Special 60—Minimum issue $10,000, 
standard & substandard. Refund of all standard 
Annual life premiums paid, if death occurs 
prior to age 60. 
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Mass. Mutual Announces 
New Rate Schedule 


ALSO DIVIDEND SCALE 
All Ordinary Policies and Riders at 


Lower Premiums, Gradation of Pre- 
miums, Lower Rates for Women 


Massachusetts Mutual Life has an- 
nounced that it is now offering nearly 
all of its Ordinary insurance policies and 
riders at lower premiums, gradation of 
premiums, and lower rates for women 
policyholders. Also, a new schedule of 
dividends for all participating policies 
will go into effect on January 1. During 
1958 about 12144% more will be disbursed 
to policyholders than the amount that 
would have been payable if the 1957 
dividend schedule had been continued. 

Company officials said the new rate 
schedule was made possible through a 
steady improvement in the longevity of 
policyholders, the increased use of the 
firm’s policies by businesses and _ indi- 
viduals with substantial estates, and the 
continued advance in the rate of inter- 
est earned on investments. 

With the exception of Term life in- 
surance in smaller amounts and juvenile 
policies, premiums on the company’s 
Ordinary coverages will be reduced. The 
lower rates are made possible by a re- 
appraisal of the need for contingency 
margins under present-day conditions. 

Concerning gradation by size, the new 
premium rates for basic life policies 
change when the sum insured reaches 
$5,000, $10,000 and $25,000. Compared 
with the basic rate per $1,000 for a 
policy under $5,000, the reduction for 
larger policies is $.60 per $1,000 between 
$5,000 and $9,999, $1 up to $25,000, and 
$1.25 for $25,000 and over. 

Recognizing that longevity for women 
is increasing more rapidly than for men, 
the Massachusetts Mutual will now offer 
a female the same rates, values and divi- 
dends as those for a similar policy is- 
sued to a male three years younger. In 
a few states, because of statutory limi- 
tations, women will continue to pay the 
same premium rates as men, but will 
receive compensatingly higher dividends 
under the company’s 1958 schedule. 

Concurrent with the adoption of the 
1957 premium rates, the minimum policy 
which will be issued is being increased 
to $2,000, except for pension trust poli- 
cies, where the present minimum will 
continue to apply, and juvenile policies 
issued to age 15 and policies issued as a 
result of Group conversions, where the 
minimum will be $1,000. 

Under the 1958 dividend schedule, 
interest on dividend accumulations and 
settlement options not involving life 
contingencies will be credited at 3.4% per 
annum, instead of the 34% currently 
credited. 


1958 





Columbus Mutual Suit 


Columbus, O.—Columbus Mutual Life 
has filed suit in the Ohio Supreme Court 
to compel Secretary of State Ted W. 
3rown to approve and record an amend- 
ment to articles of incorporation adopted 
October 28 by Columbus Mutual stock- 
holders. The case will determine the 
rights of 150,000 policyholders of Colum- 
bus Mutual in respect to its merger with 
the Ohio State Life. The petition says 
that Ohio State Life has acquired 99% 
of Columbus Mutual stock. The Attorney 
General recommended to the Secretary 
of State that the rights of the policy- 
holders should be passed upon by the 
Supreme Court. The Columbus Mutual 
issues participating policies providing for 
policyholder participation in the com- 
pany’s surplus, 


HONOR VETERAN EMPLOYES 

Pacific Mutual Life honored 124 home 
office employes who have more than 25 
years service, at a special banquet last 
week, hosted by President and Mrs. T. 
S. Burnett. 
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Berkshire Names Franke 





ROBERT C. FRANKE 


Robert C. Franke has been appointed 
general agent for Berkshire Life in Phil- 
adelphia. Mr. Franke attended the Uni- 
versity of Pittsburgh and served with 
the Army during World War II. He 
had wide experience in the sales field 
before entering the life insurance busi- 
ness as an agent in 1951. 


Mutual Benefit Life Holds 
“Open House” at New H. O. 


Some 700 business and civic leaders— 
including insurance company executives 
and state officials—were guests of the 
Mutual Benefit Life the evening of No- 
vember 7 at its fine new home office 
building at 520 Broad Street, Newark. 
A reception, inspection tours of the home 
office and buffet supper were thoroughly 
enjoyed by one and all attending. 

Governor Robert Meyner and Mrs. 
Meyner, who departed the next day 
for a European vacation trip, were 
among the guests and so were United 
States Senator Clifford P. Case and 
Bernard Shanley, ex-Presidential aide, 
who announced his candidacy last week 
for the United States Senate in 1958 
from New Jersey on the Republican 
ticket. The arrival of these notables 
created a flurry of interest which was 
heightened when daily newspaper pho- 
tographers took pictures of them with 
H. Bruce Palmer, president of Mutual 
Benefit Life. 

Chester Leisentrett, training director 
of the company, was coordinator of this 
big gathering and did a fine job. Donald 
E. Lynch, director of public relations, 
was at the beck and call of the news- 
paper reporters throughout the evening. 
He and President Palmer were the last 
two to leave the building at 9 p.m., tired 
but happy over the success of the party. 
Everyone attending received a copy of 
the company’s brochure descriptive of 
the new home office building which was 
hailed as being “as modern as tomorrow.” 


Appoint Grant A. Kien 


Appointment of Grant A. Kien as 
assistant manager of Union Central 
Life’s Cincinnati agency, has been an- 
nounced by Judd C. Benson, general 
manager of the agency. Mr. Kien’s 
responsibilities will have to do with the 
recruiting and training of new members 
of the agency. The responsibilities of 
Assistant Managers James G. Rust and 
C. William Toon will remain exactly as 
they have been. 

Mr. Kien was a life underwriter and 
assistant agency manager for another 
company for 11 years before joining 
Union Central's field force in 1951. He 
is a four-time member of the company’s 


$500,000 Club. 


Unveil Stillman Portrait 

A portrait of W. Paul Stillman, chair- 
man of the board of Mutual Benefit Life, 
was recently presented to the company 
by Hollis L. Woods of Hartford on be- 
half of the company’s General Agents 
Association. 

The portrait was unveiled at a_ brief 
ceremony in the board of directors room 
held prior to the company’s reception 
and buffet dinner for civic, business and 
governmental leaders recognizing the 
company’s new home office building. In 


attendance were the board of directors, 
President H. Bruce Palmer and other 
executive officers of the company, mem- 
bers of the General Agents Advisory 
Committee and other field leaders. Mr. 
Woods, chairman of the General Agents 
Association, paid tribute to the leader- 
ship of Mr. Stillman who has _ been 
chairman of the board since 1946. 

The portrait was painted by Charles 
Fox, New York portrait artist, and will 
hang in the entrance of the executive 
department on the fifth floor of the new 
home office building. 


Walter G. Schelker Dead 

Walter G. Schelker, a retired vice 
president of Equitable Life Assurance 
Society, died recently at his home in 
Upper Montclair, N. J., at the age of 82. 
He had been with the Society for a half- 
century, 

A native of Brooklyn, Mr. Schelker 
joined Equitable in 1896. At his retire- 
ment in 1946, he headed the company’s 
policy issue and service department. In 
addition to his New Jersey home, he 
maintained a residence in Cutchogue, 
Long Island. 
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Dr. Bishop C. Hunt, (left) vice president and economist of John Hancock Mu- 


receives the bronze 
Anderson, 


tual Life, 
Report from Richard J. 


“Oscar of Industry 
editor and publisher, 


” award for the best 1956 Annual 
Financial World, at the 


Financial World Thirteenth Annual Awards banquet in the Grand Ballroom of the 


Hotel Statler. 





Kirby O. Foster Appointed 
Nashville Agency Manager 


Appointment of Kirby O. 
manager of Union Central Life’s 
Agency, 


Foster as 
Nash- 
announced by 
Vice President Harold P, Winter, CLU. 

Mr. Foster represented Jefferson 
Standard Life in Nashville for the past 
several years and prior to his entry into 
the life insurance business, he had sev- 
eral years of sales experience in another 
field. Mr. Foster served for ag — 
in the Army during World War He 
was recalled to active duty, is: time 
with the Air Force, during the Korean 
conflict. 

A member of the Nashville Life Under- 
Union Central’s new 


ville has been 


writers Association, 
manager in that city also is chairman 
and an instructor in the Life Under- 


writer Training Council. 


Republic National Passes 
Billion-and-a-Half Mark 


Republic National Life, Dallas, passed 
the $1,506,000,000 mark in life insurance 
n force at the end of October, accord- 

r to Theo. P. Beasley, president. New 

insurance issued by the company 
during the first ten months of 1957 
amounted to $549,000,000, and the in- 
crease life insurance in force was 
$332,000,000. This goal was achieved just 
16 months aiter the company had reach- 
ed a billion of life insurance in force 
in less than 28 years. 

The company expects to 
announced goal of two 
insurance in 


surpass its 
; billion of life 
force by the end of 1959. 


New Confederation Policy 


Confederation Life has announced the 
Commander policy, which is a participat- 
ing life plan with premiums to age 90, 
with a guaranteed 40%. reduction in the 
premium after 20 years. There are cash, 
loan and reduced paid-up values from 
the first — The T.D. waiver and D.I. 
benefit may be added. 

Policy ages are 20 to 69 inclusive, 
with a $25,000 minimum and _ $500,000 
maximum, At age 35 the Commander’s 
initial premium is $28.11, dropping after 
20 years to $16.87. The first year cash 
surrender value is $8 and the 20th $461. 


State Mutual Announces 
Group Appointments 


A new home office representative in 
charge and the addition of a new home 
representative in two key cities 
were announced by Alan R. Willson, 
vice president of State Mutual Life of 
America, Worcester, Mass. 

The Group appointments were: Harry 
L. Marriott in charge of the Minneap- 
John E. Gorham as a 
State Mutual’s Pitts- 


office 


olis office and 
representative at 
burgh office. 

Mr. Marriott, replacing Robert Breid- 
enbach who will develop new southeast- 
ern sales territory for the company, re- 
degree in economics from 
Heidelberg College, Tiffen, Ohio, in 
1951. He served in the Army three years 
and did Group sales work in Minne- 
apolis for the Continental Casualty be- 
fore joining State Mutual this month. 

Mr. Gorham, also an Army veteran, 
received an A. B. degree in economics at 
the University of Pittsburgh in 1949. He 
began his insurance career with Wash- 
ington National that same year and has 
done Group sales with Blue Cross and 
the Zurich Insurance Company in the 
Pittsburgh area. 


ceived his 


leading life companies. 
General Agent . . 


personal business. 
to a top post in our agency. 








Pan-American Life Names 


N. E. Harrison in Tampa 
Appointment of Neal E. Harrison as 
general agent in Tampa, Florida for 
Pan-American Life of New Orleans has 


been announced by Kenneth D. Hamer, 
vice president and agency director. 

Mr. Harrison’s entire career has been 
in the life insurance field. He entered 
the business in 1941 and has served in 
the capacity of general agent and man- 
ager during the greatest part of his 
career, He has been a Jeader in the 
sales of life inusrance and has won num- 
erous awards for outstanding production. 
Prior to joining Pan-American Life, Mr. 
Harrison was general agent in Shreve- 
port, for Union Life. 

Active in life insurance circles, Mr. 
Harrison is a member of the Life Under- 
writers Association and has completed 
many training courses in life insurance 
programming. In civic and church work 
Mr. Harrison is an active participant. 
He is a member of the YMCA and Civi- 
tan Club. 


Promote Louis E. Gibson 

Promotion of Louis E. Gibson to as- 
sistant general agent at the Shreveport 
general agency of Aetna Life has been 
announced by W. J. Schergens, general 
agent. 

A graduate of Centenary College, Mr. 
Gibson entered the life insurance field 
in 1954 with Aetna Life’s Shreveport 
agency and soon became one of the 
company’s leading representatives. He 
was appointed supervisor at the agency 
two years ago. He is a recipient of the 
National Quality Award. 

Mr. Gibson is a former pres#dent of 
the West Shreveport Kiwanis Club and 
a member of the Masons. He serves on 
the Boy Scouts charter review comittee 
and as a publicity chairman of the Boy 
Scouts “torch light” campaign. 








PROTECTION. 


MORGAN O. DOOLITTLE, 
President 





Are You Looking for a General Agency? 


If your present company cannot offer you one, investigate 
EMPIRE. We have the latest and best in modern, streamlined 


LIFE — Quantity Discount, Mortgage Coverage, Family Income, 
Juvenile and Retirement Income. 


GUARANTEED RENEWABLE — Accident & Sickness, Hospi- 
talization, (Individual or Family). 


GROUP — Life, Hospital, A. & S. 


We welcome your inquiries 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. Y. 


DOUGLAS S. FELT 
Agency Vice Pres. 


Stepping Stone for a Go-Getter 


Don’t pass up answering this ad if you want a bright future 
with a very progressive New York agency of one of America’s 
We need a go-getter as Assistant to the 
. one who possesses the know-how to keep our 
present brokers happy and bring in new accounts. 


We'll pay the right man a good salary plus commission on his 
If you make good it will lead in a few years 


For more details address Box 2563, The Eastern Underwriter, 
93 Nassau Street, New York 38, N. Y. 
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Crown Life of Canada 


Licensed in Illinois 

Crown Life of Toronto recently an- 
nounced that it has been granted a 
license to write business in the State of 
Illinois. Continuing an extensive expan- 
sion program, Crown Life now offers 
complete Ordinary and Group facilities in 
41 states. Illinois is the fourth state the 
company has entered this year, the others 
being Rhode Island, Oklahoma and Ne- 
braska. 

First licensed in the State of Michigan 
in 1923, they have concentrated their 
United States expansion program on a 
general agency basis and now write al- 
most 50% of their new business in the 
United States. Crown Life, with over one 
billion eight hundred millions in force in 
less than 58 years, also serves the public 
in the United Kingdom and the Carib- 
bean countries. 


Hodgson, Toronto, Advanced 
Raymond J. C Hodgson, Toronto, has 
been appointed assistant superintendent 
of agencies, Canadian Department, by 
Continental Assurance of Chicago. 

Mr. Hodgson’s life insurance experi- 
ence includes seven years as a field un- 
derwriter for Continental Assurance. He 
is a member of the Life Underwriters 
Association of Canada. 


LARRY R. CARDWELL DEAD 

Larry R. Cardwell, general agent in 
Phoenix for Republic National Life, died 
recently of a heart attack at age 55. 
35-year veteran in the life insurance 
industry, Mr. Cardwell joined the Alli- 
ance Life of Illinois in 1943. The com- 
pany later was reinsured -by Republic 
National Life. He was regional director 
of agencies from 1951-56. He moved to 
Phoenix last year for health reasons. 


OLD REPUBLIC GENERAL AGENT 

Joe J. Houser of the Houser Insur- 
ance Agency, Los Angeles, has been ap- 
pointed a general agent of Old Republic 
Life of Chicago. 

Mr. Houser, well-known in Los An- 
geles, has been Exalted Ruler of the Los 
Angeles Elks Lodge No. 99 since April 
of this year. He is also vice president of 
the Beverly Hills Shrine Club. 
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New Post for J. P. Enright 


JOHN P. ENRIGHT 


Maryland Life of Baltimore elected 
John P. Enright as vice president and 
superintendent of agencies, it was an- 
nounced by William Elliott, chairman of 
the board. 

Mr. Enright joined Maryland Life in 
June 1956 as superintendent of agencies. 
He previously was in the agency depart- 
ment of Philadelphia Life. 

A native of New Jersey, Mr. Enright 
entered the life insurance business after 
his graduation from Rutgers University. 


Brokerage Supervisor 

T. Bertram Anderson, Jr., has joined 
the Hartford agency of Connecticut Mu- 
tual Life as brokerage supervisor, it was 
announced by Ralph H. Love, CLU, gen- 
eral agent. 

Mr, Anderson graduated from Yale 
University in 1935 and has had more 
than 20 years of diversified experience 
with Connecticut General Life. For the 
past six years he has served there as 
secretary in charge of reinsurance 
underwriting. 

Widely known in insurance circles, 
Mr. Anderson has been an active mem- 
ber of the Home Office Life Under- 
writers Association and the Institute of 
Home Office Underwriters. He has 
served the Institute in several official 
capacities and has just completed a term 
as executive vice president. 


Mutual of N. Y. Names 
Paxton at Beverly Hills 


Mutual of New York has added to its 

network of brokerage supervisors with 
the appointment of Peter V. Paxton to 
direct brokerage operations in the com- 
pany’s Beverly Hills agency under man- 
ager P. F. Koenigsberger. 
_ Mr. Paxton ‘has been in the insurance 
field since February, 1954, when he 
joined Mutual Of New York as a field 
representative with the Beverly Hills 
agency. He qualified for company honor 
groups for production in his first full 
year. 


Robert A. Beatty Dies at 90 


Robert Alexander Beatty, for over 40 
years a manager and general agent in 
New York for Security Mutual Life of 
Binghamton, N. Y., died this week of a 
heart ailment. He was 90 years old. A 
resident of Glen Ridge, N. J., he is 
survived by a son, Judge Lloyd G. 
Beatty, Glen Ridge; a sister, Mrs. Mabel 
Trudeau, Montreal; two granddaughters 
and three great-grandchildren. 





New York Women Hear 
Talk by Henry F. Silver 


At the November meeting of the New 
York League of Life Insurance Women, 
Hermine R. Kuhn, program chairman, 
introduced guest speaker, Henry F. 
Silver, CLU, New England Life, who 
gave a talk on “The Building of Pres- 
tige Towards the Sale of Corporation 
Insurance.” Mr. Silver outlined the steps 
in an approach to the sale of insurance 
on the life of an executive of either a 
large or small corporation. He stated 
that a book of client-approval letters, 





with 


is an excellent prestige-building tool, 
which he has used to great advantage 


in personal production. Mr. Silver stated 
that it should be kept in mind—an un- 
derwriter must render that service, 
which he, himself, might expect to re- 
ceive Ceil K. Sweid is 
president of the League. 

The Christmas dinner of the League 
of Life Insurance Women will be held 
December 4 at the Club. 
Guest speaker will be Dr. Lyman Bry- 
son, professor emeritus of education, 
Teachers College, Columbia University 
and counselor of public affairs to the 


from another. 
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Group Appointments 

Four appointments in its Group insur- 
ance and pension field organization have 
been announced by Connecticut General 
Life. 

Con D. Hamborg has been named di 
trict Group manager at the Charlott 
N. C., agency; Russel H. Knisel has bee 
appointed district Group pension super 
Buffalo; S. Smith has 
been named to the position in 
Baltimore; Stanley R. Goodnow. has been 


visor in Thomas 


same 


named Group pension representative in 
Baltimore. 






Don’t write off the man who says “I can’t afford it...” 
write him up under the new lower cost A&S Deductible. 


And up the coverage on present customers 


at more attractive premiums than ever. 


The new deductible feature in General American Life’s 
A&S Insurance eliminates both the administrative cost and 
the actual cash payments on small claims. 


The savings are reflected in the lower cost that 
makes this new A&S especially attractive. 


This is participating, dividend paying coverage. 


For complete information, write 
Frank Vesser, Vice President 
General American Life Insurance Co. 


St. Louis, Missouri 


St. Louis, Missouri 


General American Life 
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DEDUCTIBLE FORMS 


One of the important subjects on the 
program of the Fall Insurance Confer- 
ence of the American Management As- 
sociation at Chicago this week was use 
of excess insurance, including deduc- 
tibles. Large buyers of insurance are 
deeply interested in this combination of 
self-bearing of part of a risk and cover- 
age of the remainder as well as in com- 
plete insurance protection. Frederick 
W. Wrenn, vice president of the Federal 
Insurance Co. of the Chubb & Son or- 
ganization, gave a comprehensive ex- 
planation of the use of excess insur- 
ance. 

Mr. Wrenn told the 


industry 


AMA members 


the insurance provides many 
forms of protection to meet the indi- 
vidual] needs of business organizations 
owners, who are 


Deductible plans 


and other 
large insurance buyers. 


property 
have been added to this variety of cov- 
erage available and he said these plans 
have met the tests of many insurance 
buyers. The ultimate decision whether 
to buy such an insurance plan cannot 
be answered, he said, without a careful 
examination and a comparison of bene- 
fits and costs. 
The Chubb plan is generally known as 
deductible plan rather than excess 
of loss or catastrophe insurance and of- 


fers nine deductible amounts ranging 
from $5,000 to $250,000, with appropriate 
rate credits for the assured assuming 
the first loss to the amount of the de- 


ductible. One feature is that the amount 
of deductible may not be specifically in- 
sured elsewhere but must be retained at 
the risk the insured. This, obviously, 
is to create a partnership between as- 
sured and insurer in loss prevention 
efforts. 

The excess of loss or catastrophe 
plans of other insurers generally insure 
losses in excess of $100,000 or more. The 
rate of premium is left to underwriting 
discretion as elimination of at least 
$100,000 
aspects of risk to an underwriter to 
such an extent that customary rating 
methods are not practical, according to 


Mr. Wrenn, 


from each loss changes the 


. TRAFFIC TOLL DROPS 3% 


At last some sunshine has_ broken 
through the clouds of despondency for 
automobile insurance underwriters and 
executives. National Safety Council re- 
ported several days ago that safer driv- 
ing and walking habits have saved 800 
lives in the United States during the 
first nine months of 1957. 

Specifically, the death toll as a re- 
sult of automobile accidents totaled 
28,110 as of September 30, compared 
with 28,910 for the same period of 1956. 
This is a drop of 3%, not much in itself 
but indicative of the fact that motor- 


’ 


ists are more aware of the urgency for 
more careful driving and greater road 
courtesy. 

National Safety 
ported that the improved picture was 
sharpened by a 9% drop in auto fa- 

greatest 
downward 


Council further re- 


talities in 
monthly decrease since the 
trend began last December. Part of this 
drop was attributed by the Council to 
the same factor—the 
accounted for a 5% rise in the August 
death toll. In 1956, it was explained, the 
Saturday of the three-day Labor Day 
weekend was in September. This year 
the Saturday was August. 

Without this factor, the Council said, 
the toll would not have climbed in 
August or dropped so sharply in Sep- 
tember. The combined fatality toll for 
August and September was 3% under 
the combined total for the same months 
last year. 

Company executives are frankly pessi- 
mistic about the year-end results in the 
automobile liability and P.D. field. They 
underwriting 


September, the 


calendar—which 


expect that the over-all 
loss from these lines will be much larger 
than in 1956. The last two months of 
the year will tell the story. However, 
National Safety Council’s 9-months’ fig- 
ures cannot help but be cheering news. 


Neil L. Moen, state agent for the Agri- 
cultural and Empire State Insurance 
Companies in North Dakota, has been 
transferred to Minneapolis. "Mr. Moen 
will replace Bernard G. McCord who has 
been transferred to Kansas. He will 
supervise the companies’ business in west 
central Wisconsin, southern Minnesota 
and will continue to supervise the Fargo 
service office. 


RAY D. MURPHY 


Ray D. Murphy, chairman of Equit- 
able Society, has been elected chairman 
of the board of the New York Heart 
Association. He succeeds Carl Whitmore 
who was named honorary chairman. Mr. 
Murphy served as campaign chairman of 
the 1957 Heart Fund drive which was 
the most successful ever held by the 
Heart Association. 


ee ik 
Carrol M. Shanks, president of The 


Prudential, and Frederic W. Ecker, 
president of Metropolitan Life, were 
among the “Fifty Foremost Business 


Leaders of America” honored at the 
Waldorf-Astoria, New York, November 

They were selected in national ballot- 
ing by the membership of leading busi- 
ness and trade associations and the 
readers of Forbes Magazine, which was 
host to the leaders and presented them 
with “Leadership Awards.” 


a ee 


Vernon Griffith of the W. B. Johnson 
& Co. agency, Kansas City, was elected 
again as president of the Missouri 
Association of Insurance Agents at the 
annual meeting in Kansas City October 
27-29. He was instrumental in the last 
year in bringing about reconciliation 
with the St. Louis local board, which had 
withdrawn because of misunderstand- 
ings. Mr. Griffith reported for the local 
board of Kansas City, noting that pub- 
lic insurance there in the past was a 
political football, but has under Presi- 
dent H. A. Sloan of the local board 
there been placed on a competitive basis. 

as ee 


At Mayfield, Ky., J. C. Emerson on 
October 28 celebrated 50 years in 
the insurance business, dating back to 
1907 when he took over the former 
Dupree Agency. For the past 25 years 
Mr. Emerson has had the assistance of 
his son, W. T. Emerson, as a partner in 


the agency. 
ee 


Wendell P. Moore, second vice pres- 
ident of Lumbermens Mutual Casualty 
and American Motorists, has completed 
25 years with Kemper Insurance. A 
graduate of the University of Mich- 
igan, Mr. Moore joined the organization 
in November, 1932, as an automobile un- 
derwriter in Chicago. A year later he 
was transferred to the compensation and 
liability underwriting department, be- 
coming its manager in 

In December, 1955, he was transferred 
to the Eastern headquarters office at 
Summit, N. J., as manager of eastern 
office underwriting. 


VINCENT B. COFFIN 





Vincent B. Coffin, CLU, senior vice 
president of Connecticut Mutual Life, 
was one of nine candidates elected to 
the Hartford City Council in a_hotly- 
contested election November 5. It was 
his first bid for public office. Mr. Coffin 
ran on a slate endorsed by the Citizen’s 
Charter Committee, a group working in 
the interest of non-partisan city govern- 
ment in Hartford. Although this will be 
the first time he has served the city 
in an official capacity, Mr. Coffin for 
many years has been prominent in 
church, civic and charitable activities 

x * * 


Mrs. Russell S. Moore, wife of the 
Midland Mutual Life manager of agen- 
cies, is the new president of the Ohio 
Congress of Parents and Teachers. Her 
election was announced at the annual 
meeting of the organization in Cleveland 
recently. Mrs. Moore assumes direction 
of the 700,000-member Ohio association 
after more than 25 years in PTA work, 
on both local and state levels. She was 
first vice president of the State PTA 
before being elevated to the presidency. 
Her husband, Russell S. oore, has 
been with the Midland Mutual for more 
than 30 years. He served as a field 
underwriter before accepting an agency 
management post at the home office. 
He has been manager of agencies since 
1950. 

x * x 


Louis L. Lehman, Brooklyn insurance 
broker, is heading the fund campaign of 
the Federation of Jewish Philanthropies 
among Brooklyn brokers. Henorary and 
vice chairmen are Joseph Goldstein, Lee 
W. Coffey, Chas. A. Mason, Samuel 
Saperstein, Sylvester P. Eiseman, Ber- 
nard Jaffe, Arthur Rosencrans, Charles 
S. Rosenzweig, Harry Strongin and 
Edwin D. Weinstock. Dinner chairman 
is Bernard Bergen. 

ie, he 

B. Stuart Weyforth, Jr., vice presi- 
dent, Lumbermens Mutual Casualty has 
joined the recently formed Leo B. Men- 
ner & Co of Chicago as executive vice 
president and director. Mr. Weyforth, 
in the insurance industry for 22 years, 
has been with the Kemper Group as vice 
president in charge of production. Prior 
to that he was affiliated with U. S. 
Fidelity & Guaranty and Continental 
Casualty. 

ok 8 
M. Sheffield, Jr., chairman of the 
aes of Life of -_—— has _ been 
elected president of the Georgia Motor 
Club, affiliate of the American Auto- 
mobile Association. 
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Nippon Reports Progress in Fire, 
Marine, Casualty Lines 


A survey of business conditions in 
Japan is contained in the annual report 
of the Nippon Fire & Marine of Tokyo 
for the year ending March 31, 1957. This 
company, established in 1892, has total 
assets of Y9,844,034,274 and for the year 
reported a profit of Y469,584,068. Pre- 
mium income for the 12 months totaled 
Y8,070,750,563. President Seiichi Taka- 
hara and Managing Director Yasutaro 
Ukon, in presenting the annual report, 
stated: 

“In reviewing our business during the 
year ending March 31, 1957, we must 
mention that our operations have been 
obviously much influenced by the inter- 
national economic situations. 

“The economic situation in our coun- 
try has become stabilized and witnessed 
her heyday when Kishi Cabinet was 
formed, under the banner of the ‘in- 
creased budget’ and the reduction of 
taxes, in order to realize such positive 
measures as the general economic de- 
velopment and the full employment. 

“Our economy has been thus placed 
on more sound foundation, in harmony 
with a favorable tone of the interna- 
tional economic status, resulting in the 
export trade, over-all 
and the upward 


increased Japan’s 
expansion of industries 
trend of the consumption level through- 
out the country. On top of this, a series 
of effective measures relating to new 
investments sponsored or encouraged by 
the Government to tide over the bottle- 
neck in electric power supply, transpor- 
tation, and steel and other basic indus- 
tries, is expected to promise a brighter 
future in the long run for further ad- 
vancement in the structure of our econ- 
omy, through expansion of foreign trade 
and modernization of industrial equip- 
ment, even if there may be a temporary 
hitch en route before completion. 

“In the non-life insurance fields, all 
branches of fire, marine and casualty 
business have shown a large increase in 
the premium income with a relatively 
lower loss frequency, and accordingly 
non-life insurance companies in general 
have gained very good result for the 
year under review. We are gr ratified to 
announce that our company in the 
meantime has done a very satisfactory 
business in all branches. 

“In the fire insurance branch, both 
gross and net premium incomes have 
shown a considerable up curve as com- 
pared with those of the preceding year, 
despite the rate reduction in general and 
industrial risks. Net proceeds derived 
therefrom have made further conspicu- 
ous progress, notwithstanding frequent 
occurrences of fire losses including the 
conflagrations in the cities of Odate, 














Uozu and Awara, through our prudent 
underw riting and ‘able management. 

“As for the marine and transit insur- 
ance branch, hull business has realized 
a considerable increase in the premium 


income, thanks to the support of our 
clients and effort of our staff to obtain 
new markets, due to the increase of 
large vessels newly built. Fortunately, 
losses incurred were rather small, thus 
making the net proceeds larger. In the 
field of cargo business, a good record 
has been attained in the premium in- 
come which exceeds that of last year 
due to bigger foreign trade, and the 
balance derived therefrom has made a 
considerable increase by virtue of de- 
crease in loss ratio. 

“Transit business has _ unforunately 
seen a slight setback in the premium in- 
come due to the reduction of premium 
rates in general, However, the net pro- 
ceeds thereof amounted almost equally 
to that of last year, as the result of a 
great decrease in loss ratio. 

“In the casualty insurance branch, 
automobile insurance, which forms a 
greater part of the premium income, has 
shown a handsome profit far more than 
that of the preceding year consequent 
upon booming automobile industry. Fur- 
ther, due to our utmost endeavor in 
cautious selection of risks, loss ratio in- 
curred has shown a striking decreas-. 
Such business as aviation and personal 
accident has shown exce!lent results and 
automobile liabilitv insurance and ma- 
chine2ry insurance have both made satis- 
factory progress. 

“Regarding operation of our assets, 
returns exceeded that of last year. The 
profit ratio was slightly below that of 
the previous year, on account of very 
rapid increase in the retained amount 
of stocks caused by augmented share 
capital in various industries including the 
shipping interests. However, the returns 
to be accrued from the increased stocks 
can be expected in the future, and the 
substance of assets has _ considerably 
been bettered. 

“The aggregate result of our business 
for 1956 has shown a considerable stride 
over and above that of the preceding 
year, thus enabling our company to sub- 
stantially increase our premium reserve 
for*the purpose of strengthening the 
capacity of coverage. At the same time, 
the betterment of the capital structure 
was accomplished last December by 
doubling the capital for the fourth time 
and consequently the foundation of the 
company’s activities has further been 
strengthened. 

“As for the future, we plan to steadilv 
extend our business activities to foreign 
countries and to reduce premium rates 
again this year. Moreover, we plan to 
start to sell policies of the minor fire 
insurance business in the immediate fu- 
ture, besides the additional living ex- 
pense insurance now already operating 
which is likely to appeal to the generai 
public. Both of these steps have the ob- 
ject of successfully competing toward 
the mutual fire insurance and the em- 
bryonic Government petty insurance 


scheme as well.” 


J. S. Gerber Reports on 
Illinois Insurance Laws 

Insurance policyholders had an oppor- 
tunity of learning how the state of 
Illinois protects their interests by listen- 
ing to Joseph S. Gerber, Director of the 
Department of Insurance, on the “Know 
Your Illinois” radio program which was 
released last Sunday to Illinois stations. 
Mr. Gerber discussed the enforcement 
and execution of insurance laws regulat- 
ing life, fire, accident, automobile, health 
and other kinds of insurance sold in 
Illinois by companies licensed to do busi- 
ness in the state. 

The 15-minute program was prepared 
and distributed by the Illinois Depart- 
mental Information Service. 

$201 


Career Information Guide 

A bibliography of recent occupational 
literature, “Guide to Career Information” 
—sponsored by New York Life Insur- 
ance Co. and published by Harper & 
Brothers—is being distributed to selected 
guidance counselors and school libraries 
throughout the nation as a public serv- 
ice. The book is a further step in the 
company’s career information service, 
which is designed to bring young people 
information concerning career oppor- 
tunities in all fields of endeavor. Five 
years ago, New York Life began its 
series of public service career advertise- 
ments, two-page articles by men and 
women who are authorities in their 
respective fields. Some 17 million re- 
prints of the advertisements have been 
distributed by New York Life to date. 

The company’s new bibliography lists 
more than 800 books and pamphlets on 
current job information, which are 
grouped under 52 occupational cate- 
gories. A brief resume in non-technical 
style, including price, number of pages 
and where the material may be obtained 
follows each listing. 

In the foreword of the book, Devereux 

Josephs, chairman of New York Life, 
says the company wants to “acknowledge 
the responsibility we feel is ours to 
assist in the guidance and counseling 
of young people. It is not a job to be 
left wholly to the specialists in the field, 
or to the youngster. All of us—parents, 
teachers, friends and potential employers 
—owe this help to those whom we ex- 
pect to carry forward our tasks.” 

ha er 


Schaffer Tells Agents of Effective 
Local Tie-in Ads 


Franklin E. Schaffer, well known vice 
president of Doremus & Co., New York 
advertising ‘agency, has given local 
agents of stock property and _ liability 
insurance companies, advice on how they 
may tie-in at the local level with the 
national advertising campaign of the Na- 
tional Association of Insurance Agents, 
the supporting advertising campaigns of 
individual companies and the advertising 
and promotion of state and county asso- 
ciations. He suggests the following four 
rules in order to make the individual 
tie-in advertising of local agents more 
effective: 

“Rule No. 1—Tie-in with the NAIA 
seal in every possible way on every form 
of promotion you do. The seal is at the 
heart of your program. The more you 
capitalize on it and the more frequently 
it is presented to the public, the more 
effective it will be as an advertising tool. 

“Rule No. 2—Tie-in with the themes 
of the national advertising. The themes 
used in the national ads have been care- 
fully developed as those most likely to 
be effective in convincing the insurance 
buying public. Here agz ain the more fre- 
quently the insurance buyer hears these 
arguments, the better convinced he will 
be and the more effective the over-all 
program will become. 

“Rule No. 3—Make maximum use of 
material provided to contributing agents 
under the national program. No matter 
what kind of advertising you feel is best 
for you, you will get assistance in the 
form of tie-in material as part of the 
NAIA program. 

“Rule No. 4—Personalize your adver- 
tising. Use your local advertising agency 
to help you adapt the material provided 
by the NAIA to your personal use. Make 
the advertising or sales promotion you 


do your very own. 

“What steps should you take in plan- 
ning your advertising ? 

“Step 1—Survey your own advertising 
needs. By this I mean determine whether 
you have enough business now, whether 
you want to increase your business by 
20% or 50% or whatever, and what type 
of business you particularly want to get 
—homeowners, automobile, commercial 

“Step 2—Based on your needs, set up 
an annual advertising budget. The most 
effective advertising is continuing rather 
than sporadic. As a rule of thumb you 
might plan to spend 3% of your com- 
mission income on all advertising—in- 
cluding your contribution to the national 
program. This figure is based on surveys 
that have been made by insurance pub- 
lications of typical agents’ advertising 
budgets. 

“Step 3—Select the media and time 
that will do you the most good. Time- 
liness is a vital asset in any advertise- 
ment. If you can peg your message to 
some local event, so much the better. 
Advertise fire insurance when fires are 
most prevalent in your locality, auto- 
mobile insurance during the period of 
greatest automobile sales, etc. 

“Step 4—Follow up your advertising 
with sales activity. This may mean per- 
sonal calls or perhaps just phone calls. 
I do not know of any insurance sales 
that are made without personal follow 
up. 
“There are a great variety of media 
available to you—yellow pages, news- 
papers, radio or television, outdoor, di- 
rect mail, reminder. 

“Let’s look at telephone advertising. 
Probably every member of your asso- 
ciation is listed in the telephone di- 
rectory. In addition to the regular direct- 
ory, there is a good chance many of 
you are also in the classified. Telephone 
directory advertising is inexpensive and 
should form a vital portion of your ad- 
vertising program. Instead of taking a 
single line in the classified directory, 
consider taking a small box and using 
the NAIA seal as part of your advertise- 
ment. People look at these boxes first 
when looking through the classified. 

“Many now use newspapers. Actually 
you can use newspaper advertising in 
two ways: First to keep your name 
before prospective buyers of insurance 
so that when they are looking for an 
agent they are likely to contact you. 
Second, to produce actual leads. Here 
then are a few suggestions on newspaper 
advertising: 

“(A) Pick the right day of the week 
for advertising. For example, you will 
probably not be advertising on Thursday 
or Friday because most newspapers are 
crowded with supermarket advertising 
on those days. 

“(B) Have your ad appear in a section 
of the paper most likely to be read by 
your prospects. The sports page, for 
example, is a good way of reaching a 
large male audience even though you 
may have to pay a small premium for 
this position. 

“(C) If you do not have a local adver- 
tising agency, take advantage of the 
services offered to you by the news- 
papers. Your local newspaper advertising 
manager will be glad to help you adapt 
the NAIA material for your own use. 

“Some of you will be able to use radio 
and TV to great advantage. In many 
areas where there are a limited number 
of TV channels, radio still has a high 
rating of popularity. During the summer 
particularly the number of portable and 

car radios in use go up considerably and 
because people are spending the time 
outdoors, radio has little TV competition 

“Think in terms of buying a spot for 
several weeks either during or just be- 
fore a popular radio program. For TV, 
buy spots around a sportscast or sports 
event, or any special TV program that’s 
really going to be of interest to the 
people in your locality. On both radio 
and TV always try to have a give-away; 

say a baseball or football schedule that 
people can send a postcard for. Then 
make sure you have your insurance 
message and your name ‘and address on 
the give-away. Contributing agents will 
get help with local radio and TV adver- 
tising. too.” 
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Murphy on Industrial 
Property Ins. Form 


AMERICAN MANAGEMENT MEET 


America Fore Counsel Tells How Form 
Extends Multiple Location Rate 
Credits to Buildings 


The new Industrial Property Form 
was described as progressive, experimen- 
tal and dynamic by Joseph F. Murphy, 
counsel, America Fore Insurance Group, 
New York, November 13 at the Palmer 
House in Chicago. He said “we believe 





JOSEPH F. 


MURPHY 


this program is sound and we are con- 
fident it will provide a reasonable basis 
to serve the legitimate requirements of 

American industry, including the Ameri- 
can insurance industry.” 

This form is the first to extend mul- 
tiple location rating plan credits for 
dispersion and premium size to build- 
ings and machinery, Mr. Murphy told 
executives attending the American Man- 
agement Association’s fall insurance con- 


ference. Close to 800 insurance men are 
registered for the sessions being held 
this week. 

While the multiple location rating 
plan approach is not new, Mr. Murphy 


since 1953 
made ap- 


commented, it has been only 
that the approach has been 


icable to real property. “Hence, some 

years after the formal beginning of 
t lan, we have the start of a nation- 
wid rogram which provides credits 
appli to buildings and machinery 
and re: perty generally in combina- 
tion witl I 1 personal property cov- 
erages. 

Eligibility for Coverage 

Eligibility for this coverage is gen- 
erally limited to manufacturers and 
processors having personal property at 
two or more locations with minimum 
premiums, regardless of term, varying 


according to coverage purchased from 
$2,500 to $10,000. However, present eligi- 
bility requirements for the industrial 
property form cannot be considered as 
static, Mr. Murphy declared. “We may 
regard the present eligibility require- 
ments merely as a stage in development 
and can expect that as the program 
moves along, and experience is garnered, 
broader and more flexible eligibility 
rules may be forthcoming.” ; 

Personal property is the key 
bility, he noted. A manufacturer or 
processor must have a spread of values 
of personal property including improve- 


to eligi- 


ments and betterments of at least $50,000 
at a secondary location, or at least 10% 
of total values must be at other than 
the main location. Included in the cover- 
age which IPF offers on a package basis 
are fire and lightning, windstorm and 
hail, explosion, riot, riot attending a 
strike and civil commotion, aircraft and 
vehicle damage, falling objects, smoke, 
vandalism and malicious mischief, weight 
of ice, snow or sleet, sprinkler leakage, 
and burglary or robbery. Generally ex- 
cluded are damages from flood, earth- 
quake, subsidence, war or nuclear energy. 


The statement that IPF is a super 
Manufacturers Output policy is inac- 
curate, Mr. Murphy asserted. The IPF 


is basically a stated peril contract. While 


there is available a special personal 
property endorsement affording direct 
physical loss coverage on an optional 


basis, he pointed out, the usual stated 
perils must be purchased before exer- 
cising the option to include the special 
endorsement. 

The MOP does not cover finished 
goods of the insured while on the manu- 
facturing premises as does the special 
endorsement of the IPF, nor does MOP 
require multiple locations or give specific 
credits for dispersion and size of pre- 
mium, Mr. Murphy pointed out. 

Rate Levels 

The IPF is filed concurrently by the 
respective rating organizations exercis- 
ing jurisdiction over the kinds of insur- 
ance involved: fire and allied lines insur- 
ance, first party casualty coverages, and 
inland marine insurance. This method 
has been criticized as too cumbersome 
and lacking in responsiveness to need 
for rate level changes but, Mr. Murphy 
pointed out, “our main reliance in es- 
tablishing cost is the experience of the 
past, and where can we look for such 
information and the techniques of its 
application except to our established rate 
making agencies.” 

While rate levels should be responsive 
to developments, Mr. Murphy conceded, 
“In our opinion the insurance business 
should avoid precipitous rate level 
changes and we believe that the public 
interest is better served by the orderly 
processes developed over the years by 
our rating organizations. 

“Probably the most unique character- 
istics of the Industrial Property Form 
program is that it extends, for the first 


(Continued on Page 35) 


NAIA Leaders Meet 
In New York Dec. 6-8 


TO STUDY AD FUND PROGRESS 


Regional Chairmen in 12 Areas of 
Country Named to Assist in Collec- 
tion of Ad Contributions 


The first meeting of the new execu- 
tive committee of the National Associa- 
tion of Insurance Agents will be held in 
New York City December 6-8 at the 
Savoy-Plaza Hotel, according to the 
chairman of the committee, Archie M. 
Slawsby, Nashua, N. JH., vice president 
of NAIA 

In addition to Mr. Slawsby, the other 
members of the committee are: Presi- 
dent Louie E. Woodbury, Jr., Wilming- 


ARCHIE M. SLAWSBY 

ton, N. C.; Porter Ellis, CPCU, Dallas, 
Tex.; Howard N. Fullington. Wichita, 
Kan.; William F. Grandy, Sioux City, 
Iowa; Maurice J. Hartson, Jr., New 
Orleans; Paul H. Jones, CPCU, Tucson, 
age Vidoes V. V. White, Allentown, 
ra 

President Woodbury indicated that 
Messrs. Slawsby, Ellis and White would 
represent the NAIA at the meeting of 
the National Association of Insurance 


Commissioners December 2-6, also in 
New York City. 

Of paramount interest on the agenda 
of the executive committee will be a re- 
port on the progress of fund collection 


efforts for the Association’s contemplated 
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national advertising program. Contribu- 
tions to the fund still pour in to the 
AIA headquarters office. State asso- 
ciation officers and local campaign com- 
mittees are continuing their efforts to 
enroll every member in this powerful 
advertising campaign. 





Auto Insurance Handbook 


The executive committee will also hear 
a report on the reception accorded to 
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the recently introduced Automobile In- 
surance Handbook. Conceived as a 
reference manual that can be purchased 
by agents whether or not they enroll in 
the association’s educational courses, the 
new book is also an answer to agents 
who want the complete picture all in one 
volume: coverages, rating plans, sales 
ideas, etc. That it fulfills a long standing 
need can readily be seen from the orders 
coming in from agents. 

Other subjects to be discussed will in- 
clude group insurance, and the activities 
of the Washington office, with particular 
emphasis on the continuing seriousness 
of the Congressional probe of refund 
of overcharges on financed automobile 
insurance premiums. Arrangements for 
the midyear meeting of the national 
board of state directors will also be con- 
sidered. This meeting will be held in 
conjunction with the Southern Terri- 
torial Conference at the Fontainebleau 
Hotel, Miami Beach, April 24-26. 


Regional Chairmen in Ad Fund Drive 


To coordinate, stimulate and _ assist 
state associations to collect contributions 
rsa members of the National Associa- 
tion for its million dollar national ad- 
vertising program, President Woodbury 
has appointed regional chairmen in 
areas of the country as members of the 
NAIA advertising committee under 
chairmanship of Alan H. Miller, Hacken- 
sack, N 

Each regional chairman has accepted 
the responsibility of working with the 
states assigned to him in order that these 
states may realize the amounts of con- 
tributions they are aiming for as their 
share of the national advertising fund. 
Periodic reports will be made to Na- 
tional Association headquarters by the 
regional chairmen and progress bulletins 
containing helpful suggestions will be 
sent out from New York to keep each 
of the states up to date on the progress 
in their areas at all times. 

Appointed as regional 


chairmen are 
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Wrenn On Use Of Excess Insurance 
At American Management Meeting 


Vice President Frederick W. Wrenn of 
the Federal Insurance Co., affiliated with 
Chubb & Son, discussed at some length 
use of excess insurance at the meeting of 
the American Management Association in 
Chicago this week. He outlined types of 
deductible forms available in the American 
insurance market that would be of interest 
to industry. In his address telling large 
buyers how they may consider application 
of the deductible plan to their own insur- 
ance problems Mr. Wrenn said: 


Deductible insurance or excess-of-loss 
or catastrophe or disaster insurance is 
available in the American insurance 
market. In one form or another, it has 
been approved in 39 states and the Dis- 
trict of Columbia. 

Disregarding the comparatively few 
special cases where special policies, with 
deductible arrangements, may have been 
written under specific filings, the current 
deductible practice has developed into 
two separate and = distinct _ plans. 
While these plans were conceived in the 
spirit of competition and from entirely 
different theories, each has found its 
own field of special application and they 
are now generally considered as sup- 
plementing each other. 

The first of these plans, which was 
originated and developed by Chubb & 
Son, is generally known as deductible 
insurance rather than excess of loss or 
catastrophe insurance. The difference 
in the names may not be important but 
they will serve as good labels for iden- 
tification purposes. 


Credit for Deductible 


The deductible plan was devised to 
augment the rates and rules of standard 
fire rating bureaus. We felt that start- 
ing from the rate published by the rat- 
ing bureau as our base, we would allow 
a credit for the deductible. All we had 
to do was to determine the amount of 
credit which should properly apply for 
the deductible amount and we had a 
plan which would be instantly under- 
stood by all and create no disturbance 
in established rating practices. 

Determining the credits was not a 
very simple task. The analysis of losses, 
the development of a formula and many 
other important details involved consid- 
erable time and effort before the plan 
was completed. 

Generally speaking, we believe uni- 
formity in rate making with the variety 
of charges and credits in rating sched- 
ules is in the interest of insurance com- 
panies and’ insurance buyers alike. It 
complies with the legal mandates that 
rates shall not be excessive, nor inade- 
quate, nor unfairly discriminatory. 
Schedule rating emphasizes and pro- 
motes greater interest in improvements 
in building construction, industrial proc- 
esses and fire protection. The variety 
of charges -and credits penalize or re- 
ward the policyholder and arouse his 
interest and concern in a very material 
way. 

All standard policy conditions, such as 
coinsurance, watchman or sprinkler re- 
quirements, when required by the pub- 
lished rates applying to the particular 
property under consideration, are also 
required under the Chubb deductible 
plan. In fact, the only change from a 
conventional policy is the addition of 
the deductible clause itself, and the re- 
duction in the premiums. 


The Chubb Plan 


The Chubb plan is limited to nine de- 
ductible amounts ranging from $5,000 to 
$250,000. It: involves a table of credits 
which vary according to two factors: 

The amount of the deductible selected 
by the purchaser and the ratio of the 
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amount of the deductible to the amount 
of insurance. 

For example, a deductible of $10,000 
applied to a policy of over $200,000 pro- 
duces a premium credit of 19%. For the 
same $10,000 deductible amount when 
applied to a policy of only $100,000, the 
credit would be 25%. If the po'icy were 
— the credit would be 33%. 

A deductible policy applies to all the 


perils customarily insured under fire 
policies such as extended coverage, 
sprinkler leakage, earthquake, etc., and 


apply to the various types of 
coverage such as buildings and other 
structures and their contents also busi- 
ness interruption indemnity, extra ex- 
pense, depreciation, leasehold interest 
and others. 

In connection with reporting stock 
floaters and public utility risks where 
special credits for the size of premium 
and the spread or distribution of the 
insured property are applied by the rat- 
ing bureaus, our deductible credits apply 
to the net rates after such other credits 
have been deducted. 

The amount of deductible may not be 
specifically insured elsewhere, but must 


may also 





be retained at the risk of the insured. 
The reason for this requirement is 
obvious. We have joined in a partner- 
ship with the policyholder in greater 
interest in prevention of loss and this 
is an additional factor justifying the re- 
duction in the premium. 

There is, however, a situation which 
requires special consideration and that 
is where we do not have the entire 
insurance and where the other insur- 
ance does not have the same deductible 
provision. For such cases we have pro- 
vided for endorsing our policy granting 
permission to maintain other insurance 
without a deductible. 

Under such an arrangement, the net 
effect of the deductible to the policy- 
holder may be less than the amount 
stated in our policy. For illustration— 
if we carry 50% of the insurance on 
property and the stated deductible is 
$50,000—that amount would apply under 
our policy in the same proportion which 
our policy bears to the total insurance— 
that is 50% of $50,000 or $25,000. This 
was designed to provide a practical solu- 
tion for the problem where it may be 
difficult or inconvenient to place the 
entire insurance on the same deductible 
basis. In order for the policyholder to 
develop the greatest saving through the 
deductible plan, the program with its 
rate reduction should apply to all poli- 
cies, 

Application of Deductible 


There are many other variations in 
the application of the deductible. When 
the program is arranged, the deductible 
amount may be applied to each building 
or structure including its contents or it 
may be applied to the aggregate loss 
involving each location or item consist- 
ing of more than one structure or it 
may even be applied to an entire oc- 
curence such as a windstorm or hurri- 
cane doing damage at many locations. 

In fact, we have instances where the 
policyholder selected deductible plans 
applying separately to fire and extended 
coverage as for illustration on a location 
basis for fire but on an occurrence basis 
for extended coverage perils. The credit 
for each deductible amount varies in 


relation to the amount of insurance. 
When it applies individually to many 
properties, the credit is frequently 


greater than when it applies over all. 
The premium saving, therefore, is the 
influencing factor in setting up the 
method of applying the deductible. 
When a loss occurs which is suff- 
ciently large as to exceed the amount 
of the deductible, the insurance adjust- 
ers approach the problem as though no 
deductible were involved. The extent of 
loss is determined, the conditions of the 
policy other than deductible such as 
coinsurance, are applied and then the 
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final adjusted amount of claim is re- 
duced by the amount of the deductible. 


Catastrophe Plan 


The excess of loss or catastrophe plan 
developed from the desire to make avail- 
able a method of insuring the losses 
in excess of $100,000 or more. It was 
designed to appeal to the giants of 
industry, many of which maintained 
self-insurance reserves. Very few, if 
any, organizations can dispense elibey 
with insurance aid, and this was a means 
of protecting a self insurance arrange- 
ment against real conflagration or dis 
aster. 

The excess of loss plan differs with 
the Chubb plan in some major aspects 
For instance, most of the state insur- 
ance officials have considered this type 
of protection to be more in the nature 
of reinsurance than direct insurance. 
They have presumed that it would apply 
as protection to a more or less organ- 
ized self-insurance program. From this 
point of view they have approved 
greater latitude in arranging the terms 
of the contract. 

Conditions which may be required in 
standard insurance policies such as co- 
insurance are frequently omitted in fa- 
vor of adjustment of premiums on re- 
ported values. The minimum deductible 
amount acceptable for this special treat- 
ment is $100,000 per occurrence. In the 
determination of the rate and premium, 
it is conceded that the elmination of 
$100,000 from each and_ every 
changes the ordinary aspects of risk to 
to underwriter to such an extent that 
customary rating methods are not prac- 
tical. 

The matter of rate and premium is 
therefore left to underwriting discretion 
with due deference only to the custom- 
ary legal requirements that rates 


loss 


shall 


not be excessive nor inadequate nor 
unfairly discriminatory. Excess of loss 
contracts frequently require the facili- 


ties of many companies and the practice 
of furnishing a single contract of a 
syndicate or subscription type has de- 
veloped. Each participating underwriter 


signs for his share of the total insur- 
ance. 
Wide Selection for Insurance Buyer 


These two types comprise what might 
be termed the standard deductible plans 
generally authorized for use by Ameri- 
can insurers and their agents. They 
provide a wide selection for the insur- 


ance buyer. You may be interested t 
know that while the majority of our 
deductibe contracts are in the smaller 
amounts, that is, under $50,000, have 
policies in force with deductibles rang- 
ing from $5,000 to $5,000,000 
Deductible and excess of loss insur- 
ance was developed to me¢ the needs 
and demands of large insurance buyers. 


It may be accepted as certain that none 


is fully insured against all risks; that 
all select insurance in the light of their 
own exposure to loss, and the cost of 
the protection available 

For large organizations it is quite 
reasonable and good business practice 
to make every effort to reduce insur- 
ance costs by absorbing part of their 
losses as operational expenses. And 
when the business organization decides 


that a deductible or excess of loss type 


of policy provides adequate insurance 
for their requirements, it is sound prac- 


tice for insurance carriers to provide 
insurance on that - basis. 

It is only fair to point out that the 
plan is not an improvement in all cases 
For illustration, we have never found 
satisfactory application in the case of a 
risk insured with Factory Insurance As- 
sociation. Low rates provide small sav- 
ings—and such as they are—they may 
be offset by loss of the inspection and 


fire prevention services rendered by 


FIA. 

Residential properties are not usually 
interested, but we do have three or four 
cases where tax exemption has prob- 
ably been the persu: iding influence One 
example of real improvement in an in. 
Surance program is the case where a 
well known American museum was ori- 


the 


(Continued on Page 39) 
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Gallagher Of Philco Corp. On Means 
For Cutting Expenses And Losses 


‘for the first half of 1957, 
451 companies as a group showed a na- 
tionwide underwriting loss of $149,339,- 
785. for auto and other types of casualty 
and 

“In risk management, as it is prac- 
ticed in large corporations, we speak of 


Present difficulties in the insurance 
business can be aided, in the opinion 
of Russell B. Gallagher, manager for 
corporate insurance and real estate for 
the Philco Corporation, if every possible 
step is taken to consolidate operations 
and reduce costs, and risk losses must 
be reduced. Speaking before the annual 
convention of the Wisconsin Association 
of Insurance Agents at Milwaukee this 
well known speaker on insurance said 
companies and producers must cooperate 
in these efforts. 

“Wetnursing the accident prone, the 
creator of hazards, cannot be cured by 
rating methods,” he stated. “Producers 
must refuse the submarginal accounts 
even though they will lose some commis- 
sion. 

“Selling high cost insurance simply 
because it is a new form should be 
stopped. New forms should be sold be- 
cause of specific application to an ex- 
posure. 

Responsibility of Insured 


“The insured must accept his full re- 
sponsibility. Insurance funds come only 
from those insured. There is no finan- 
cial spring from which insurance funds 
will gush, come generation on generation. 
Ii we won’t reduce risk losses we must 
pour out our funds to balance the scale. 

“Finally and primarily, in order to 
bring about any betterment in the insur- 
ance business, we must practice risk 
abatement. We must practice risk abate- 
ment and, by laws if necessary, ebate the 
risk of those who will not, themselves, 
take corrective steps.” 

Presenting the problem of high in- 
surance costs from the standpoint of 
the purchaser of protection § Mr, 
Gallagher told the agents: 

“When premium costs tend to become 
excessive in the opinion of the insured, 
some owe of the potential] market is 
lost. This is true particularly when the 
individual oe record is favorable or 
when the exposure is considered minimal. 

“A part of this market stops buying 
2 portion of tl insuré ince to which it is 
accustomed, Another part of the mar- 
ket, for the same reasons, will unques- 
tionably shift to other insurance sources 
which, through whatever means, have 
arrived at a lower cost. 

“There remains, for the high cost pro- 
ducer, that element which develops the 
greatest handling cost and which can- 
not, because of its record, avail itself 
of the most flexible or preferential 
source of insurance. The removal of the 
favorable experience of the secessionists, 
from the general average, has the effect 
of further adverse weighting on those 
who remain. As a result, succeeding 
rounds of attrition occur. This happened 
in the thirties and is again taking place. 


Aiming to Correct High Costs 


“Under the circumstances it is to be 
expected that efforts will be made to cor- 
rect the situation,” Mr. Gallagher ob- 
SE rved. Some leaders in the insurance 
business se to believe sufficient econ- 
omies may be le in distribution ex- 
pense to solve the problem. Distribution 
expense can mean branch office, com- 


mission and iihucers xpenses or any 
of them; you may take your choice. 
Others feel that only home and branch 
office expense needs pruning 

“Many of your clients outside the in 
surance business but vitally affected by 
it, are of the opinion that. distribution, 
home and branch office expense undoubt- 
edly do need attention, but we consider 
this only a half measure. Further, it 
is a half measure which will not be com- 
plemented successfully by simple changes 
in rates, rules or regulations. 

“In the insurance business, receding 
profits may be bolstered by rate in- 
creases but we haven’t helped the pa- 
tient. Proof of the inadequacy of the 
present treatment method is that Com- 
missioner McConnell of California has 


reported that 


fire insurance.’ 


risk abatement. In a very few words, 
this means the actions which are taken 
to eliminate, compensate for or reduce 
the exposures which we have to risk. 
This is the area in which the entire 
insurance business has the most to gain. 
It is accepted that you have done a great 
service in publicizing proper work meth- 
ods, reasonable driving habits and good 
housekeeping, but you have not dug 
deeply enough,’ Mr. Gallagher stated. 
“To take a few cases in point: 

“1. You have not undertaken a grass 
roots campaign to deny to confirmed 
dangerous drivers the right to operate 


motor vehicles. Instead, you have spent 
your energy in fighting for or against 
compulsory insurance, plans for indem- 
nification of uninsured motorist damages, 
unsatisfied judgment funds and the right 
to commissions on the insurance of per- 
sons placed in Assigned Risk Pools. 
In other words, you have not challenged 
the right of the self- disqualified driver 
to use the highways. What position will 
you take if the presently considered 
Automobile Damage Compensation Plan, 
somewhat similar to Workmen’s Com- 
pensation, gains root? 

“2. Fire prevention activities have been 
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too sporadic insofar as the entire public 
is concerned, True, you have had your 
town ‘clean-up’ inspections, but this is 
a fleeting publicity. When you wrinkle 
your collective brow at newspaper stories 
of multiple deaths or the destruction of 
a business, by fire, do you consider that, 
possibly, the fault partly may be yours? 
Remember, when you eliminate the cause, 
you have no occasion to regret the 
effect. 

“3. Then there is the matter of risk 
selection, an area in which, at least in 
my opinion, the whole responsibility is 
yours. Better than the company man, 


you know which of your clients is most 
prone to have losses, which will be un- 
fair in his claims and which will be un- 
cooperative. Do you accept your respon- 
sibility as a free man or are you a 
slave to the commission dollar ? 

“4. Finally, there is the insured. Is 
he, alone, free from blame? | think not. 
Many of us have one or more of a score 
or so of deficiencies, all of which con- 
tribute to the common aunties How 
do we judge ourselves? 


Agents’ Self Analysis 


“Consider the question of home office 


and other company expense,” said Mr. 
Gallagher. “It can and should be cut 
and you can help. In so doing, too, you 
will fulfill your professional responsi- 
bility. You will solidify your client rela- 
tionship _ jand you will make more money. 

ow? How much assistance do you 
require from the company? You should 
have studied your subject, learned more 
about coverage and your client, and not 
wasted either your or the fieldman’s 
time. The fieldman should be an idea 
nian, ready with technical information to 
answer your questions. You shouldn't 
use him in the prospect’s presence as a 
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In addition to the multiple line property facilities of American Surety Com- 
pany, our affiliate, The American Life Insurance Company of New York, writes life 
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AMERICAN SURETY GROUP 
100 Broadway, New York 5, N. Y. 


Please send me full information on your 
property policies and free copy of 
“MAILROAD TO ProrFits’—monthly sales 
aid for agents. 


Name. 





Agency. 
Address. 








State. 





City, 


rate book, a coverage guide, 
and auxiliary back bone. 
“Do you fail to discuss rene with 
your clients, allowing the company to 
renew only to request cancellation and 
rewriting because of changes with which 


1 prompter 


] 
ValS 


you should have been cognizant? And 
do you send policies back for flat can- 
cellation because you didn’t know you 


had lost the business ? 

“How about those ‘No Charge’ binders 
you give away to casual friends with the 
happy though, ‘We don’t charge you for 
this, unless you have a loss, of course ?’ 
Have you analyzed your contribution in 
services? Are they always worth the 
commission received? Have you pledged 
allegiance to a commission schedule or 
do you temper desire, or need, with 
reason ? 


Use of New Coverages 


“There is an unfortunate practice, in 
the insurance business, of becoming fad- 


dish. A new policy form, particularly 
a so-called comprehensive or all ris 
form is introduced and used as a sales 


teol, without regard to the client’s need 
or the application to a specific situation 

“The Manufacturer’s Output, Commer- 
cial Property, Industrial Property and 
Equipment Dealers Floaters, the Blanket 


Crime, Umbrella and various excess 
forms, even the Homeowners policies, 
are good insurance where they fit. In 


entirely too many instances they are sold 
where they are not needed, where they 
are excessively expensive and where the 
insured, after a year or ‘luxury’ 
coverage, damns_ the producer and 
changes back to more restrictive, lower 
cost forms. 

“This is not a good way to build public 
confidence. Part of the fault ek with 
the companies in that they promote the 
coverage new The pro- 
ducer accepts it tool 


so of 


as a sales tool, 


as a sales 
Farsighted Producers 


wary of proposing the 
Rather, I would 
clients with the new form 
determine if the benefits 
would be appreciable. Your client will 
be happy to learn that the coverage 
which was prescribed five years ago has 
stood the test of time. He will be fav- 
crably impressed if you tell him there 
are possible advantages in the new form 
but that, for practical purposes, his ex- 
isting coverage is still good 

“I believe many farsighted producers 


be 
coverage. 


“T would 
use of new 
acquaint my 
and try to 


have changed or are in the process of 
changing their methods. They make and 
present premium and loss analyses to 
their clients who, in the past, were 
forced to make them, They analyze loss 
payments, reserves and claims investi- 
gations, in order to determine and re- 


port on their property. 
‘They make use of the 
in recommending the elimi 


experience 
nation of in- 


surance, the use of deductible, the prac- 
tice of insuring on an excess basis, 
where it is reasonable and feasible, re- 
gardless of its effect on their income 


They 
or reassignment of 
where the account history calls for it. 

“They measure their worth and in- 
clude a specific amount for their service 
when they offer proposed accounts to the 
underwriters. These fees, I might say, 
may be either more or less than the 
standard commission. In fact, should 
they arrive at a standard commission, it 
would be strictly coincidental. 

“Couldn’t you let the company save a 
few dollars in expense by the direct re- 
newal and billing procedure, after you 
have rechecked your client’s needs? 


will suggest changes in companies 
company personnel 


How Companies Can Cut Expenses 


“On the company side, there are plenty 
of errors, too. Recruiting agents is not 
done fairly or scientifically, in many in- 
stances. Too many agents are short 
term producers, skimming some cream 
and contributing nothing. 

“Mere gg laws can’t cure the 
situation. The laws cannot require ex- 
aminations which would be a challenge 
to the experienced man. The companies, 


and you producers as well, should not 
request the licensing of a man unless 
(Continued on Page 32) 
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tii Ww. Lilly Dies; 
Retired Head of GAB 





W. LILLY 


GEORGE 


Funeral services were held yesterday 
morning at St. Joseph’s Church in 
Bronxville, N. Y., for George W. Lilly, 
former executive vice president of the 
General Adjustment Bureau and one of 
the leading loss authorities in this coun- 
try. Mr. Lilly, who was 66 years old and 
had retired from the GAB in May, 1956, 
died*suddenly Monday morning at Law- 
rence Hospital, Bronxville, after a short 
illness. He was highly popular among 
company executives and leaders in loss 
adjusting. 

A native of St. Paul, Minn., where he 
was a member of a family prominent in 
insurance Mr. Lilly had been an ad- 
juster for the Western Adjustment & 
Inspection Co. at Duluth and general 
adjuster in Chicago for the America 
Fore Group Western department before 
being named general manager of the 
Fire Companies’ Adjustment Bureau 
when it was organized. In May, 1931, 
he began the organizational work that 
established the foundation upon which 
the GAB was built. The Bureau now 
has nearly 400 branch offices and a 
permanent staff of more than 2,000 
adjusters. 

Mr. Lilly is survived by his wife, 
Mrs. Loretta G. Lilly; a daughter, Mrs. 
,arbara Keefe; three brothers and two 
grandchildren. 


NAIA Meeting 


(Continued from Page 26) 


the following member agents, together 
ith the states assigned to them: 
Leonard A. Adams, Beaverton, Ore.: 

Oregon, Idaho, Montana, and Washing- 


R. x Hursh, Riverton, Wyo.: Wyo- 
eg Colorado and New Mexico. 

Paul C. Yankey, Jr., Wichita, Kan.: 
Nebraska, Kansas, Oklahoma — Texas. 

W. G. De Mo , Mobile, : Arkan- 
sas, Louisiana, Mi ais hae ‘Alabama. 

James P. Walker, Augusta, Ga.: 
Georgia, Florida, } North Carolina, South 
€ arolina, Virginia and West Virginia. 

Valmore H. Forcier, Danielson, Conn.: 
Maine, Vermont, New Hampshire, Mass- 
achusetts, Connecticut and Rhode Island. 

H. W. Mullins, Rockford, IIl.: Wiscon- 
sin, Illinois and Missouri. 

Morgan Reynolds, Nashville, Tenn.: 
Tennessee and Kentucky. 

Stephen R. Dach, Beverly Hills, Calif. : 
California, Nevada, Utah and Arizona. 

John S. Sheiry, Bridgeton, N. J.: New 
Jersey, New York, Pennsylvania, Mary- 
land, Delaware and District of Columbia. 

B. W. Hopkins, Des Moines, Ia.: 
Iowa, North Dakota, South Dakota and 
Minnesota. 

Howard J. Gescheidler, Jr., Hammond, 
Ind.: Indiana, Michigan and Ohio. 








} Dr. Nilson of America 


Fore Group Retiring 


SERVED 45 YEARS WITH GROUP 





Became Medical Director in 1918 and 
Vice President in 1952; Pioneer in 
Medical Departments 





Chairman and President J. Victor 
Herd of the America Fore Insurance 
Group has announced that Doctor Sieg- 
fried J. Nilson, vice president and med- 
ical director of all companies of the 
group, will retire at the end of this year 
under the America Fore retirement plan. 

Dr. Nilson was born in Sweden and 
came to this country in his early years. 
He took both his premedical and medi- 
cal courses at Columbia University, 
graduating from Columbia’s Physicians 
and Surgeons College in 1912. During 
the following year he studied at the Uni- 
versity of 3erlin in the Department of 
Psychology and Medicine. He has also 
studied at other medical centers abroad. 
Dr. Nilson also holds a D.D.S. degree 
which he earned at the College of Den- 
tal and Oral Surgery in New York City. 

Pioneered Medical Departments 


He became identified with the Amer- 
ica Fore Group in 1912 as a medical 
advisor. He was appointed medical di- 


rector in 1918 and was appointed a vice 
president of all companies of the group 
in 1952. Dr. Nilson was a pioneer in 
the establishment and development of 
medical departments in American indus- 
try and his work in this field contributed 
greatly to the health and welfare of 
employes of the America Fore Group. 
In addition, the Laboratory of Indus- 
trial Hygiene and Toxicology founded 
by Dr. Nilson in 1935 has proved tre- 
mendously valuable in the detection and 
elimination of toxic and hazardous prod- 
ucts and processes in industry. 

America Fore’s medical department is 
one of the most up-to-date in the insur- 
ance industry. Its functions are pre- 
employment examinations, emergency 
treatment and regular physical checkup 
of all employes. When further checkup 
or treatment is required, the employes 
are referred to their own physicians, or 
specialists or hospitals as indicated. 

In token of his yeoman performance, 
Dr. Nilson’s official associates unveiled 
a handsome oil portrait of him at an 
informal group gathering held Novem- 
ber 11. Among the many guests present 
were the celebrated Hungarian artist 
Zoltan Heya and Mrs. Heya. The por- 
trait will be suitably installed in the 
medical department of America Fore 
and bears the inscription: “Pioneer in 
the establishment of medical depart- 
ments in American industry. Founder 


of the Laboratory of Industrial Hygiene 
and Toxicology.” 
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Personal Property Floater Policy 


This is a broad inclusive policy which consolidates 
in one package, protection for Cameras, Fine Arts 
objects, Furs, Jewelry, Musical Instruments, Personal 
Effects, Silverware, Stamp and Coin Collections, Out- 
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hold is protected. The cost is reasonable for the 
wide scope of protection provided. 


This policy provides the simplest means of 
protecting practically all valued possessions in a 
single contract with one total premium and one 
expiration date. Banishes every worry about the 
full use and enjoyment of the insured articles at 
home, en route and abroad. 


Commercial Union-Ocean Group package poli- 
cies are efficient and economical. They fully meet 
today’s desires of the insuring public for conven- 
ient consolidated insurance for related perils or 
classes of property. Sell modern with modern 
policies. 
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Cooney and Others 
Plead Not Guilty 


John R. Cooney, former president of 
the Firemen’s of Newark, and two 
others, pleaded not guilty Tuesday in 
Superior Court in Newark to indict- 
ments alleging conspiracy. Bail of 
$10,000 was set for Albert S. Borok, 
president of the Borok Radio & Fur- 
niture Co. of Newark, and $2,500 for 
Harry A. Trotter, a second vice presi- 
dent of the Firemen’s. Mr. Cooney was 
paroled. The conspiracy indictments 
charge that about $203,000 was fraudu- 
lently obtained. Trial of the charges 
has been set for February 3. 


Maus Ocean Marine Mgr. 
Amer. Casualty in N. Y. 


Rudolph B. Maus has been named 
ocean marine manager of American 
Casualty Co.’s New York branch office. 

During his 22 years in the insurance 
business, Mr. Maus has specialized in 
marine lines. He began his career with 
AV; Roberts & Co., marine managers, 
in 1935 gaining experience in inland 
and ocean marine rating and _ under- 
writing. Later he was a marine under- 
writer for William H. McGee Co., ma- 
rine managers. 

After serving with the Air Force for 
three years in World War II, Mr. Maus 
joined one of the country’s large insur- 
ance groups where he was active in the 
production and underwriting of all ma- 
rine lines in his company’s New York 
office. 


London Lloyd’s Opens 
New Headquarters 


Lloyd’s of London opened its new 
home in London for inspection on Tues- 
day. The five-story building cost about 
$14,000,000 and is insured by Lloyd's. 
The underwriting room is 340 feet long 
and 120 feet wide, and can accommodate 
more than 2,000 underwriters, brokers, 
clerks and others. 


American Now Located 
At 123 William St., N.Y.C. 


The American Insurance Group’s New 
York City office is now located at 123 
William Street. The telephone number 
is unchanged, being BEekman 3-0262. 


Holz Rejects Rate Rise 


(Continued from Page 1) 


supported by the provisions of Section 
183 of the Insurance Law and also has 
ample authority in the decision of the 
Supreme Judicial Court of Massachusetts 
in Massachusetts Bonding and Insurance 
Company, et al. v. Commissioner of In- 
surance, 329 Mass. 265; 107 N. E, 2nd 
807. 

“T am constrained to hold that the use 
of this two-year loss experience, which 
reflects very limited actual developed 
losses, in lieu of a broader loss exper- 
ience, with resulting greater developed 
losses, does not justify the acceptance of 
the filing. Furthermore, I am of the 
opinion that the loading ‘for general ad- 
ministration expense is predicated upon 
an unsound basis. 


Another Compelling Reason 


“However, quite apart from the lack 
of credible loss experience and the un- 
sound expense loading, there is another 
compelling reason for the disapproval 
of the filing. The compulsory automo- 
bile liability insurance law has only been 
in force in New York State since Febru- 
ary 1, 1957. This short period has not 
afforded sufficient opportunity to observe 
the results thereunder. The effect of the 
greater number of automobiles insured 
under compulsory insurance on the cost 
of losses has not been evaluated and has 
not been reflected in the figures sub- 
mitted in support of this filing. This fact 
cannot be ignored in view of the impor- 
tance of considering trends.” 
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Fund Field Changes 
In Eastern Department 


HOLLIDAY PITTSBURGH MGR. 





Keane Added to Pittsburgh Staff; Hein- 
lein Casualty Special at Buffalo; 
Syracuse Changes 





Field changes in the Eastern depart- 
ment of Fireman’s Fund were announced 
this week by Arthur T. Fleischhauer, 
vice president and manager of the East- 
ern department of The Fund Insurance 
Companies. 

J. Howard Holliday has succeeded 
Carlton Timberman as fire manager for 
the Pittsburgh branch office. Mr. Tim- 
berman retired on October 31, after serv- 
ing more than 34 years with Fireman’s 
Fund. Mr. Holliday, who has a_ back- 
ground of 18 years’ experience in both 
underwriting and production work and 
who has been a fire special agent in the 
Pittsburgh area since 1956, will work 
under the general supervision of Group 
Manager Denny W. Speidel. 

Special Agent Edward J. Keane has 
been added to the Pittsburgh staff to 
assist Mr. Holliday. Mr. Keane has been 
in insurance since 1946. He formerly 
supervised the suburban underwriting 
section of The Fund’s metropolitan fire 
department in New York City. 


Buffalo and Syracuse Changes 


In The Fund’s Buffalo office, Elmer F. 
Heinlein has been eee casualty 
special agent, replacing Gerald W. 
Schmidt. Mr. Heinlein attended Colgate 
University. He started his insurance 
career in the life insurance business, 
and for the past five years has special- 
ized in selling casualty insurance for a 
company in the Buffalo area. 

In The Fund’s Syracuse office, Alex- 
ander J. Stanislaw has been appointed 
casualty special agent, and John W. 
Stevens has been appointed casualty 
underwriter. Both men will work under 
supervision of Group Manager John J. 
Rooney. Mr. Stanislaw joined The Fund 
in 1939 and received his underwriting 
training in the company’s New York 
office. In 1953 he was transferred to 
Syracuse as casualty underwriter. Mr. 
Stevens is a new addition to The Fund’s 
staff. He is a graduate of St. Lawrence 
University. 


LONDON & LANCASHIRE CLUB 

The annual banquet and reunion of 
London & Lancashire employes with 25 
years Or more of service attracted nearly 
75 members of the 25-Year Club in 
Hartford. The dinner was held at the 
Hotel Statler on November 6, with W. 
W. Smith, manager of the London & 
Lancashire Group, acting as host. Simi- 
lar events will be held in New York, 
Chicago, San Francisco, and Canada. 


BAIR agg 9 N. M. AGENTS 

Ken H. Bair, Jr., of Albuquerque, co- 
partner in the K. H. Bair and Co. 
Agency, was elected president of the 
New Mexico Insurors Inc. formerly the 
New Mexico Association of Insurance 
Agents recently at Albuquerque. Mr. 
Bair served during the past year as vice 
president. Tom McCabe of Silver City, 
retiring president, becomes a member of 
the board of directors. 


NAPIA CONVENTION IN JUNE 

Norman B. Goodman, chairman of the 
convention committee, states that the 
8th annual convention of the National 
Association of Public Insurance Ad- 
justers will be held at the Hotel Tray- 
more, Atlantic City, N. J., from June 
11 through June 14, 1958. 





BERTHOLD N. H. SPECIAL 

The New Hampshire Fire Group an- 
nounces appointment of Ferdinand P. 
Berthold as special agent. He will be lo- 
cated in the Philadelphita office at Up- 
per Darby, Pa. He is assigned to the 
Southeastern section of Pennsylvania 
and will work with State Agent Ronald 
E. Grace. Mr. Berthold recently received 
his CPCU designation. 


Kellogg to Address 


Management Society 
“How Good Is Your Insurance Car- 
rier?” will be the subject of an address 
by Chester M. Kellogg, vice president, 
Alfred M. Best Co. before a luncheon 
meeting of the New York Chapter, 
American Society of Insurance Manage- 
ment, Inc. to be held at the Sheraton- 
McAlpin Hotel, Thursday, November 21. 
This will be an open meeting and guests 
are invited to attend. H. Stanley Good- 
win, McKesson & Robbins, is president 
of the chapter. 





Oswald on FUAP Board 


John J. Haster, president of the Fire 
Underwriters Association of the Pacific, 
has announced selection of Bert J. 
Oswald, Pacific Coast manager of the 
Pearl American Group, to complete the 
term of David A. Barry, recently de- 
ceased, as a member of the board of 
directors of the FUAP. 


MILWAUKEE AGENTS ELECT 

The Milwaukee Association of Insur- 
ance Agents has reelected Don C. 
Gottschalk to a third term as_presi- 
dent. 


INA Moving Uptown N. Y. 
Office to 200 East 42nd St. 


Insurance Co. of North America Com- 
panies’ uptown New York City office will 
move next spring from its present site, 
60 East 42nd Street, to 200 East 42nd 
Street. INA has leased the entire sixth 
floor, some 17,000 square feet, in a new 
30-story office building under construc- 
tion at the latter address. 

The new skyscraper will occupy the 
entire 200-foot easterly blockfront of 


Third Avenue between 4lst and 42nd 
Streets, adding 350,000 square feet to this 
expanding executive office -district. 


Jack Benny can help you get new business. 
Alert agents across the nation are teaming their own 
radio advertising with THE JACK BENNY SHOW 


sponsored by THE HOME 


CPasurance 


Home Office: 59 Maiden Lane, New York 8, N. Y. 


FIRE ¢ AUTOMOBILE « 


MARINE 


The Home Indemnity Company, an affiliate, writes Casualty Insurance, Pidelity and Surety Bonde 


A stock company represented by over 40,000 independent local agents and brokers 
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New Officers Maryland Agents’ Association 





(Standing left to right) Columbus K. Oakley, executive secretary-treasurer ; 
George M. Dallas, Salisbury, secretary; James H. Gorges, Baltimore, treasurer: 
H. H. McFarlin, Riverdale, state national director. : : 
(Seated left to right) Joseph C. Hlavin, Baltimore, executive vice president; 
Truman B. Cash, Westminster, president; Robert J. Thome, Baltimore, chairman 


of the board. . 





Mississippi Commission 


Law Unconstitutional 

The Mississippi Supreme Court this 
week declared unconstitutional a law un- 
der which the majority of fire insurers 
decide commission rates for agents. Ac- 
cording to court records, Allstate Insur- 
ance Co. challenged the law by fixing its 
rates at 15% rather than the 25% as 
established by the majority and promul- 
gated by the State Insurance Commis- 
sion. 

Justice Thomas Ethridge wrote that 
the Insurance Commission was bound to 
act on the decision of a majority of the 
companies and this amounted to an “im- 
proper delegation of legislative power.” 
He said the state fails to “establish any 
standard or boundary within which the 
commission could operate” and “lodges 
the power to initiate and to determine 
agents’ commission or rates exclusively 
in private groups.” 


Camden-Gloucester 


Agents CPCU Meeting 


The Camden-Gloucester County In- 
surance Agents Association held a forum 
meeting recently with members of the 
South Jersey Chapter of CPCU and of 
field club as guests. Four members 
of the CPCU chapter who spoke were 
F. Harman Chegwidden, vice president, 
Camden Fire, on the history of the 
CPCU movement; Richard J. Clark, vice 
president, Smith-Austermuhl Co., on the 


educational program and objectives of 
the CPCU movement; John H. Kerr, 
resident manager, Maryland Casualty, 


on benefits derived by members holding 


CPCU designations, and Andrew B. 
Lawson, secretary, Charles W. Russ & 
Co., Ir on why agents should strive 
to gain the CPCU designation. 


Agricultural Changes 
James R. Handley, St. Louis state 
agent for the Agricultural and Empire 
State Insurance Companies, who pres- 
ently covers southern Illinois and east- 
ern Missouri for the companies, will also 
assume supervision of agents in western 
Missouri. 

Charles C. Pringle, special agent for 
the companies in the Syracuse, N. Y. 
area has been transferred to St. Louis, 
where he will assist Mr. Handley in 
supervision of the southern Illinois field. 


J. L. ERB DIES AT 89 
_ J. Lafayette Erb, 89, engaged in the 
insurance and real estate business in 
Buffalo, N. Y., for more than 50 years, 
died October 30. For the past 25 years 
he had operated the business from his 
home, 


N. Y. Agents’ Back Auto 


° > 
License Suspension Law 

The New York State Association of 
Insurance Agents will push for laws 
providing driver’s license revocation for 
persons with two or more serious driv- 
ing violations, Robert B. Douglass, Pots- 
dam, chairman of the association’s legis- 
lative committee, told 150 eastern New 
York insurance agents at a meeting in 
the Sheraton-Ten Eyck Hotel in Albany. 

Under the bills to be introduced in 
the Legislature, persons convicted two 
or more times of driving while intoxi- 
cated, reckless driving, or other serious 
crime under the motor vehicle laws 
within a short period of time, would 
have their license revoked for a definite 
period. 

The law puts the agents in the posi- 
tion of telling persons with serious con- 
victions they are not able to insure 
them, Mr. Douglass said. Insurance 
agents want to be able to write insur- 
ance for all licensed motorists, he said. 
The task of penalizing bad drivers be- 
longs to the Motor Vehicle Bureau, not 
the agents, he concluded. 


Legion Post Holds Past 


Commander’s Dinner 

Insurance Post No. 1081 of the Amer- 
ican Legion honored its commander, 
Edmond R. Doran, Jr. on Tuesday eve- 
ning, November 12, on the occasion of its 
twenty-fifth Annual Commander’s Din- 
ner, held at Whyte’s Restaurant, New 
York City. 

Past Commander Herbert V. Parks 
was chairman of the dinner committee 
and the members of the committee were 
Leonard Marcel, Lawrence Kane, Joseph 
Steers, William Baxter and Charles 
Lohmuller, treasurer. 
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NFPA Fall Conference 
At Richmond Nov. 18-20 


The National Fire Protection Asso- 
ciation of Boston, which is conducting 
a membership campaign with a goal of 
20,000 members, will hold its fall con- 
ference November 18-20 at the John 
Marshall Hotel, Richmond, Va. The 
1958 annual meeting is scheduled for 
Chicago on May 19-23. 

At the Richmond meeting next week 
there will be sessions Monday morning 
and afternoon. On Tuesday the elec- 
trical session will meet in the morning. 
The Fire Marshal section will hold its 
mid-vear conference at the same time 
on November 19. That afternoon there 
will be a general session and also three 
simultaneous committee sessions. There 
will be Wednesday morning and after- 
noon sessions, with committee meetings 
also that afternoon. 

Fire 


Gallagher Talk 


(Continued from Page 29) 


you are reasonably sure he will con- 
tinue to study the business after he is 
licensed. 

“Cost accounting, in the insurance 
business, is still in the gestation period. 
The seed is there, it is fertilized, but 
it hasn’t emerged as a fact. Rating bur- 
eaus are too numerous and too jealous. 
There is an almost universal attempt to 
view all insurance problems simply as 
formal rating problems yet the most 
consistently favorable experience in the 
past few years has been in the marine 
business in the so-called non-controlled 
lines. 

“To me, this would seem to cast a 
large doubt on the wisdom of rigid con- 
trol. Why not reanalyze the automobile 
rating basis? The more I see of mul- 
tiple driver families the more certain | 
am that automobile liability insurance 
should be written on the basis of indi- 
vidual operators rather than individual 
cars,” Mr. Gallagher contended. 

Proper Risk Selection 

“The purchasers of insurance do pre- 
sent problems, but most of the problems 
result from carelessness, That is ex- 
cepting the moral risks, Risk selection 
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is, primarily your responsibility. Do you 
think you have discharged your obliga- 
tions to your other clients, your com- 
panies and the insuring public at large, 
when you place a risk without full dis- 
closure? I am sure you would try to 
make a full disclosure of factual data, 
but do you also give your opinion on 
the moral risk? 

“The full disclosure principle should 
include reference to your client’s habits, 
companions, professional _ proficiency, 
type of employes, claims practices, house- 
keeping, degree of cooperation, debt 
habits, frugality, reasonableness: all of 
the qualities of character in which you 
would have an interest if you were con- 
sidering a full and unlimited personal 
partnership with him should be dis- 
closed to the company. Failure to do 
this, in certain metropolitan centers, has 
caused substantial trouble in the _ per- 
sonal property floater market. 

“It is not suggested that you should 
accept meekly the company’s rejection 
of a difficult risk. If the risk can be 
recommended by you, considering the 
foregoing yardstick, it is insurable. For 
example, a small store with a _ lying, 
chiseler of a proprietor is less entitled 
to insurance than the clean, cooperative 
operator of a nitroglycerine plant. 

Conscience Vs. Commission 

“Do you handle accounts of people or 
companies which cannot be sincerely 
recommended to your companies? Do 
you weigh your commission on one side 
of the scales and your conscientious 
judgment on the other? So what, if 
you do pass up the commission? Let 
such risks gravitate to the marginal pro- 
ducers. When you force them on your 
companies, you increase company ex- 
pense, claims cost and your handling 
cost. It is in your interest, and in the 
public interest to weed out those ac- 
counts which, for moral risk reasons, are 
uneconomical. 

“It is my firm opinion that you proper- 
ly are charged with the responsibility for 
taking affirmative steps in cleaning up 
our, the insured’s deficiencies. 

“Assuming that all of us, companies, 
producers and insureds have purged our- 
selves of our anti-social conduct, what 
then may we do? 

“Risk abatement is a campaign in 
which all of us must take part. It is our 
civic responsibility, our business salva- 
tion, our personal hope for safety. 

Tighter Laws Needed 

“Consider the automobile situation. For 
some unfathomable reason, except possi- 
bly to get votes, our lawmakers regard 
the drivers license as a right guaranteed 


by the Federal constitution. When a 
driver’s record is so befouled that an 
insurance company cannot accept the 
risk, the companies are required to 


stomach it through Assigned Risk Pool 
force feeding. 

“How much good is the town clean-up 
inspection made by a team of insurance 
men, when the rubbish is cleaned out 
and no penalty levied? People do what 
is most convenient, even to the jeopardy 
of their families, neighbors and_ busi- 
nesses. Until it becomes less convenient 
to pay the fine or do 90 days in the 
workhouse, the rubbish will build up 
until the next friendly inspection cam- 
paign. We need better laws, tighter 
laws, more definitive laws to eliminate 
the fire nests. To work for this is to 
work in the public interest.” 
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IT’S OPEN! 


Almost 100% rented*, the newest and finest addition 


to New York’s Insurance District is now completed. 


Within the next few days these outstanding tenants 


will all have occupied beautiful new offices in 


123 WILLIAM STREET 


Hartford Fire Insurance Company 
Marine Office of America 
The American Insurance Company 
New York State Insurance Department 
General Adjustment Bureau, Inc. 
The London Assurance 


The Gold Fields American 
Development Company Limited 


= * a] - | | } b. f American Casualty Company 
Oe) Pe eh of Reading, Pa. 





123 WILLIAM STREET aa) 
* Remaining available: 


One tower floor—9,025 square feet 


One ground floor unit—2,200 square feet 
Charles F. Noyes Co., Ine. 


Clarson Company, Owner Renting Agent 


24. West 58th Street 42 Broadway 
New York 19, N. Y. New York 4, N. Y. 








Telephone PLaza 9-6370 Telephone HAnover 2-7000 
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Nathanson Re-elected President Of 
Greater N. Y. Insurance Brokers 


Mortimer L. Nathanson was re-elected 
president of the Greater New York In- 
surance Brokers’ Association at a meet- 
ing of the association’s board of direc- 
tors on November 6, at the Hotel Mar- 
tinique, New York City. The directors 
also. re-elected Samuel Dimson and 
David D. Greif as vice presidents and 
elected Alex Goldberger a vice presi- 


MORTIMER L. NATHANSON 


dent. Maurice Loebel was re-elected 
treasurer and Jac Epstein, recording 
secretary. Matthew Napear continues as 
chairman of the board. 

The re-elected officers and Mr. Gold- 
berger will be installed for their 1958 
term at the association’s annual mem- 
bership meeting to be held December 
10 at the Hotel Martinique. 

Mr. Nathanson has been an insurance 
broker since 1916, and formed the firm 
he now heads, M. L. Nathanson & Co., 
in 1921. The brokerage firm is located 
at 44 Court Street, Brooklyn, N. Y. 


Nathanson Career 


President of the Brooklyn Insurance 
Brokers Association in 1929 and 1930, 
Mr. Nathanson devoted most of his later 
activities to legislative work on behalf 
of the brokers. For several years he 
served as official insurance advisor to 
the New York State Joint Legislative 





Committee Investigating Automobile In- 
surance and Safety. 

Mr. Nathanson continued his legisla- 

tive activities up until last year serving 
as chairman of the Greater New York 
Insurance Brokers’ legislative commit- 
tee. He served in a similar capacity for 
the Brooklyn Insurance Brokers’ Asso- 
ciation and for the Brokers Associations’ 
Joint Council for many years. 
’ David D. Greif, will be serving his 
third term as vice president. He has 
also been chairman of the association’s 
by-laws and constitution committee. 


Goldberger and Dimson 


Alex Goldberger, prominent Brooklyn 
insurance broker and head of Frank 
Goldberger & Son, has been in the in- 
surance business since 1924. Widely 
known as a speaker, Mr. Goldberger has 
represented brokers’ interests before 
legislative and administrative groups. 

Mr. Dimson is a general insurance 
broker with offices at 131 East 17th 
Street, New York. A graduate of City 
College with a B.B.A., he also holds a 
law degree earned at Brooklyn Law 
School. 

The recording secretary, Jac Epstein, 
has been in insurance since 1930. At 
present he is associated with his son 
William H. in a brokerage firm at 45 
John Street, New York. Mr. Epstein is 
a graduate of State College for Teachers. 
He attended New York Law School for 
two years prior. 

Maurice Loebel, a general insurance 
broker with offices at 39 Broadway, will 
be serving his third term as ‘treasurer. 


Classes to Start in Dec. 


For Agents, Brokers Exams. 

The next class at the Sobelsohn 
School, New York, to prepare prospec- 
tive agents and brokers for the New 
York State examination, will start De- 
cember 10. It will run for three months 
with three hour (6:30-9:30 p.m.) periods 
on Tuesday, Thursday and Friday each 
week. Coordinators Carl Stecker and 
Philip Gordis conduct the school, which 
is one of a number in the metropolitan 
New York area devoted to giving the 
background information needed by 
agents and brokers. 

One of the oldest and largest of such 
schools is the Pohs Institute of Insur- 
ance, headed by Herbert Pohs, whose 
next class gets under way Monday, De- 
cember 2. The state examination will be 
held March 20, 1958. 


INA SCHOOL FOR AGENTS 





North America Urges Producers to En- 
roll Now for Sessions Starting 
Next February and April 
Agents wishing to attend the Febru- 
ary or April, 1958, sessions at the In- 
surance Company of North America 
Companies School for Agents are ad- 
vised to enroll now. Joseph C. Young, 
supervisor of the school for agents, 
points out that successful completion of 
a correspondence course in basic insur- 
ance is a prerequisite for attendance. 
Early enrollment assures an agent ample 
time to complete the correspondence 

course, Mr. Young explains. 

Although not a prerequisite, at least 
six months’ agency experience is ad- 
visable in order that a student may 
derive the most benefit from the course, 
Mr. Young says. In the INA school 
every faculty member has had _ prior 
teaching experience in universities, high 
schools, or preparatory schools. Before 
teaching agents each instructor has 
himself received a year’s schooling in 
insurance and has spent several years 
teaching in classes conducted for com- 
pany employes. 

Offered irce to agents three times a 
year, the eight week course has two 
phases—two and a half weeks of study 
in personal lines (all phases of insurance 
programming for the individual) and 
five and a half weeks of intensive in- 
struction on the programming of busi- 
ness risks. 

Agents may apply for admission to 
the school through the North America 
Service Office Managers in their terri- 
tories. Employes of agents must have 
their employers’ approval before apply- 
ing. 


Grannatt Now Chairman 


N. J. Agents’ Exec. Comm. 

Hugh Riddle of Atlantic City, elected 
to serve as chairman of the executive 
committee of the New Jersey Associa- 
tion of Insurance Agents at the annual 
convention in September at Atlantic 
City, has resigned that post due to cir- 
cumstances beyond his control. Follow- 
ing unanimous expression of regret the 
association executive committee selected 
Milton H. Grannatt, Jr., of Trenton to 
serve as chairman for the remainder of 
the 1957-1958 fiscal year. 


Connecticut Agents 
Elect Learned Pres. 


The Connecticut Association of Insur- 
ance Agents elected Eben Learned, Jr., 
of Norwich as president at the recent 
59th annual meeting in Hartford. The 
association also asked the Factory In- 
surance Association to broaden its fa- 
cilities to include schools, small fac- 
tories and other protected risks to meet 
direct-writer competition. Such a re- 
quest was also made to the FIA at the 
Eastern Agents Conference meeting in 
Washington earlier this year. 

Other officers elected were Nelson I. 
3eers of Old Greenwich as vice presi- 
dent; Stetson Ward of New Haven as 
secretary-treasurer, and Valmore H. For- 
cier of Danielson as state national di- 
rector. William H. Wiley continues as 
executive secretary. Mr. Learned suc- 
ceeds George W. Haynor of Waterbury 
as president. About 500 persons attended 
the convention. 
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Werbel Booklet Issued on 


Multiple Peril Insurance 
Bernard G. Werbel announces publica- 
tion of a new booklet “Werbel’s Multiple 
Perils Forms and Policies.” The booklet 
is a complete reproduction of the Multi- 
ple Perils Chapter of the General Insur- 
ance Guide which contains detailed ex- 
planations of Homeowners Policies A, B, 
& C; Comprehensive Dwelling Policy; 
Forms 849 and 850; Office Contents Spe- 
cial Form; and the Commercial Property 
Form. 

The booklet is priced at $2.00. Copies 
can be obtained from Werbel Publishing 
Co. at their quarters, 221 Hempstead 
Tpke., W. Hempstead, N. Y. or through 
the mail. For persons in downtown New 
York area, all Werbel publications can 
be purchased at the bookstore of the 
Weekly Underwriter, 116 John Street. 


QUEENS CO. AGENTS MEET _ 

The Insurance Agents Association of 
Queens County held a dinner and _ busi- 
ness meeting October 17 at Antun’s in 
Queens Village. Leo Kling, manager of 
General Adjustment Bureau in Jackson 
Heights, N. Y., and Russell G. Perkins, 
general adjuster from New York, spoke 
on adjustment of losses under use and 
occupancy policies. President Seymour 
G. Schwartz presided. 
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Pacific Nat’l Reinsures 
Southwest Gen’! of Texas 


Full reinsurance of the Southwest 
General of Dallas by the Pacific Na- 
tional Fire of California, effective No- 
vember 1, is announced in a joint state- 
ment by the presidents of the two 
companies, John A. Steel of Pacific Na- 
tional and Walter L. Baer of Southwest 
General. 

Under the arrangement, it was ex- 
plained, Pacific National has assumed all 
joint operations with offices in the for- 
mer quarters of the Southwest General. 
M. L. Canfield is resident vice president 
for the group in Texas. 

Mr. Steel, who has headed Pacific 
National since July 1, 1956, is a former 
president of Southwest General and di- 
rected its expansion program. As of De- 
cember 31, 1956, Southwest General re- 
ported assets of $4,552,480, policyholders 
surplus of $1,607,042 and unearned prem- 
iums of $1,895,052. At the same time the 
Pacific National, a member of the Trans- 
America group, reported assets of $48,- 
321,520 and policyholders surplus of 
$21,843,537. 


Industrial Form 


(Continued from Page 26) 


time on a nationwide basis, multiple lo- 
cation rating plan credits for dispersion 
and premium size to buildings and ma- 
chinery. The maximum credit applying 
to buildings and machinery is limited to 
15%. 

“Credits applying to personal property 
may run as high as 43%. The credits 
for premium size begin at $1,001. and 
range from 13.5% for the premium in 
excess thereof to a maximum of 15%. 
Dispersion credits up to a maximum of 
28% begin with five locations and vary 
by number of locations and maximum 
liability at any one location. It is pos- 
sible the loss frequency may reduce this 
dispersion credit by 50%. 

“All credits are further subject to 
reduction when the adjusted fire loss 
ratio for an account exceeds 50%. The 
adjusted fire loss ratio is obtained by 
totaling all the fire losses for the ex- 
perience after deducting 75% of the 
largest loss and dividing this figure by 
the total of the fire earned premiums 
for the same experience period. The 
credits referred to are applicable to 
premiums developed by the rating plan 
of the various rating organizations con- 
cerned and the account rate, when de- 
veloped, is subject to the existing term 
rule discount,” Mr. Murphy said. 


Adequate Rates and Discounts 


“Today, in connection with any rating 
program, which provides substantial dis- 
counts of the existing rate level, the 
question is inevitably raised as to rate 
adequacy. How, you may ask, is it pos- 
sible, on the one hand, for some in the 
property insurance industry to assert 
that emergency rate increases are neces- 
sary to counteract a veritable flood of 
red ink and, in the same breath, others 
in the industry come forward with a 
program such as the IPF which may 
reduce the amount of insurance prem- 
iums to be collected At first blush, it 
appears that there is no logical answer 
to such a question but upon analysis, 
certain facts emerge: 

“1) The IPF program is, of its nature, 
based upon the existing rating pattern. 
In view of the requirements of our rat- 
ing law, it is logical and proper to ex- 
pect that the rate level, despite tem- 
porary dislocations, is adequate; 

“2) The IPF is bottomed on the 
theory that size of premium and dis- 
persion of risks are factors which de- 
serve rate recognition. 

“Viewed in this light, the IPF can- 
not be regarded as merely a device to 
cut a rate level which may already be 
inadequate. Rather, the IPF program 
stands on its own feet as a logical and 
equitable method of recognizing demon- 
strable factors in the rate-making pro- 
cess. It is hardly necessary to point 


out that as experience develops under 
the Industrial Property Program that 
any appropriate adjustment will be made 
in the credits and debits applicable un- 
der the plan. 


Burglary Insurance 


“One of the frequent observations 
heard in respect to package forms in the 
commercial, industrial and mercantile 
fields is that while credits are available, 
they are offset by the mandatory pur- 
chase of other kinds of insurance as part 
of the package which kinds of insurance 
are not ordinarily purchased by the in- 


sured. 

“The revised burglary rate pattern 
now obtaining under the Commercial 
Property Coverage is also applicable to 
the IPF. In brief, the burglary charge 
is based on a radically modified rate 
table which compresses the rating ter- 
ritories from fourteen to six and which 
keys the charge to account classification 
and territory. While the rate is ap- 
plicable to the total stock value, the 
discounts on the normal burglary rate 
increase gradually from 50% on the first 
$5,000. to 99% on values in excess of 
$40,000. In addition to these sharp, 





built-in discounts, the IPF burglary rate 
is further subject to discounts on ac- 
count of protected devices such as 
watchmen service, approved alarm sys- 
tem and secondary iron work. It should 
also be remembered that while bur- 
glary charges apply only to stock values, 
burglary coverage extends to all covered 
property. 

“Finally, the burglary rate obtained 
after the application of all the fore- 
going discounts is included in the basi 
premium which, in turn, is modified by 
credits for size of premium and dis- 
persion.” 
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INA Writes Million in 
Week in Homeowners 


DOUBLE AVERAGE RECEIPTS 





Results Follow Sales Campaign; North 
America Has Written $60,000,000 
Premiums Since 1950 





The week of October 28-November 1 
was Million Dollar Week for Insurance 
Co. of North America Companies. In 





INA Vice President Richard Osgood, 
left, grins happily as President John A. 
Diemand drapes him with a congratu- 
latory wreath at ceremonies commemo- 
rating INA’s receipt within a single 
week of more than one million dollars 
in premiums from its homeowners and 
tenants policy. 


that single five-day span, one million 
dollars in premiums on INA’s homeown- 
ers and tenants policy poured into the 
company’s Philadelphia home office, trig- 
gered by a_ successful “Sales Magic” 
promotion campaign in which 23,000 
independent agents are participating. 
One million in a single week is more 
than double INA’s average weekly re- 
ceipt of homeowners premiums in 1956. 
To celebrate the occasion, INA bor- 
rowed a million in cash from the Phila- 
delphia National Bank and displayed it 
in the senior officers’ dining room, 
dramatizing the results of the combined 
efforts of both agents and employes 
during the “Sales Magic” campaign. 
INA’s policy was the first in the indus- 
try to combine in a single “package” 
protection for the home and its contents 
against fire, theft, other sources of dam- 
age, and personal liability. INA alone 
has written in excess of $60,000,000 in 
homeowners premiums since 1950. 


N. Y. Fire Protection 
Engineers Hear Tryon 


The November meeting of the New 
York chapter of the Society of Fire Pro- 
tection Engineers was held November 
12 at the Masonic Club, New York City. 
The speaker, George H. Tryon, III, an 
official of the National Fire Protection 


Association and of several technical com- 
mittees, is a well-known authority on 
fire protection. He spoke on “Yesterday 
Was Years Ago in Aviation Safety.” — 

The New York chapter is comprised 


of leading engineers and officials en- 
gaged in fire protection who represent 
industry, insurance companies, agents, 
brokers and associated technical organi- 
zations. 


NATIONAL UNION DIVIDEND 

Directors of National Union Fire, par- 
ent company of National Union Indem- 
nity and Birmingham Fire, have declared 
a cash dividend of 50 cents a share on 
the capital stock, payable December 23, 
to stockholders of record December 2. 








© 





APPROACH 


"KEY MAN 
GROUP" 





ROYAL-GLOBE 







“MARINE + SURETY. 


150 WILLIAM ST., NEW YORK 38 N.Y. 


ROYAL INSURANCE COMPANY, LTD. * THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD. 
ROYAL INDEMNITY COMPANY + GLOBE INDEMNITY COMPANY + QUEEN INSURANCE COMPANY OF AMERICA 
WEWARK INSURANCE COMPANY * STAR INSURANCE COMPANY OF AMERICA + AMERICAN AND FOREIGN 
* THE BRITISH & FOREIGN MARINE INSURANCE COMPANY LTO 


& MERSEY MARINE INSURANCE COMPANY, LTD. VIRGINIA FIRE & MARINE INSURANCE COMPANY 











N. Y. INDEPENDENT ADJUSTERS 


Members of Executive and Standing 
Committees Named; Over 300 Mem- 
bers of State-wide Association 

The New York Association of Inde- 
pendent Insurance Adjusters now repre- 
sents the interests of over 300 New York 
State licensed independent adjusters, ad- 
justing losses in automobile, casualty, 
aviation, fire, inland marine and ocean 
marine, announced Reinhold L. Hoercher, 
president. Through interchange, educa- 
tion and business ideas and by other 
means, the association is constantly striv- 
ing to improve the quality of their hand- 
ling of losses for insurance companies. 

It has announced the following ap- 
pointments to the executive committee 
and to the regular standing committees: 

Executive committee: Paul S. Dreux, 
automobile; Vincent Scully, casualty; 
Theodore Helprin, inland marine; Sher- 
man Thursby, aviation; John J. Mc- 
Andrews, fire, and Walter Towe, ocean 
marine. 

Advisory counsel, George I. Gross; 
liaison committee, L. B. Hazzard; mem- 
bership, H. J. Smith; educational, L. F 
Buck; legislation, Charles R. Mead; 
grievance, George Alexander; publicity, 
George E. Adams; catastrophe, J. T. 
Dargan, Jr.; roster, Paul S. Dreux; 
nominating, L. B. Hazzard; regional, B. 
L. Jones, Buffalo, and Robert T. Searing, 
hkochester. 

The first meeting of the executive 
committee was held on November 13 at 
the Drug & Chemical Club, in New York. 
There was discussed adoption of associa- 
tion seal, new membership regulations, 
an early date for the next educational 
forum and additional means of improv- 
ing service generally in the loss field. 


Fire and Casualty 


Purchasing Forum to Meet 
The Fire and Casualty Insurance Pur- 
chasing Forum will meet November 18 
at Statler Hotel in New York. George J. 
sruhn of the Royal-Globe Insurance 
Group is president of the Forum. 

Leslie Meyers of the Great American 
will be moderator. Robert J. DeGray 
of the Scottish Union and National will 
lead discussion on office equipment, and 
A. E. Clark, purchasing manager of the 
America Fore Insurance Group, has the 
the subject of standardization of office 
furniture. 

Other subjects on the agenda include 
relationship between methods and plan- 
ning department versus purchasing and 
supply; purchasing on the basis of re- 
ciprocity; trend of snap-out policies for 
casualty companies; city sales tax and 
methods of recovery; and operation of 
company fleets of cars. 

The forum was organized in July, 1957 
to promote further professional growth 
of purchasing within the fire and cas- 
ualty industry and to promote the ex- 
change of information, ideas and pro- 
cedures among purchasing executives of 
the companies represented in the mem- 
bership. 


O’Neil Office Mgr. at 
Dallas for Agricultural 


Harold J. O’Neil has been appointed 
office manager of the Agricultural and 
Empire State Insurance Companies’ 
southwest service office in Dallas, Texas. 
He has been with the companies since 
1923 and was senior underwriter in the 
companies’ general agency department. 
He will be associated with Herbert J. 
West, manager for the companies in 
Arkansas, Oklahoma and Texas. 


MUTUAL LEAVING CANADA 

The American Manufacturers’ Mutual, 
New York, has decided to discontinue 
business in Canada and will apply on 
January 20, 1958 for release of its assets 
on deposit in Canada. It has transferred 
its outstanding policies in Canada_ by 
agreement to Lumbermens Mutual Cas- 
ualty, which is authorized to do business 
in Canada. 
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Company-Agent Cooperation Without 


Loss To Agent’s Income, Independence 


Many current problems in insurance, 
including commissions, certain short- 
comings of agents and that of adjusting 
to lower expense ratios so companies can 
give back a greater share of the prem- 
ium dollar to policyholders in the form 
of paid claims were cited by Paul F. 
McKown, resident vice president of the 
St. Paul Fire & Marine in a talk to the 
annual convention of the California As- 
sociation of Insurance Agents. Rate 
increases are only a partial answer to 
the problem of producing underwriting 
profits, he said. The business must also 
find ways to improve methods of doing 
business. 

That commissions are a problem for 
the companies, as for agents, can hardly 
be denied, Mr. McKown stated. The 
problem, however, defies a clear-cut an- 


swer. Producers everywhere are not 
being remunerated on an_ equitable 
basis, he said, because commissions are 


not geared to the degree of service 
agents are performing, nor to the actual 
worth of agents to their companies. 


Payment For Merit 


“There can be no doubt that the in- 
surance agent must be adequately re- 
warded for the function that he fulfills. 
It is conceivable that many producers 
can and will enter arrangements with 
their companies which will return a 
greater ‘take home pay’ than they are 
now earning. But certainly there is no 
room left for the agent as a middleman 
whose share in the expense portion of 
the insurance dollar cannot be justified 
in the light of his economic importance 
to the transaction between company and 
insurance buyer. 

“Many individuals feel that to pay 
the same rate of commission to every 
insurance agent is absurd. Agreed, but 
they how are these disparities between 
agents to be measured and how are they 
to be evaluated? Would it not now be 
practical to apply some professional cost 
accounting ? 

“Study along this line could be pur- 
sued at an industry level—or perhaps 
a study by individual companies and the 
respective individual agents would be 
more suitable. Admittedly the solution 
will not be simple—but surely we must 
find an answer. 

“Let us call a halt to this talk about 
cutting commissions. Let us work to- 
gether and cut expenses—and improve 
the underwriting results. Then the 
agents’ share of the resulting profit 
should be ample and satisfying and fair,” 
Mr. McKown stressed. 

“The important nub of the producer’s 
commission is that which he puts in his 
pocket after he has paid his own ex- 
pense of operations. That is the ‘com- 
mission’ that the agent should fight for. 
That is the reward that the companies 
should help him to retain and increase. 

“If the companies and their agents 
will get their heads together and mutu- 
ally seek to find a happy midpoint, where 
the agent, without foregoing his inde- 
pendence, nor his ownership of expira- 
tions, nor a reduction in his net income, 
can work more in harmony with the 
needs and policies of his several com- 
panies; and if the companies in their 
turn can stay better attuned to the 
needs of their own agents, then it would 
seem that important progress can be 
made.” 

Listing some so-called faults of nu- 
merous agents in present day production 
and underwriting, Vice President Mc- 
Kown said: 


Costly Duplications 


“Through the process of aging with 
its trials and errors and with its Topsy- 
like development and all of the accom- 
panying competitive quirks, we find a 
very, very costly duplication of effort 


and materials in the offices of the agents 
on the one hand and the companies on 
the other. Each of these groups has 
found it necessary to maintain a com- 
plete set of daily reports and many other 
files; each has been performing indi- 


vidual accounting and billing functions; 
each checks the work of the other all 
along the line. (And some fire rating 
bureaus through their examining and 
warms ar units check it again!) 

“We find a growing tendency for many 
agents to shop their renewals. The 
heavy cost of handling an original cov- 
erage is frequently duplicated at each 
anniversary date as companies are re- 
quired to again go through computations 
to see if the rate cannot be reduced 
lest they suffer the penalty of loss of 
the business to another company in the 


agency or to another agent,” Mr. Mc- 
Kown said. 

“We find far too many producers who, 
in spite of their claim to self- reliance 
and independence, appear helpless with- 


out constant succor from their com- 


panies. They receive aid in such mat- 
ters as rating, form diagonsis, risk in- 
spections, appraisals, and even in the 


solicitation of new accounts or new cov 
erages. These things admittedly are 
inspired by the companies. But we need 
more education—and more so, we need 
greater willingness to learn and more 








IT’S YOUR 
TOMORROW 


Ovn susiness is in a challenging period of expan- 


sion, of change, of transition. 


These may be times that test our patience and our 
ingenuity but we cannot doubt the promise of a more 


stable tomorrow. 











Companies and agents who are sensitive to the 
great growth potential of our economy have their 


eyes on the future. 


— Because the stakes will be larger and the compe- 


tition more exacting, they are planning now for the 
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their productivity. They are reviewing company- 
agency relationships to determine the best “partner- 


ships” for the long pull. 
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willingness to perform. The agent who 
after a required period of indoctrination 
still leans on his com- 
panies to provide his A B C know- 
how will find it increasingly difficult to 
hold today’s complex world 
of insurance. 
Agents Who 
“We 
qualified experienced, 
into the being 
order takers instead of salesmen. Some 
are not applying the skills of their 
profession by fully analyzing the needs 
of their clients and are too frequently 
falling back on price as the inducement 
to buy. 
“Unfortunately we 


in the business 


his own in 


Are Order Takers 

although 

fallen 
and 


also see agents who, 


and have 


rut of shoppers 


observe more than 
a few agents who have forgotten their 
loyalty to their companies, and who 
appear to be unaware of their respon 

sibility to those companies. Perhaps this 
too is mainly the fault of the egy or 

When agents say to their policy holders 
and to the public that they ‘represent 
the policyholder first, not the company,’ 
I hope they do not confuse themselves 
and believe this literally. The agent can- 
not escape his legal and _ contractual 
relationships and responsibilities to the 
companies for whom he is_ licensed. 
Otherwise he could not in fact be their 
agent. 

Excess Operating Costs 


“Some agents apparently give little or 
no concern to the operating costs of the 
business and the part that they as 
agents play in unthinkingly increasing 
the expenses of their companies. Take 
the agent who too frequently picks up 
the phone for a collect call to his com- 
pany on a matter he should be capable 
of handling himself. Or the agent who 
won’t make his own farm survey, or who 
won't procure preliminary loss informa- 
tion, or who won't type his own simple 
policies and endorsements. Again, we 
blame the companies. 

“We find a few agents who seem to 
be unconcerned about underwriting re- 
sults. Urging the payment of unjusti- 
fied claims appears to occur much too 
frequently. Some show no reticence in 
high pressuring their companies to ac- 
cept undesirable business. 


Collections 


“Much too common in this picture are 
agents who are disposed to drag their 
feet on collections. There agents 
who ignore reasonable requests for risk 
information or for risk improvement 
Sadly enough, there are also agents who 
have fallen into the easy habit of order- 
ing renewals of expiring policies on an 
basis, without bothering to con- 
tact the assured in advance to determine 
whether the renewal is wanted, and, if 
so, what changes in the policy coverages 
may be necessary. 

“This unwholesome practice is partly 
responsible for the often discussed flat 
cancellation evil, one of the most costly 
waste in our whole business. 

company group after brief 


are 


‘as 15° 


areas of 


One large 


stud liscowered that at the pace return 
premiums had mounted within its opera- 
tions it is retaining no more than 
684%% of every gross premium dollar 
it works. ‘| calculation had nothing 
to do with reinsurance. Nor did it in- 
clude policies t! were spoiled in the 
typing. It means that 314% of the 
business it processed went out the win- 
dow primarily as a result of cancelled 
policies. Return premiums resulting 


from reduced rates and reduction in pol- 
icy amounts of course contributed some- 
what,” Mr. McKown continued, 

“For every $100,000 in gross premiums 
fully earned, one company had to pro- 
cess approximately $146,000 of business. 
After handling the $146,000 in the orig- 
inal policy writing, underwriting. coding, 
bookkeeping and filing, the staff turned 
around and reprocessed $46.09) of its 
business to get this amount off its books. 

“People who support the theory that 
flat cancellations are a necessary device 
in re business, costly though it may 
be, lay themselves open to strong argu- 
ment in favor of the much maligned 





Royal Texas Changes 

The eae. al-Globe Insurance Group has 
announced appointments in its Texas of- 
fices. R. E. Diamond has been appointed 
state ice in Dallas. He _ succeeds 
George S. Fletcher who has been trans- 
ferred to Little Rock, Ark., to handle 
fire and casualty business in that state. 


B. J. Brown has been appointed state 
agent in Austin to succeed Mr. Dia- 
mond. Walter Fitch III succeeds Mr. 


Brown as special agent in Corpus Christi. 





practices of continuous policies and di- 
rect billing. 

“In all fairness, I know that there is 
just as much to be said on behalf of the 
agents respecting the shortcomings of 
their companies. In this rapidly growing 
and frequently groaning business the 
companies have burdened their agents 
with a snow storm of paperwork, com- 
plex systems of rating, costly involve- 
ment in rate changes, a myriad of intri- 


cate policy forms, an excessive amount 
of letter writing, and with many other 
exasperating and costly requirements. 


Due to it all, a vast amount of time 
under today’s system is necessarily spent 
by the agent in running the affairs of 
his office. In doing that he is deprived 
of valuable hours that he would other- 
wise be devoting to his selling and to 
counseling with his clientele.” 
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Hurt & Quin Gen’! Agents 
For Agricultural Co. 


Robert G. Horr, president of the Agr 


cu.tural Insurance Co., announces ap- 
pointment of Hurt & Quin, Inc., general 
agents at Atlanta, Ga., to assume super- 


for the company in 
Georgia and Alabama. Hurt & Quin, Inc. 
have represented the Empire State 
underwriters department of the Agricul- 
tural as general agents since July 1, 1935. 

Robert S. Quin, president of the gen- 


vision of agents 


eral agency announced that N. B. 
Browne, state agent, and Charles L. 
Jones, special agent for the Agricultural, 


will be associated with Hurt & Quin, Inc. 
as fieldmen in the areas presently under 
their supervision. 

The 104-year-old Agricultural entered 
Alabama and Georgia as a fire company 
in 1898 and is now offering multiple line 
facilities through Hurt & Quin, Inc. 


James Special Agent for 
Heath General Agency 


Fred T. Heath, Inc., Long Island City, 
general agents for the New Hampshire 
Fire for Long Island, announces ap- 
pointment of George D. James as spe- 
cial agent, succeeding the late Edwin L. 
Pullen. Mr. James was formerly asso- 
ciated with the General Adjustment Bu- 
reau, and for six years has served as 
assistant to State Agent William E. 
Chandler of the New Hampshire Fire in 
Suburban New York territory. 


Shady in Nashville for 


American Insurance Group 
Albert R. Shady has been promoted to 
engineering supervisor of the Nashville 
branch of the American Insurance 


Group. He recently transferred from the 
New York City branch office of the 
Group. 


A native of New York City, Mr. Shady 
studied at Pratt Institute and New York 


University. He joined American Auto- 
mobile Insurance Company in New 
York and has been associated with that 


office in safety engineering for eight 


years prior to his new assignment. 


FLETCHER STATE AGENT 

The Royal-Globe Insurance Group has 
announced appointment in its Arkansas 
territory. George S. Fletcher has been 
appointed state agant at Little Rock, 
succeeding State Agents W. D. Painter 
and T. E. Erwin who have resigned. 
Mr. Fletcher joined the group over 20 
years ago in the New York office and 
has served most recently as state agent 
in the Dallas-Fort Worth area. 

WOOD HEADS ONTARIO ASS’N 

Wallace Wood of Hamilton was re- 
elected president of the Ontario In- 
surance Agents Association at the close 
of its 37th annual convention in Toronto, 
Ont. Alfred H. Cowling of Toronto, F. 
B. Brisco of Chatham and Fred Funston 
of St. Catharine’s were re-elected vice 
presidents. 
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ST. PAUL F. & M. CHANGES 


Mairs Special in Fla.; Dressel Heads 
Grand Rapids Area; Woll and 
Horner are Transferred 

The St. Paul Fire and Marine 
nounces the following changes: 

Special Agent Robert P. Mairs has 
been transferred from Richmond, Va., to 
Fort Lauderdale, Fla. Mr. Mairs has 
been assigned to the Virginia field for 
three years. State Agent A. D. Brown 
will continue in overall supervision. of 
Florida from the company’s Tampa 
othcee. 

State Agent M. E. Dressel, who has 
made his headquarters at the company’s 
Grand Rapids, Mich., office since Feb- 
ruary, 1948, has assumed jurisdiction of 
this area following the recent death of 
State Agent William W. Page. Mr. 
Dressel will be assisted by Special Agent 
Robert E. Dopke recently transferred 
from the home office. Elmer C. Dice will 
continue as Manager of the entire state 
of Michigan. 

enry M. Woll, Jr., has been trans- 
ferred from the home office to the St. 
Louis office as special agent where he 
will travel the eastern Missouri field 
which includes several counties in IIli- 
no's adjacent to St. Louis. 

Special Agent Harold E. Horner has 
been transferred from the Columbus, 
Ohio, office to the Cincinnati office. His 
assignment to the Columbus office was 
made in January, 1955. Special Agent 
Bradley L. Jones, who has been asso- 
ciated with the Saint Paul in the home 
office, has been transferred to the Co- 
lumbus office. 


New Hampshire to Honor 
Archie Slawsby Jan. 15 


Archie M. Slawsby of Nashua, N. H., 
newly elected vice president of the Na- 
tional Association of Insurance Agents, 
will be honored by his home town insur- 
ance men at a dinner Wednesday eve- 
ning, January 15, at the Nashua Country 
Club, President Paul W. Henderson of 
the Nashua Fire & Casualty Association 
has announced. 

Mr. Henderson is general chairman of 
the committee of New Hampshire insur- 
ance men planning the event, and Sec- 
retary Arlon W. Jennison of the Nashua 
local board, is vice chairman. 

Other Nashua board members serving 
on the committee are Henry N. Bechard, 
‘dgar R. Caron, Donat Corriveau, Daniel 
C. Degasis, Earle J. McArdle, Clifton 
J. Shaw and Mrs. Ina G. Sherman. 
Representing the New Hampshire As- 
sociation of Insurance Agents on the 
committee are President Frederick J. 
Griffin of Manchester, Executive Secre- 
tary Theodore J. Rouillard of Claremont 
and Past Presidents Edward G. Robin- 
con of Concord and Warren Bodwell of 
Manchester. 


Rhode Island ‘Agents’ 
Successful Ad Program 


The Rhode Island Association of In- 
surance Agents, which re-elected Pres- 
ident Frank J. Lowrey at the recent 
annual meeting, now has a membership 
of 343 agencies. In his annual report 
Mr. Lowrey cited, among many other 
subjects, the successful advertising pro- 
gram during the year. Said President 
Lowrey: 

“It consisted of a series of effective 
newspaper advertisements emphasizing 
the services performed by the _ local 
independent insurance agent. These ad- 
vertisements appeared in the Providence 
Sunday Journal, Woonsocket Call, Paw- 
tucket Times, terly Sun, Newport 
News, Pawtucket Valley Times and the 
Providence Journal Bulletin for a pe- 
riod of six months from January to 
July. 

“In addition, two sizes of decals of 
the association’s newly adopted seal 
suitable for attaching to automobile 
windshields and office windows and 
doors, mats of the advertisements for 
tie-in purposes, reprints of the adver- 
tisements, and cuts of the association’s 
seal were furnished and widely used 
by our members. 


an- 


“Our program was so successful that 
it was only because of the national ad- 
vertising program that the directors de- 
cided to suspend any further advertising 
on a local level so that we might all 
participate in the national advertising 
program.” 


Wrenn AMA Talk 


(Continued from Page 27) 


ginally insured for only $300,000. The 
property was worth over $2,000,000. They 
changed to the deductible form and now 


carry $2,000,000 of coverage. 

Deductible plans of $25,000 and $50,000 
have been selected by a number of pub- 
lic school boards and the public: utility 
industry has favored $50,000 and $100,- 
000 deductibles. The State of North 
Carolina was originally self insured, then 
purchased insurance for the excess of 
$50,000 and now insures only for the 
excess of $250,000. 

In the past seven years, the growth 
of the deductible and excess of loss 
pians have been moderate. The $21,- 
000,000 loss to the Standard Oil plant 
at Whiting, Ind., has discouraged some 
underwriters and the stand-patters have 
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continued to oppose al] deductible plans. 
There are many signs, however, that 
there is a growing awareness that the 
true function of insurance frequently 
calls for the policyholder to consider 
small inconsequential losses as his own 
responsibility to be charged against 
business expense. 

An adequate insurance program d 
not require the collection of every $1.2 
in full. Basically, it calls for protectic 
against losses which hurt, or cause 
financial distress, or may even be in 
convenient. In this respect deductible 
plans have revived the sound principles 
of our insurance founders. 
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Three Travelers 


Three office managers have been ap- 
pointed in the branch office administra- 
tion department of the Travelers Insur- 





ROY L. LANGWORTHY 


ance Companies. They are Roy L. 
Langworthy at Jacksonville, Leo M. De- 
Haven, St. Paul, and John R. Price, 
Denver. 

Mr. Langworthy joined The Travelers 
in 1937 at the Milwaukee office. Two 
years later he was appointed an assis- 
tant office manager there. In 1941 he 
joined the home office staff in Hartford 
and was named assistant superintendent 





PRICE 


JOHN R. 


of the fire accounting division. He was 
promoted to assistant office manager at 
Chicago in 1946 and in 1953 was ap- 
pointed office manager at St. Paul. 

A native of Edgerton, Wis., he was 
graduated from Edgerton High School 
and from the University of Wisconsin. 
Prior to his affiliation with The Trav- 
elers, Mr. Langworthy was manager of 
the Dunham Woods Riding Club, 
Wayne, IIl. 

Mr. DeHaven became associated with 
The Travelers in 1949 at Indianapolis. 
He served as assistant field underwriter 
and administrative assistant there. In 
1955 he was transferred to Cleveland in 
the same capacity. In 1956 he was ap- 
pointed assistant office manager at St. 
Paul. A native of Carmel, Ind., he was 
graduated from Carmel, Ind, High 


School, and attended Western Univer- 
sity, St. Louis, and Indiana University 
Extension. 

Prior to his affiliation with The Trav- 
elers, he was with the Allison division 
of General 


Motors, Indianapolis, and 





Office Managers 


the Grain Dealers Mutual Fire Co., 


Indianapolis. ee 
Mr. Price began his insurance career 





LEO M. DeHAVEN 


with The Travelers in 1951 at Oklahoma 
City. In 1953 he was appointed a spe- 
cial assistant there and in 1955 was 
named an administrative assistant at 
Washington, D. C. The following year, 
he became an assistant office manager 
there. A native of Tulsa, Okla. he 
received his B.S. degree from Oklahoma 
State University. 


1957 Best’s Aggregates 
And Averages Published 


The 1957 edition of Best’s Aggregates 
and Averages, a statistical history of 
fire and casualty insurance covering all 
stock companies, and mutual companies 
writing 75% of all mutual business, has 
been published. Its tables and graphs 
permit a grasp of trends over the past 
50 years, and show the comparative po- 
sition of the various carriers with re- 
spect to premium volume, operating ex- 
penses, assets and liabilities, underwrit- 
ing results, experience by line, etc. Each 
company’s position is measured against 
aggregate figures for the industry and 
for its own class of carrier. 

At a cost of $15 each, copies may be 
obtained from the home office of the 
Alfred M. Best Company, Inc., at 75 
Fulton Street, New York 38, N. Y., or 
from any of its branch offices in 
Atlanta, Boston, Chattanooga, Chicago, 
Cincinnati, Dallas, Los Angeles or Rich- 
mond. 





Royal Guards Elect 


Steele as President 


The Royal Guards, association of 
Royal - Globe Insurance Group employes 
with 25 or more years of service, elected 
officers at a business meeting preceding 
their 21st annual dinner at the Statler 
Hotel in New York City. T. Corwin 
Steele was elected president; H. T. 
Lewis, first vice president; W. T. Spieg- 
elberg, second vice president; Walter 
Wiesenthal, treasurer; Mary L. Slat- 
tery, secretary; and Edna Walz, as- 
sistant secretary. 

Members of the governing committee, 
other than the officers, are M. A. Mesler, 
W. H. Curwen, Mary A. McLoughlin 
and Rita Warren. 

This year the Guards organization has 
1,052 members, of which 556 were pres- 
ent at the New York dinner. Members 
of the Guards in the Chicago area met 
at a luncheon the same day at the 
Union League Club. The West Coast 
Guards met at a dinner the evening 
before at the Fairmont Hotel in San 
Francisco. United States Manager and 
President Clarke Smith attended the 
San Francisco dinner. 


Mutuals on Effective 


Public Relations in Ins. 


The importance of effective public re- 
lations in business and industry and its 
specific applications in the field of in- 
surance were told to mutual insurance 
company executives by public relations 
experts in a special symposium on build- 
ing effective mutual insurance public 
relations, held in New Orleans. The 
session was sponsored by the Federation 
of Mutual Fire Insurance Companies and 
by the casualty and city fire groups of 
the National Association of Mutual In- 
surance Companies, in conjunction with 
the latter organization’s 61st annual con- 
vention. 

Speakers were Dilman M. K. Smith of 
Princeton, N. J., vice-chairman of the 
Opinion Research~ Corporation, “How 
Public Opinion Affects You;” Edward F. 
Baumer of New York City, vice presi- 
dent of Communications Counselors, Inc., 
“Your Company’s Public Relations Pro- 
gram ;” David Marshall, Chicago, director 
of public relations for the American Mu- 
tual Insurance Alliance, “Your Number 
One Public—Your Policyholders;” and 
Robert Gunderson, advertising manager, 
Employers Mutuals of Wausau, Wiscon- 
sin, “Winning Good Community Rela- 
tions.” 

DALLAS AGENTS’ OFFICERS 

James E. Wallace has been installed 
as president of the Dallas Association 
of Insurance Agents succeeding: W. 
Nicholas Williams. Other new officers 
are William L. Carter, Jr., vice-presi- 
dent; and Jack L. Curtis, executive sec- 
retary and treasurer. 
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American Appointments 

David W. Gabriel has been appointed 
production supervisor and Vern W. 
Lewallen named hail special agent in 
the farm crop-hail regional office of 
the American Insurance Co. in Rockford, 
Ill. 

Mr. Gabriel, who was born in Letts, 
Iowa, graduated from Parsons College 
in Iowa and started his insurance ca- 
reer with the Home Insurance Co. in 
1948 working as hail supervisor until 
1956. He was associated briefly in 
managerial capacities with Investor Di- 
versified Service, Inc., and the Ackerman 
Malchan Company before joining the 
American October 1 of this year. 
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NORTH AMERICA GRADUATES 





Students Complete School Sponsored By 
Companies in Philadelphia; Diemand 
Presents Diplomas 
Twenty-three insurance agents were 
graduated October 31 from the School 
for Agents sponsored by Insurance Com- 
pany of North America Companies. John 
A. Diemand, president of INA, pre- 


sented diplomas to the graduates in 
ceremonies at the companies’ world 
headquarters in Philadelphia. Twelve 
states of the United States, and the 
Dominican Republic were represented 
among the graduates of the 43rd class. 

The School for Agents, an intensive 
eight week course on the principles of 
fire, marine and casualty insurance, was 
founded in 1947. Since that time more 
than 1,200 agents from all parts of the 
world have successfully completed the 
course, ‘ 

Basic aim of the school is to offer a 
thorough groundwork in all lines of 
property and casualty insurance. Em- 
phasis is placed on teaching students 
how to set up a program of insurance 
coverages so that a client’s assets will 
stand behind a solid wall of protection. 
All phases of general insurance, whether 
or not offered by North America, are 
covered by experienced instructors. 

John H. Smith, of the William A. 
Smith Insurance Agency, Newburgh, 
N. Y., was an honor graduate. 

Other graduates were Carl F. Baehr, Fritz 
Baehr Agency, Boulder, Colo.; Alfred C. 
Bancroft, Jr., Bancroft Agency, Essex 
Fells, N. J.; Douglas F. Cannon, L.A. Can- 
non, Inc., Montclair, N. J.; Thomas Cass, Cass 
Insurance Agency, Portland, Texas; Milton P. 
Dawson, Jr., M. P. Dawson Agency, Rocky 
Mount, N. C.; Marvin Delfiner, Clyman-Wessel 
Co., Camden, N. J.; Robert J. Demuth, De- 
muth Insurance Agency, Worthington, Minn. ; 
Robert M. Feldman, Paul Hertel & Co., Inc., 
Philadelphia; Joseph A. Hawkins, Jr., Hawkins 
Insurance Agency, La Feria, Texas; Douglas 


M. Heller, Levison Brothers, San Francisco; 
Henry B, Keep, Stokes Packard & Smith, Inc., 


Philadelphia. 
Erik P. Littlejohn & Son, 


Max .S. Lale, 
Marshall, Texas; Ward <A. Lawrence, Jr., 


Shanower & Lawrence Agency, Burton, Ohio; 
Benoit N. Letendre, Insurance Planning Co., 
Inc., Lewiston, Me.; Robert J. Martin, John 
E. Martin, Inc., Rye, N. Y.; Harry E. Moore, 
Monroe Clark Insurance Agency, San Diego, 
Calif.; David V. Reese, Claude D. Reese 
Agency, Palm Beach, Fla.; George G. Samp- 
son, Jr., Couper-Ackerman-Sampson, Bingham- 
ton, N. Y.; Alfonso Sanchez, Kettle Sanchez 
& Co., Ciudad Trujillo, Dominican Republic: 
John C. Sienkiewicz, Hutchinson, Rivinus & 
Co., Philadelphia; Oliver L. Thornton, Mann, 
Kerdoff, Kline & Welsh, Kansas City, Mo.; 
and Bruce O. Wilson, Anderson Realty Co., 
Inc., Tucson, Ariz. 


AFIA Legion Holds 
Annual Meeting in N. Y. 


The twelfth annual meeting of AFIA 
Legion was recently held at the Carlyle 
Hotel in New York City. AFIA Legion, 
the international quarter-century club 
of the American Foreign Insurance As- 
sociation, was organized to honor those 
men and women who have served AFIA 
for 25 years or more, 

AFIA Legion now comprises 67 mem- 
bers, 26 of whom are with New York 
head office and 41 in AFIA branches 
throughout the world. Fourteen persons 
have attained the 35-year service mark 
and 20 have completed 30 or more years 
with the Association, 

Elsie J. Treen succeeds Frank H. Kipp 
as president, Other officers elected were 
Theodore B. Deems, vice president, 
Emma Christofer, secretary, and Archi- 
bald Cubbin, treasurer. The Continent 
vice presidents elected were John F. 
Brown, Sydney, Australia; Olga Sleskine, 
Paris, Olga Freda Mason, Bombay, 
India: Maurice I. Costi, Cairo, and Sara 
Daniel de Wahr, Santiago, Chile. 


Penna. Lumbermen’s Mutual 


Names Two Vice Presidents 


Two vice president appointments were 
announced recently by Fred H. Ludwig, 
president of the Pennsylvania Lumber- 
mens Mutual of Philadelphia, at the 
semi-annual board of directors meeting. 

John J. Henry of Philadelphia, for- 
merly manager of the Middle Atlantic- 


New England division, was named resi- 
dent vice president of that area and 
Frank A. White, who had been manager 
of the Southeast division, was promoted 
to resident vice president of that terri- 
tory, headquartered in Charlotte, N. C. 

Mr. Henry, 20 years with PLM, first 
served in the general department before 
progressing to inspection, special agent 
and then regional manager prior to this 
promotion. He is a graduate of Villa- 
nova College. 

Mr. White started with PLM in 1941 
in the lumber department, later serving 
successively as special agent, supervisor 
of special agents and manager. He is 
a World War II veteran. 


North America Awarded 
“Oscar” for 1957 Report 


For the tenth time in 13 years, Insur- 
ance Company of North America Com- 
panies’ annual report has been cited for 
excellence by Financial World, 55-year- 
old business and financial weekly. INA 
was awarded a bronze “Oscar of Indus- 
try,” first place in the property insur- 
ance field, at the 13th annual awards 
banquet sponsored by Financial Wor!1 
at the Statler Hotel, New York City 
on October 28. ‘ 

Richard J. Anderson, editor and pub- 


lisher of the magazine, presented the 
award to J. Kenton Ejisenbrey, INA sec- 
retary and treasurer, who received the 
“Oscar” on behalf of John A. Diemand 


INA president. INA has won a total of 
10 bronze “Oscars.” In 1954 it received 


a silver “Oscar” for the best annual re- 
port of any financial institution in the 
country. It is the only insurance com- 


pany to win the award, bronze or silver, 
more than twice. 

The 1956 INA report contains color 
photographs of the companies’ more un- 
usual or complex risks in addition to a 
comprehensive presentation of pertinent 
facts and figures. ne 
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thankful that ours is a land of 
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Auto Dealers On Code Of Standards; 
Credit Outlook For 1958 Is Good 


The National Automobile Dealers As- 
sociation is giving top priority to adop- 
tion of a code of business standards and 
a quality dealer program, Frederick M. 
Sutter, association president, told leaders 
of the sales financing industry in Wash- 
ington last week. 

The industry must adopt and abide 
by a set of standards which will “rebuild 
public good will and re-earn the respect 
this industry deserves,” Mr. Sutter said 
in a speech to the American Finance 
Conference, national trade association of 
independent sales finance companies, 
holding its 24th annual convention at 
Hotel Statler. He said that a community 
of interests demands prompt cooperative 
action by finance companies and manu- 
facturers. 


High Standards Essential 


“The automobile industry is a_ triad 
consisting of manufacturing, retailing 
and financing,” Mr. Sutter said. “Each 
of these segments is a strong and im- 
portant factor in itself; combined, the 
three are a mainstay of the American 
economy. 

“In a completely free competitive en- 
terprise system, a minority sometimes 
sets the business standards,” Mr. Sutter 
continued. “Seldom do the ‘high volume’ 
wheel-and- deal-’em operators do the job 
of servicing new cars which safety de- 
mands. The average person assumes all 
new cars are perfect. He fails to realize 
that steering and front end geometry, 
brake adjustments, even headlight ad- 
justments can spell the difference be- 
tween safety and disaster. 

“We believe it to be in the public 
interest and in the best interests of 
dealers, manufacturers and of the men 
who finance the purchases that automo- 
biles should be honestly and fairly ad- 
vertised and sold, and properly serviced 
both at the time of delivery and after 
wards.” 


Finance Companies’ Volume Higher 


Total receivables of a representative 
group of sales finance companies—firms 
which supply consumer installment and 
dealer inventory credit for the auto 
industry—reached an all time high in 
1957, Ray H. Matson, vice president of 
the First National Bank of Chicago, 
reported. 

Composite volume of the finance com- 
panies covered by the study rose 74% 
for the six months ended June 30, as 
compared with a year before, Mr. Mat- 


son told the American Finance Con- 
ference. The report, latest in a series 
which | First National Bank has 
compile ice 1935 and which is a 


irdstick for the auto in- 
ks, shows a June 30 total 
than double the total 


widely used 
dustry and | 
considerably n 
of five years ea 

“Credit experience during the six 
months period was excellent, net losses 
to retail paper liquidated amounting to 
only 67/100 of 1%,’ Mr. Matson re- 
vealed. “This is, of course, far better 
than the 1% level which many regard 
as satisfactory.” 

The collection figures are especially 
significant, Mr. Matson told the finance 
company group, because they reflect re- 
sults of the 1955 record volume credit, 
when an all-time high of more than 
7,000,000 autos were sold and credit 
terms were liberalized. He added, how- 
ever, that in his opinion the established 
rule of assuring adequate collateral in 
sales credit must still prevail. 


Finance Rate Increases Warranted 


Substantially higher operating ex- 





penses and money costs in the sales 
finance industry warrant rate increases, 
Mr. Matson said, noting that his bank’s 
composite figures show a decline in the 
rate of net profit earned on average net 
worth of finance companies. 

“The general level of interest rates 
probably will not change significantly 
in the next six months,” Mr. Matson 
predicted. “If a change should occur, it 
seems more likely to be on the down 
side rather than the up side.” 

He based his opinion on these factors: 
Momentum of the economy appears 
strong; business expenditures for plant 
and equipment are only factionally be- 
low record levels; sharp reduction of 
Federal expenditures is unlikely ; changes 
in governmental defense payment pro- 
cedures may require companies to bor- 
row because of delayed payments; the 
Federal Reserve restrictive monetary 
policy is likely to continue; construction 
has been at record levels. 

Bank borrowings among the finance 
companies studied dropped from 73% of 
total unsubordinated debt at the end of 
1951 to 60% at June 30, 1957, Mr. Mat- 
son reported. Increased long term senior 
borrowing have taken up the slack, he 
said, 


Credit Available for 1958 Car Sales 


Though money will continue “tight 
and expensive,” there will be enough 
credit available to finance consumer in- 
stallment buying and dealer inventory 
for the 1958 auto market, leaders of the 
sales finance industry said. Appraisals 
of the credit picture were given by offi- 
cials of the American Finance Confer- 
ence who spoke at a press conference 
at the Hotel Statler. 

“We don’t contemplate that there will 
be any shortage of credit to cut into 
the production and sale of 1958 autos,” 
said Robert L. Oare, board chairman of 
Associates Investment Co., South Bend, 
and AFC executive committee member. 

Higher money costs in 1958 will largely 
be absorbed by finance companies and 
dealers, although a slight increase in 
rates may reach the consumer, the panel 
agreed. 








SILAS R. FRANZ CO., Inc. 


Insurance I. mspections and Investi gations 


wv 


96 Fulton St., New York 38 - 


WoOrth 4-6141 














Cmil Will WH. Happy fo Se You 


AT HIS FINE RESTAURANTS 

23 PARK 7, 
Near Ann St., Y. 
Phone: WOrth 2-2514 
New, beautiful private dining room at 
23 Park Row. Ideal for Holiday pariies. 


EMIL PANGAL—Genial Host to Downtown Diners for over 27 Years 


213 PEARL STREET 
Near Maiden Lane, N. Y. 
Phone: Digby 4-2348 








A. J. Blasco, president of AFC and 
of Interstate Securities Co., Kansas City, 
said he felt that the consumer might 
have to pay up to $2.50 more yearly per 
$1,000 of sales credit in 1958—“which on 
a monthly basis would be insignificant.” 
Others agreed on this as a_ probable 
maximum for any increase. 

F. R. Wills, president of General Ac- 
ceptance Corp., Allentown, Pa., and an 
AFC director, said that his company’s 
current rates ‘reflect the recent increase 
in the prime rate of money and there- 
fore he doubts further adjustment in 
1958 will be necessary. 

“The consumer is paying very little 
more and in some cases less, than a 
decade or so ago,” said E. F. Wonderlic, 
president of General Finance Corp.. 
Evanston, and chairman of the AFC 
public relations committee. 

Asked about the recent trend in de- 
linquent payments and repossessions for 
non-payment, the panel reported a level 
generally below normal, with some slight 
increases recently. 

Indicating a good potential for the 1958 
auto market is the fact that “there are 
more consumer dollars available now 
than 12 months ago,” said Richard E. 
Meier, board chairman of Interstate 
Finance Corp., Evansville, and AFC's 
executive committee chairman. He 
added that the inventory of 1957 cars 
poses no problem. There was general 
agreement that liquidation of 1957 
models is orderly and is not unduly dis- 
turbing credit-buyer relationship. 

Rejecting any notion that consumers 
are over-extended in credit, Thomas W. 
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Rogers, AFC executive vice president, 
said that experience has shown that 
individual families are aware of what 
obligations they can properly assume. 


Navarre Favors Atomic 


Energy Plant in Mich. 
Commissioner Joseph A. Navarre of 
the Michigan Insurance Department 
favors development of an atomic energy 
plant in Michigan for peaceful uses, he 
revealed during a talk to the Jackson 
County Democratic club. He said crea- 
tion of such a plant is necessary to keep 
the state abreast of the times indus- 
trially. 

Mr. Navarre noted that during his 
recent European trip he discovered coun- 
tries there are forging ahead of the 
United States in use of atomic energy 
by industry. C.I.O. unions have bitterly 
opposed an atomic power project being 
built by private interests near Monroe, 
Mich, 

The Commissioner also took occasion 
to urge high level supervision and codifi- 
cation of insurance regulations by the 
states in order to ward off possible Fed- 
eral regulatory encroachments. He called 
it mandatory that states regulate insur- 
ance rates and policies to meet require- 
ments of Federal statutes. 


LONDON GROUP HOLIDAYS 
The U. S. branch of the London Group 
was open on Veteran’s Day, Novem- 
ber 11, but will be closed on Friday, 
November 29, the day following Thanks- 
giving Day, Kenneth J. Bidwell, chief 
executive officer, announces. Mr. Bidwell 
said the decision was based on a vote 
of its employes in New York. The Lon- 
don Group is comprised of the London 
Assurance, Manhattan Fire & Marine 
and Guarantee. 


DARCY GOES TO DETROIT 

The Royal-Globe Insurance Group an- 
nounces appointment of Frank M. Darcy 
as claims manager in Detroit. Mr. 
Darcy joined the group in 1946 in the 
3oston office. For nearly five years he 
has been manager of Royal-Globe’s office 
at Evansville, Ind., serving in that ca- 
pacity unti] his recent appointment in 
Detroit. 


YOUNG SPECIAL IN OHIO 

Ohio Farmers Companies have named 
Lloyd E. Young as special agent in 
southeast Ohio to succeed Howard Hol- 
linger, who recently resigned to assume 
a partnership in the Williams, Hollinger 
& O’Hanlon Agency at Mt. Vernon, 
Ohio 

Mr. Young will be associated with 
James M. Martin, state agent, in the 
Columbus office. 
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Casualty Actuaries to 
Meet in Phila. Nov. 21-22 


A. B. KELLY BANQUET SPEAKER 


Panel Discussion on “Recent Develop- 
ments in Automobile Rate-Making” 
to Feature Opening Session 


An interesting program has been pre- 
pared for the 43rd annual meeting of 
the Casualty Actuarial Society to be 
held November 21-22 at the new Shera- 
ton Hotel, Philadelphia. 

The meeting will convene Thursday, 
November 21 at 2:00 p.m. with a panel 
discussion on “Recent Developments in 
Automobile Rate-making.” The discus- 
sion will be moderated by Joseph Lin- 
der, consulting actuary of Wolfe, Cor- 
coran and Linder, New York. 

A banquet, preceded by a social hour, 
will be held that evening. The guest 
speaker will be Ambrose B. Kelly, gen- 
eral counsel, Factory Mutual Fire Insur- 


ance Companies of Providence, R. I. 
The Friday morning business session 
will feature the presidential address of 
Norton E. Masterson. vice president- 
actuary, Hardware Mutual Casualty, 
Stevens Point. Wis. Also on the agenda 
are the secretary-treasurer’s report, elec- 


tion of officers and admission of new 
associates and fellows. 
Presentation of the following new 


formal papers on current problems of 
the business will close the meeting: 
Four Formal Papers 
“Automobile Bodily Injury Liability 
Rate-making on a Prospective Basis” by 
J. Edward Faust, Jr., casualty and group 


actuary, Nelson & Warren, Inc., St. 
Louis, Mo. 
“Principles and Practices in Connec- 


tion with Classification Rating Systems 
for Liability Insurance as Applied to 
Private Passenger Automobiles” by Jo- 
seph M. Muir, secretary, Mutual Insur- 
ance Rating Bureau, New York. 
“Revision of Rates Applicable to a 
Class of Property Fire Insurance” by 
>. O. Shaver, actuary, Nationwide Mu- 
tual Fire, Columbus, Ohio. 
“Graduation of Excess Ratio Distribu- 
tions by the Method of Moments” by 
Lewis H. Roberts, National Bureau of 
Casualty Underwriters, New York. 


American Group Transfers 


Francis Madden to Newark 


Francis L. Madden has been trans- 
ferred from Philadelphia to the head 
office of the American Group in Newark 
and named staff superintendent in the 
bond-burglary-glass department, it is an- 
nounced by Vice President Fred H. 
Doenges. 

Mr. Madden began his insurance career 
in 1935 as a policy analyst with the 
Pennsylvania Insurance Department, 
later becoming chief policy analyst. He 
joined Standard Accident in 1938 and 
Was soon appointed bond and casualty 
special agent covering the central Penn- 
sylvania. He was transferred to Phila- 
delphia in 1941 as assistant manager of 
the Standard Accident’s branch office 
bond department. He was promoted to 
bond manager in 1947, 

In 1954 Mr. Madden joined American 
Automobile as bond manager in Phila- 
delphia. 

Mr. Madden attended the University 
of Pennsylvania. He is a past president 
of the Surety Underwriters Association 
of Philadelphia. 


John R. Wiest Joins 
Citizens Casualty 


FORMER HOLLAND-AMERICA V.P. 


Will Have Chabes of Underwriting at 
Citizens; Special Attention to Devel- 
opment of Special Risks 


Wiest, former vice president 
Holland-America Group has 
joined the Citizens Casualty of New 
York. Mr. Wiest, now a vice president 
of Citizens, 





John R., 
of the 


is in charge of underwriting 


Matar 


JOHN R. WIEST 


for the He will give special 
the 
excess of 


company. 
the 
special 


attention to development of 


company’s risks and 
loss departments. 
Mr. Wiest 


board from 
an insurance 


to the eastern 
City, Mo. He 
background of 
years as statistician, 
supervisor of auditing and engineering, 
procedures administrator and underwrit- 
ing superintendent. He holds a B.A. 
degree from Franklin and Marshall Col- 
1944. He 
quently took special courses in actuarial 
and statistical insurance for casualty, 
fire and life, at the University of Penn- 
sylvania, Philadelphia. 


comes sea- 


Kansas has 
some 25 
and 


rate analyst 


lege, Lancaster, Pa., in subse- 


Wide Experience 


Many branches of insurance require 
specialists and technicians who can be 
of help to agents and brokers in devising 
programs that will provide best protec- 
tion for their clients. Mr. Wiest’s train- 
ing and experience fit him admirably 
for this task. During his years of insur- 
ance experience, in both the American 
domestic companies and foreign surplus 
lines markets, he has been in charge of 
auditing and safety engineering, rat- 
ing analysis and procedures, statistical 
research, product design, underwriting 
and administrative planning. 

In addition to being an insurance spe- 
cialist, Mr. Wiest has the distinction of 
being qualified to teach. He holds sec- 
ondary teaching certificates for Penn- 
sylvania, New York and New Jersey. 
He is a member of Kiwanis, the Luth- 
eran Laymen’s League and the United 
States Coast Guard Reserve. 





L. S. Jones to Retire 
Dec. 31 from the Ocean 


H. W. MILLER SUCCEEDS HIM 


T. B. Kelley Will Be Promoted Jan. 1, 
1958, to Deputy U. S. Manager of 
Commercial Union-Ocean Group 





On December 31 Laurence S. Jones 
will relinquish the posts of United 
States manager of the Ocean Accident 


& Guarantee and president of the Co- 
lumbia Casualty and will retire on pen- 





H. W. MILLER 


sion after over 34 years of loyal and 
able service to the organization. 
Mr. Jones will be succeeded by H. 


W. Miller who will become United States 
manager of the Ocean Accident and 
president of Columbia Casualty in addi- 
tion to his present position as general 
United States attorney and chief officer 
of the Commercial Union-Ocean Group 
in this country. Mr. Miller also con- 
tinues in all other official —_—_ he 
— holds in the companies of the Group. 

Effective January 1, 1958, T. B. Kel- 
ley will be appointed deputy United 
States manager and vice president for 
the companies in the Group. 

Their Respective Careers 


Mr. Jones, a native Minnesotan, re- 
ceived his L.L.B. degree from the Min- 
nesota College of Law and was admitted 
to the Bar in 1923. In July of that year 
he joined the Ocean Accident in its 
claims department, Minneapolis branch 
office. He served similarly at the St. 
Paul office and later became superin- 
tendent of claims in Chicago. In 1930 he 
was appointed assistant manager of the 


Chicago office and in 1939 became its 
manager. 
Mr. Jones was appointed assistant 


United States manager in 1946 at which 
time he moved to the head office in New 
York. On July 1, 1947, he was promoted 
to United States manager of the Ocean 
Accident and president of the Columbia 
Casualty in which capacities he has 
served ever since. 

Mr. Miller, native of Richmond, Va., 
joined Commercial Union in 1914. Five 
years later he was appointed special 
agent at Syracuse, N. Y. He was ap- 
pointed secretary of the company in 
1935 and three years later moved up to 
assistant United States manager. His 
next promotion came in 1948 when he 
was named United States manager, fol- 
lowed by his appoinment in 1953 to be 
general United States attorney of the 
Group. 

One of the best known executives in 
the fire-casualty ranks, Mr. Miller 
served two years as executive commit- 
tee chairman of the National Board of 
Fire Underwriters (1954-56) and was 
then elected vice president of the Board. 
He was re-elected to this post at its 

(Continued on Page 52) 


Has Strong Arguments 
For Excess of Loss 


VARNADORE OF TIMBER CO. 


Tells AMA Conference Why His Com- 
pany Has Found Excess Covers Con- 
sistent With Its Philosophy 


the strongest 
Insurance” on 


advocates of 
the 
fall insurance 


One of 
“Excess American 
Management Association’s 
program in Palmer House, 
November 13-15, Lon 
insurance manager of 


Chicago, 
was Varnadore, 
Weyerhaeuser 
Timber Co., Tacoma, Wash. He took the 
place of Albert J. Ingley, insurance man- 
ager, Diamond Alkali Co., Cleveland, on 
the panel relating to “The Use of Excess 
Insurance—Its Impact on Risk Manage- 
ment.” 
Setting the 





stage for his remarks Mr. 
Varnadore said that his company owns 
and manages over 3,000,000 acres of 
forest lands located in the Pacific North- 
west and in the southeastern region of 
the United States. Harvest from these 
lands is calculated to provide a continu- 
ous supply of raw materials for the 
diversified manufacture of forest prod- 
ucts. Approximately 20,000 employes in 
60 plants, he said, are engaged in mak- 
ing products of wood, woodpulp and 
paperboard, which are distributed and 
merchandised nationally. Subsidiary com- 
panies operate steamships, railroads and 
terminal facilities. 

The forestry and timberland division 
of Weyerhaeuser Timber Co. has dealt 
for years with the elimination and re- 
duction of the natural forest hazards of 
fire, insects, disease and weather for 
which no ordinary insurance coverage 
is available. “We have learned that the 
best managed forests have the lowest 
loss ratios,” said the speaker. 


Reasons for Using Excess Covers 


Mr. Varnadore made clear that this 
concept of risk management is inherent 
in his company’s approach to the pur- 
chase of commercial insurance for fire 
and casualty risks to which its plant 
facilities and operations are exposed 
“We have found excess of loss covers 
to be consistent with this philosophy,” 
he added, “and are extremely useful tools 


in building a well-rounded insurance 
program.” 
Giving his reasons for using excess 


covers, the speaker said that “we aim 
to take care of the major or catastrop! 
His company does not purchase 
commercial insurance for calculated 
that can readily be absorbed or 
reasonably assumed. “We wish avoid 
dollar trading arrangements with insur- 
ance carriers which is an economic 
waste ... We firmly believe we can ob- 
tain more effective use’ of premium dol- 
lars by planning insurance for the loss 
which will materially affect our financial 
position. This is sound economics for the 
underwriter and puts him in his rightful 
place as a true purveyor of indemnity 
where it is needed most,” Mr. Varnadore 
emphasized. 

He then pointed to excess covers as 
an incentive to loss prevention, saying: 
“We agree with excess underwriters not 
to insure our retention. Obviously this 
focuses attention on losses and loss pre- 
vention. We are dealing with causative 
hazards, intently, because we are ‘on the 
line’ so to speak for a sizable portion 
of the loss and we do not wish to dis- 
turb our reinsurer (the excess under- 
writer) except in a major loss situatior 

“Where operating divisions are re- 
quired to absorb losses up to the limit 
of our retention, we find there is a real 
incentive and an abiding interest in loss 
prevention. Further, the operating divi- 
sions are rewarded by sharing in the 
savings realized in premium costs.’ 


loss.” 


losses 


Economies in Administration 


The speaker is convinced that an ex- 
cess cover makes for economies in ad- 
ministration. He referred to one instance 
where over 150 policies were replaced 
with one excess of loss contract. “You 

(Continued on Page 52) 
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Robert B. Douglass Elected President 
Of Insurance Federation Of New York 


There were over 1,300 persons at the 
43rd annual luncheon of the Insurance 
Federation of New York, Inc., held 
November 7 in the Waldorf Astoria. The 
annual meeting held during the morning 
elected Robert B. Douglass, insurance 
agent, Potsdam, N. Y., to be president 


of this All-Industry organization. Mr. 
Douglass succeeds Victor T. Ehre, pres- 
ident, Buffalo Insurance Co. 

Other newly elected officers include: 


ROBERT B. DOUGLASS 
Chairman George F. Avery, vice presi- 
dent, United States Fidelity & Guaranty; 
first vice president, Albert E. Mezey, 
president, Hoey, Ellison, Frost & Mezey. 
Officers re-elected were: Vice Chairman 
Norman T. Robertson, superintendent of 
agents, Zurich American; vice presi- 
dents, Clarence A. Borst, vice president, 
U. S. Casualty and Edward W. McAn- 
drews, partner, Hall & Henshaw; treas- 
urer, Charles Flay, Jr., resident man- 
ager, Fidelity & Casualty and assistant 
treasurer, Melvin A. Holmes, vice pres- 
ident, Frank B. Hall & Co. Secretary is 
Russell Edgett and Alexander Heid, Jr., 
is assistant secretary. 

The newly elected members of the ex- 
ecutive committee are George F. Avery; 
Robert E. Curry, vice president, John 
F. Curry Agency; Victor T. Ehre, John 
Langhorne, partner, Flynn, Harrison and 
Conroy; Theodore R. Tuke, of Charles 
H. Tuke, Rochester; John N. Walsh, 
Jr.. Norman Duffield & Co., and John 
C. Weghorn, president, John C. Weg- 
horn Agency. 


Career of President Douglass 


The new president, Mr. Douglass, is 
chairman of the legislative committee 
of the New York State Association of 
Insurance Agents. He graduated from 
Syracuse University in 1942 and entered 
insurance tl] year as manager of the 
Potsdam | 1 of the Milton M. Pitt 
Agency of Canton. In 1946 Mr. Douglass 
purchased the branch office and oper- 
ates his own insurance and real estate 
agency. 

For the New York State Association 
of Insurance Agents Mr. Douglass has 
served on the executive committee and 
board of directors and has been chair- 
man of the education and agency man- 
agement, convention and forum commit- 
tee and also on the membership com- 
mittee. 

In community work Mr. Douglass is a 
past secretary of the Potsdam Rotary 
Club, member of the executive council, 
30y Scouts of America at St. Lawrence, 
as well as various other civic posts. 

Chairman of the luncheon committee 
was Joseph A. Neumann, president 
Flynn-Neumann Agency, and vice-chair- 
man was Clarence A. Borst, vice presi- 
dent, U. S. Casualty. They had as guest 











speaker Arch N. Booth, executive vice 
president, Chamber of Commerce of the 
United States, who took as the title 
of his talk “In League With The Fu- 
ture.” 
Guests of Honor 

Guests of honor included New York 
Superintendent Leffert Holz, First, Dep- 
uty Julius S. Wikler and Deputy Super- 
intendents George J. Gross, Arthur 
Lamanda, Aloysius J. Maickel and Rob- 
ert J. Malang. Also attending the lunch- 
eon were Paul L. Bleakley, Board of 
Underwriters, and New York State Sen- 
ators William F. Condon, Thomas J]. 
Cuite, Nathaniel T. Helman, William S. 
Hults, Jr., and Herbert I. Sorin. 


AVERY 


GEORGE F. 


Luncheon greeting was given by John 
C. Weghorn who is chairman of the 
executive committee of the Federation. 
Mr. Weghorn said that while it is not 
possible to predict what the future has 
in store, the insurance industry must 
be adaptable enough to adjust to the 
change. Change, however, he said, “does 
not mean forsaking basic principles, but 
rather, it means applying them to the 
new situation.” 

Mr. Weghorn pointed out: “Here in 
New York State, the insurance center 
of the world, there is a greater need 
than ever for our industry to work with 
the Federation on legislative matters 
which affect the entire community. We 
must remain alert to preserve our free- 
dom of action. This is the path toward 
greater accomplishment.” 

Mr. Weghorn expressed thanks to Jo- 
seph A. Neumann. Introducing Insurance 
Superintendent Leffert Holz, Mr. Weg- 
horn paid tribute to Mr. Holz’s hard 
work to keep the industry on an even 
keel and said that while all may not 
always agree with Superintendent Holz. 
everybody has the highest respect for 
him. 

Outgoing President Victor Ehre spoke 
of the hard times through which the 
insurance industry is now going. The 
speaker got a laugh when he told of 
his experience since becoming president 
of Buffalo (in January 1956). A friend 
explained to Mr. Ehre (a company pres- 
ident two years now) that “one of the 
fundamentals of success is timing, and 
you Victor have an awful sense of tim- 
ing!” 

Mr. Ehre referred briefly to the efforts 
of the Federation during his presidency 
in promoting the Scholarship Award, 
public relations, the membership drive 
and “the battle for the pre-eminence of 
Free Enterprise.” 

Mortimer E. Sprague, vice president, 
Home Insurance, spoke briefly and in- 
troduced the guest speaker, Mr. Booth. 





NORMAN T. ROBERTSON 


The speaker predicted that 1958 will be 
a time of continuing business re-adjust- 
ment with no widespread slump in sight. 
Chamber of Commerce economists, he 
said, see a levelling off of business 
growth, but no cause for alarm. Looking 
ahead five years, Mr. Booth forecast 
“the greatest boom in business history 
—a boom of the first magnitude.” But 
he stipulated that the 1962 boom would 
depend upon decisions in Congress and 
the Administration which help to de- 
termine the national business climate. 

The 1962 boom would be based on the 
multiplicity of demands by a whole new 
set of customers with wants and needs, 
and with purchasing power. These cus- 
tomers in 1962 are the children of post- 
World War II marriages who will by 
then be setting up their own homes and 
creating the wide market homemaking 
suggests. 


Lists Major Issues In Congress 


Turning to the hazards to business 
climate in the years ahead, Mr. Booth 
asserted: “If we are to enjoy good bus- 
iness then we must have a. phil- 
osophy back of our national policies .. . 
conducive to good business—and not a 
philosophy that frowns on free enter- 
prise... .” The key to preservation of 
the profit-and-loss system in America, 
he said, is to avoid “unnecessary gov- 
ernmental restraint. Unless we succeed 
in doing this, then private business, as 
we know it today, will be out the win- 
dow.” 

Mr. Booth listed nine categories of 
issues of major importance to business 
which will be up for action in the sec- 
ond session of the 85th Congress. The 
issues: Federal spending; tax reductions 
and revision; government competition 
with private business; labor union 
abuses; economic controls over business; 
Federal intervention in free agriculture 
and in state and local affairs; social se- 
curity expansion and socialized medicine, 
and renewal of the trade agreements 
program. 

He urged business men to become 
thoroughly familiar with these issues, 
decide where they stand, and make their 
views known to Congress. The private 
business system today is “under attack” 
he said, by those who believe the econ- 
omy cannot function without governmen- 
tal direction, aid or support. 


Indemnity of North America 
Opens Office in Milwaukee 


Indemnity Insurance Co. of North 
America opened a field office November 
1 at 611 North Broadway, Milwaukee 
under the direction of Frank C. Oser. 
The new office, under the general super- 
vision of the Chicago service office, will 
provide production and _ underwriting 
service to Wisconsin agents. 

The Milwaukee field office will handle 
casualty and bond business only, a 
company spokesman pointed out, and is 
not to be confused with the Wisconsin 
service office of Insurance. Company of 
North America and Philadelphia Fire & 
Marine Insurance Company which is lo- 
cated in Oconomowoc, Wis. 


1% of Gross Prem. For 
Agents On Advertising 


SUGGESTED BY KEMPER AD. MGR. 


Michigan Mutual Agents Told To 
Stress the Individuality of 
Their Service 


Robert P. Palmer, advertising man- 
ager of the Kemper Group, addressing 
the 11th annual meeting of the Michi- 
gan Association of Mutual Insurance 
Agents last week in Detroit, said that 
personal identification provides the best 





ROBERT P. PALMER 


means for selling the intangibles of in- 
surance through advertising. 

“What you should advertise is YOU,” 
he declared. “You should put the em- 
phasis in all your advertising on the 
things that are different about you as 
compared to your competition. For- 
tunately, the things that are different 
about you are exactly what the public 
wants — agency service with low net 
cost.” 

Newspaper advertising has a very im- 
portant place in an agency’s advertising 
program, Mr. Palmer said. 

“Local newspaper advertising can be 
utilized for a steady, year-’round ‘name- 
building’ program as a_ back-drop for 
all advertising and sales efforts. Such 
advertising,” he pointed out, “should pre- 
sell prospects on your services and 
should highlight your two biggest com- 
petitive appeals—personal service as a 
local business man and insurance expert 
and the dividend-paying policies you 
write.” 

Direct Mail Offers Most Help 

Mr. Palmer suggested, however, that 
agents make direct mail their principal 
advertising effort. “Direct mail offers the 
most help per dollar invested by any 
agent,” he said. “It will sell your bread 
and butter lines throughout the year by 
selling prospects in advance by provid- 
ing you with leads and by developing an 
expiration file for follow-up.” 

Mr. Palmer urged agents to use ma- 
terials provided by the advertising de- 
partments of companies they represent 
and to seek professional assistance on 
specific advertising problems from these 
same sources. 

He recommended also that agents use 
direct mail, window displays and news- 
paper ads as a local tie-in with the 
national advertising programs of their 
companies. 

“By doing this, you can label your 
agency as the place where a prospect or 
policyholder can get the service, secur- 
ity and savings that your companies’ 
national advertising has been talking 
about.” 

As regards an agency’s advertising 
budget, Mr. Palmer reminded agents 


(Continued on Page 53) 
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Insuring Company Aircraft As Seen 
From The Viewpoint Of The Buyer 


B. W. Nicholls of Standard Oil Outlines the Coverage Needed 
By Companies Owning or Chartering Their Own 
Planes; Expanding Market 


B. W. Nicholls, assistant secretary and 
assistant treasurer, Standard Oil Co. 
(Ohio) of Cleveland, at the morning 
session yesterday (November 14) of the 
AMA Fall meeting, discussed the insur- 
ing of company aircraft from the view- 
point of the buyer. “Insuring aircraft,” 
he said, “is not an outer space prob- 
lem .. . it should be approached as 
another operational risk exposure which 
should be reviewed, analyzed and stud- 
ied by the risk manager in the same 
rational manner as any other company 
risk problem.” 

The speaker indicated the growth of 
this activity. “Last year,” he pointed 
out, “corporate pilots flew four and one- 
half million hours in planes of all types 
from single engine and light twins to 
the latest multi-engined air transports, 
including turbo prop aircraft. This 
means that corporate flying accounts for 
more aircraft hours and more aircraft 
miles than are logged by all United 
States domestic airlines, even though 
these lines do carry more passengers. 

“Today the company plane has_ be- 
come a necessity in many corporate op- 
erations. It is definitely a management 
tool in 1957.” 

Mr. Nicholls discussed the degree of 
exposure involved in such risks; the 
coverage needed and the market through 
which these coverages are available. 

Factors in the Exposure 

In appraising the exposure, -he said, it 
is necessary to consider the company 
property, legal liability, workmen’s com- 
pensation and employers’ liability as 
well as special protection for employes 
and guests. The property owned by or 
in custody of the company, Mr. Nicholls 
explained, will normally comprise air- 
craft, spare parts, aircraft equipment 
and engines, and such facilities as hang- 
ars, ramps and equipment which will be 
used in the operation of the aircraft. 

“In view of the fact that aircraft, air- 
craft parts and equipment are in most 
cases costly, full details as to the na- 
ture, expendability, and replacement po- 
sition of such property should be clearly 
established in order that proper insured 
values may be considered,” the speaker 
pointed out. “After all facts are known, 
the risk manager should appraise his 
company exposure in relation to his 
over-all normal buying practices. 


Factors in Legal Liability 


“The question of legal liability must 
involve a consideration of liability to 
third parties for bodily injury and prop- 
erty damage arising from the operation, 
maintenance or use of aircraft, or aris- 
ing from the ownership, maintenance or 
use of facilities in connection with the 
aircraft. As to the ground exposure, 
excluding aircraft. it is necessary to 
consider the premises and operation ex- 
posures at airports; make certain that 
the aircraft division of the company re- 
ports all activities of non-owned aircraft 
for purpose of making certain that any 
non-owned aircraft leased, borrowed or 
used by the company is properly insured 
and make certain that the risk man- 
ager is kept advised of any planes be- 
longing to others that may be stored 
on the company premises.” 

In addition to the legal responsibility 
to passengers, the speaker said, com- 
pany policy must be established to de- 
termine whether or not additional bene- 


fits over and above workmen’s compen- 
sation (on employes) and passenger lia- 
bility on guests should be provided. 

It is particularly necessary, Mr. Nich- 
olls said, to have the question of the 
company’s view of exposure. He feels 
that considerable, if not unlimited, dis- 
cussion will rage among management 
as to whether the company should con- 
sider the exposure in the light of a 
legal obligation or a moral _ responsi- 
bility to employes and their guests. 


Magnitude of the Risks 


Mr. Nicholls continued: “I believe it 
would be advisable to emphasize the im- 
portance of determining correct expo- 
sure by giving you some idea of the 
risks involved. (a) Aircraft used by 
companies today can be valued as low 
as $15,000 or $20,000 for single engine 
equipment and as high as $1,000,000 for 
multi-engine equipment. From the rec- 
ords it would be safe ao say that the 
majority of corporations have aircraft 
valued somewhere in the neighborhood 
of $150,000 to $400,000. (b) Looking at 
the legal liability picture we are con- 
stantly exposed on major airports to 
damaging airlines equipment which is 
generally valued today in the area of 
2,000,000, and by next year this airline 
equipment valued at $5,000,000 will be 
on many airports. 

“This only accounts for the hull dam- 
age that might be done. These airline 
ships today carry anywhere from 60 to 
90 passengers, whereas by next year we 
will be faced with company aircraft 
operating at airports having commercial 
planes having passenger capacities of 
from 80 to 120. 

“(c) In addition to the airline expo- 
sures at airports as well as the expen- 
sive hangar and ramp facilities, we 
cannot overlook the possibility of com- 
pany aircraft crashing in densely popu- 
lated areas or costly industrial proper- 
ties, any one of which could involve 
millions of dollars of liability to the 
company. 

Mr. Nicholls proceeded to outline the 
coverages needed for such exposures 
mentioned. The insurance, he explained, 
is similar to marine hull or automobile 
physical damage insurance, protecting 
the company in the event of physical 
loss or damage to the aircraft itself. He 
pointed out that in establishing the 
value to be insured determination should 
be made as to what equipment ordi- 
narily used in the airplane should be 
insured as part of the hull. 


Aircraft Hull Insurance 


As hull insurance is normally written 
on a valued form basis without depre- 
ciation the value agreed upon at the 
time of placing is an important consid- 
eration, Mr. Nicholls pointed out. He 
also said that aircraft hull insurance is 
usually written on an all risk, rather 
than a named peril basis. It may be 
written to cover both ground and flight 
risk, or alternatively ground risk only. 
Deductibles s are usually applied to ground 
and flight perils separately. Sometimes 
a single deductible applies over-all, 
though in recent years, the speaker said, 
“competition among insurance carriers 
has caused these deductibles to be ma- 
terially reduced and in many cases elim- 
inated altogether.” 


Liability Insurance 


The speaker said that aircraft lia- 
bility was usually subdivided into three 
categories, public liability, property 
damage and passenger liability. He 
pointed out that the single limit ap- 

(Continued on Page 48) 
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U.S. F.& G. Workshop Sessions At Grossinger’s 


Produced Wealth Of Timely Information 


One of the features of the recent edu- 
cational meeting of the United States 
F. & G’s New York branch office at 
Grossinger’s in the Catskills were the 
workshop sessions, well attended, which 
were conducted simultaneously from 9 
am. to 9:50 am, and then repeated. 
Conducted under the general chairman- 
ship of Kenneth C. Edgar, CPCU, gen- 
eral pag a ger of casualty lines in 
the New York office, each workshop had 
its own moderator. 

Workshop “A,” moderated by Mr. 
Edgar, centered attention on compre- 
hensive general liability. Panelists were 
Harold Oshlag, CPCU, who conducts his 
own agency in Westchester County, 
1. Y.; Joseph B. Riley, U.S.F. & G.’s 
superintendent of payroll auditing ; 
Patrick R. Croce, U.S.F. & G.’s super- 
intendent of suburban casuz alty lines, and 
John P. Pendergast, superintendent of 
compensation and liability lines in the 
New York office. 

Workshop “B,” conducted by Harold 
M. George, assistant general superin- 
tendent of casualty lines, featured a dis- 
cussion of comprehensive automobile lia- 
bility ‘trends. Panelists included Kings- 
ley Kelly, vice president of Seaman & 
Eisemann, Inc., Freeport, L. I. agency; 
Charles O Schobel, U.S.F. & G.’s gen- 
eral superintendent of claims; James A. 
McLaughlin, superintendent of island 
casualty lines, and Theodore G. Smith, 
superintendent of the renewal depart- 
ment, 

Workshop “C,” moderated by Mac- 
Donough Foard, general superintendent 
of U.S.F. & G.’s fire-marine department, 
featured “Income Protection for Your 
Clients—Income for You.” Mr. Foard 
felt that business interruption insurance 
could be best described as “income pro- 
tection” and he stressed this point in his 
introductory remarks. His panelists in- 
cluded Martin M. Goldberg, CPCU and 
CLU, who heads his own firm in New 
York; Alfred P. Clifford, superintendent 
of the fire department; William Holz- 
apfel, superintendent of the inland ma- 
rine department, and Emmett Barcalow, 
underwriter. 

The following gives excerpts from each 
of the talks made by the panelists. Each 
was given keen attention by the agents 
aos brokers who were the guests of the 
U.S.F. & G. at this educational gather- 


ag 
Harold Oshlag 


Speaking from the viewpoint of the 
producer, Mr. Oshlag’s major point was 
J 


that the comprehensive general liability 
policy “is the broadest form of liability 
insurance that you can provide for your 


described it as a package 
1 sense that all of the cov- 
erages formerly were purchased under 
the individual coverages of O.L. & T., M. 
& C., elevator, independent contractors, 


insured.” H 
policy in tl 


products, contractual, etc, 
One of the important features of the 
comprehensive policy, in his opinion, is 


the special coverage endorsement. Mr. 
Oshlag said that, in effect, this endorse- 
ment makes certain protection for the 
insured even if he forgets to tell his 
agent about a new exposure occurring 
during the policy term. “The company 
not only covers the risk,” said the 
speaker, “it takes the risk of collecting 
the premium for the exposure at the time 
of the final audit.” 

Mr. Oshlag made a number of helpful 
suggestions, summarized as follows: 
“Don’t forget to include the occurrence 
endorsement for B.I. and if you can get 
it, for P.D. Personal injury—instead of 
bodily injury—to cover False Arrest, 
libel and slander is also available. Then 


ascertain if there is an X, C or U expo- 
sure where the manual classification ex- 
cludes it, and if there is an aircraft, 
owned or non-owned exposure—ditto as 
to vehicles. Don’t forget high enough 
limits—$100/300 B.I. $25 P.D. is getting 
out of date. Watch the claim records 
and think high. 

“T don’t want to infringe on what will 
be told to you at the Automobile panel 
but I do recommend that the CGL be 
used in conjunction with the Compre- 
hensive Automobile policy. It can be 
combined into a Comprehensive General 
Automobile policy, known as a CGA 
Just about every liability coverage avail- 
able can be packaged so that there can 
be no gaps in your insured’s coverage 
You who might otherwise lie awake 
nights wondering whether you covered 
ev erything, can now get a good night’s 


sleep.” 
Joseph B. Riley 


Mr. Riley opened up by saying that 
not too many decades ago the payroll 
auditor was considered by many com- 
panies to be a necessary evil of the 
business. He was someone who would 
call on an insured, pick up whatever 
figures were prepared for him. He was 
not expected to make a thorough exam- 
ination of the records to determine the 
accuracy of the figures. 

However, in 1941 the results of an in- 
vestigation by Bernard Botein. then as- 
sistant district attorney in New York 
(now Supreme Court chief justice, New 
York County) were published and in his 
report Mr. Botein spoke as follows of 
the payroll auditor: 

“In him reposes the responsibility very 
frequently, for a carrier profiting or los- 
ing money on a risk. It is he who is 
called upon to examine the books of an 
assured, to ascertain the gross payroll 
and the manner in which it should be 
allocated into classes under the manual. 
It is he who must check the classifica- 
tions and decide whether the proper 
classifications are being used in the 
determination of the premium.” 

Mr. Riley said that the payroll auditor 
has the responsibility (in connection with 
the comprehensive liability policy) for 
developing the earned premium for all 
hazards originally specified in that policy 
or developed during its term. These haz- 
ards, he explained, involve not only the 
adjustable type such as payroll, sales, 
receipts, but also those predicated on 
fixed rates. 

The speaker said that agents and brok- 
ers can make the auditor’s job easier 
it they will (1) explain to insureds that 
the auditor has the responsibility to 
check all records thoroughly in making 
his audit; (2) inform the auditor promptly 
if an insured is going out of business 
“so that an audit can be made while 
the books are still available; (3) keep 
an adequate advance premium on all 
risks. Mr, Riley then brought out the 
many ways in which the auditor can be 
helpful to the agent and broker: 

“As was brought out in the Botein in- 
vestigation he may be the difference be- 
tween profit and loss on a risk. He may 
also be the difference between profit and 
loss on your account with the company. 

“By making a prompt audit when re- 
quested by you he may facilitate the 
collection of premium or may help your 
insured secure a return premium quickly 
and thereby cement relationships be- 
tween you, the insured and the company. 

“Where he runs into records which 
have not been set up properly he can 
explain the proper setup to the insured 
so that the insured will not be over- 
charged. Remember the auditor must 


abide by the rules of the manual but he 
can explain to the insured how to live 
up to these rules and regulations. 

“If the payroll is not segregated he 
must apply the highest rate. However, 
he will point out to the insured how to 
meet this requirement so that it will not 
be necessary to overcharge him.” 


Patrick R. Croce 


Speaking on the importance of prod- 
ucts and completed operations. Patrick 
R. Croce considered first the seller’s lia- 
bility. He pointed out that a person who 
purchases one of the thousands of 
articles on the market, relying on the 


seller’s word that the product i is harmless 
or fit for a certain purpose, “has a course 
of action if it proves to be dangerous or 
otherwise causes damages. A dealer is 
charged with knowledge of the accepted 
usage of common products, if a buyer, 
not specifying any particular brand, but 
relying on the dealer’s judgment, has an 
implied warranty that the article supplied 
will be reasonably fit for its intended 
use.” 

The further point was made that “one 
who places on the market for sale as his 
own product an article manufactured 
by another, without stating the name of 
the manufacturer, may well be liable to 
the same extent as though he were, in 
fact, its manufacturer, if there should re- 
sult injury or damage because of negli- 
gence in its production.” 

Speaking of “dangerous instrumen- 
tality” the speaker said: “At one time a 
manufacturer was liable for injuries re- 
sulting from inherently dangerous prod- 
ucts, as for example, drugs, explosives, 
foods, poisons, acids. In more recent 
years this precept of ‘dangerous instru- 
mentality’ has burst far beyond its orig- 
inal boundaries. The principle under- 
lying this modern tendency to enlarge 
the maufacturers’ and sellers’ liability 
for defective products is now no longer 
necessarily confined to articles or things 
iminently dangerous, but embraces 
products not inherently dangerous or 
destructive in character .. .” 


“Completed Operations,” a Much Needed 
Coverage 


Discussing “completed operations” Mr. 
Croce explained: “Companies engaged 
in repair, installation, maintenance, or 
construction operations also need protec- 
tion if injuries to third parties result 
from faulty material or workmanship 
after the job is completed. It has been 
my experience that amazingly few in- 
sureds have completed operations cover- 


age. Unfortunately, there is a general 
feeling that this coverage is necessary 
only for so-called large risks. However, 
as examples, the small firm installing or 
repairing television sets, or the one man 
plumbing contractor have a vital need 
for this often overlooked protection. 

“It is sometimes forgotten that under 
the products and completed operations 
hazard, coverage is extended for claims 
incurred during the policy term, even 
though the product was sold or the job 
completed prior to the inception date of 
the policy. Conversely, no coverage is 
afforded for claims incurred after the 
policy has expired even though the prod- 
uct was sold or the work performed dur- 





Photo by David Lamb 
Kenneth C. Edgar shown as Moderator of Comprehensive General Liability Workshop 


ing the policy term. It is interesting to 
note that insurance companies are rarely 
asked to keep in force the products and 
completed operations coverage after an 
insured goes out of business.” 


John P. Pendergast 


John P, Pendergast centered his atten- 
tion on contractual liability insurance, 
explaining that it means in a broad sense 
the entire agreement between two or 
more parties, orally or in writing. How- 
ever, in casualty insurance, the term 
means that the legal liability of the 
indemnitor, in whole or in part, is as- 
sumed by and becomes the responsibility 
of the indemnities, by reason of the 
phraseology in a written contract or 
agreement. Oral contracts can be bind- 
ing but are not insured because of the 
difficulty of determining the exact terms. 

The speaker noted that contractual 
liability is also known under other names, 
such as hold-harmless agreements, save 
harmless agreements or indemnity agree- 
ments. These phrases, he said, are 
frequently combined as when an in- 
sured agrees to “indemnify and save 
harmless.” Further along Mr. Pender- 
gast brought out: 

“Construction contracts, which essen- 
tially are written agreements to provide 
materials, skilled labor and proper and 
adequate supervision to acomplish a 
carefully planned and guaranteed result, 
almost always include a promise by the 
contractor that he will assume the lia- 
bility of the other party or parties to the 
contract in whole or in part. F 

“Such agreements, as well as lease of 
equipment agreements and those ex- 
cluded from automatic free coverage and 
other more infrequently encountered 
types of contract, are excluded in the 
basic policy but may be included for a 
proper premium charge. As the location 
of construction and the risk assumed 
by the company varies widely from job 
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to job, usually the premium for con- 
tractual liability coverage is calculated 
carefully for each job. 

“Frequently the words used to set 
forth the liability assumed by the in- 
sured are complex and difficult to puzzle 
out, We have come to realize, however, 
that it is impossible to assume more than 
the liability of all of the parties to the 
contract and within the coverage af- 
forded by the policy it is not too difficult 
to determine with which of the fore- 
going three classes each contract is 
properly indentified. 

“While we usually underwrite each 
contractual agreement by itself, we are, 
however, willing to consider affording 
blanket contractual liability insurance 
for all such liability assumed by a con- 
tractor insured during the policy year. 
The premium is calculated on all receipts 
during the period times an average rate. 
This average rate must contemplate in 
proper proportion the average number of 
4imited,’ ‘intermediate’ and broad form 
agreements usually agreed to by the con- 
tractor in an average year. Considera- 
tion must also be given to whether or 
not the contractor is usually required to 
furnish owners’ and/or contractors’ lia- 
bility insurance in the name of the owner 
or general contractor. The usual type of 
construction and the possible effect of 
the labor law are also given proper 
weight. Obviously we must know each 
insured and be familiar with his usual 
operations so that the average rate will 
be fair and equitable to the insured and 
the company.” 


Charles O. Schobel 


Charles O. Schobel put his emphasis 
on the need for prompt reporting of 
claims in today’s market. He said that 
10 to 15 years ago producers were not 
required to make prompt reports on 
claims, but today with lawyers so ac- 
tive in soliciting accident cases “it’s very 
important for you to be on the job 
quickly.” 

Mr. Schobel told his audience that 
today less than 30% of the claims re- 
ceived at the New York office have a 
chance of being settled without inter- 
vention of an attorney. “When the at- 
torney gets into the picture he brings 
into action all his skill so as to get as 
large a settlement as possible,” said the 
speaker. 

He also noted that conflict of medi- 
cal testimony often occurs. This and 
other factors often result in long de- 
lays in getting suits settled, and the 
end result is an increased loss ratio. 
“We have no control over loss ratios 
when an accident case goes into suit,’ 
Mr. Schobel emphasized. 

His frank advice was to analyze the 
situation when a bad accident occurs 
and “give us all the help possible. Get 
names and addresses of claimants, as 
well as witnesses at the scene of the 
accident, and if it occurred at night be 
sure to call us through Operator 25.” 


James A. McLaughlin 


James A. McLaughlin lamented the 
fact that CAL policy has had sluggish 
selling. He felt that the reason for it 
is that originally the policy carried a 
high minimum premium which no longer 
exists. He urged the agents and bro- 
kers at the Workshop “B” session to 
concentrate their sales efforts on this 
policy which was designed for commer- 
cial risks. Among other things he said 
that “we are still selling $5,000 P.D.” 
and that the CAL policy had further 
usefulness from the standpoint that 
drive-other-car and medical payments 
riders are included. 


Theodore G. Smith 


Speaking on “The Practical View- 
point” Theodore G. Smith said that 
comprehensive automobile liability poli- 
cies now available are the family auto- 
mobile policy, the garage liability policy, 
and the comprehensive automobile lia- 
bility policy which was designed for 
commercial risks. Some of the points he 
made are as follows: 

“The family car constitutes the vast 
majority of automobile exposure; there- 


CREDIT FOR FRED FIEBINGER 

Fred Fiebinger, assistant superintend- 
ent of the safety engineering depart- 
ment, New York office of United States 
FE. & G., was mistakenly referred to in 
our issue of October 25 as an insurance 
broker. He did an outstanding job as 
official photographer at the recent U. S. 
F. & G. educational meeting at Grossin- 
ger’s in the Catskills, N. Y., being ably 
assisted by David Lamb, insurance 
broker. 





fore, the great bulk of our policies are 
family automobile policies. 

“Garage liability policies comprise 
about %% of the total number of auto- 
mobile policies in our office and the 
percentage of comprehensive policies is 
even smaller. This is a parodox to me, 
as the ratio of other businesses to the 
automobile business must be at least 
100 to 1. Should we not have 100 com- 
prehensive policies for each garage 
policy instead of less than one? 

“The comprehensive policy covers all 
vehicles owned on inception and auto- 
matically, without notice, vehicles ac- 
quired during the year. In contrast, the 
standard policy, if written to cover all 
cars owned on inception covers addi- 
tional cars automatically only if the 
company is notified within 30 days of 
delivery. While the standard policy, 
written on a fleet basis, covers addi- 
tional cars without notice, it is necessary 


for the insured to have five or more 
vehicles to qualify. 
“You may feel that in this day of 


compulsory insurance there is little to 
be concerned about as the employe’s 
policy includes coverage for the em- 
ployer while the car jis being used in the 
employer’s business. However, the em- 
ploye’s policy may be cancelled without 
notice to the employer and the employe 
may continue to drive the car during the 
several weeks before the FS-4 cancel- 
lation notice is acted upon by the Mo- 
tor Vehicle Bureau and the plates 
picked up. 

“Even though the employe’s policy may 
be in full force and effect, there is 
no coverage for either the employe or 
the employer if the employe does not 
fully comply with the requirements of 


his policy, ie., lack of notice to his 
carrier of an accident; lack of cooper- 
ation, etc. 


“It is also quite possible that the em- 
ploye’s policy may only provide statu- 
tory limits of $10/20/5 which I believe 
is inadequate for a business organiza- 
tion. 

“The cost for this protection is small. 
At basic limits, it is only 25¢ per em- 
ploye for those employes who do not 
usually drive their cars in the employer’s 
business. For those who do, the rate 
is $11 in New York City and averages 
$6 for the remainder of New York 
State.” 

In summarizing points 
CAL panel Moderator Harold M. 
George emphasized: “We in the New 
York office are cognizant of the trends 
in the automobile market and thus we 
must be ever alert to protect your mar- 
ket through sound underwriting and 
careful selection of risks. At the out- 
set such selectivity begins with the pro- 
ducer. To this extent, we need and must 
have your wholehearted cooperation.” 


Macdonough Foard 


In introducing the workshop discus- 
sion on business interruption insurance 
Macdonough Foard, moderator, explained 
that in using the term “income protec- 
tion” instead of the usual business in- 
terruption insurance, “we are endeavor- 
ing to coin a new phrase which will 
more simply describe this type of cov- 
erage. Furthermore, our intention is to 
take the mystery out of income insur- 
ance and to show you how you may 
earn added dollars of income while more 
fully servicing your clients.” 

Mr. Foard then said that one of the 
simplest and most graphic sales argu- 
ments for income insurance he has ever 
seen runs as follows: “You, the sales- 
man, take two dollar bills from your 
wallet. You then turn to your prospect 


made at the 


and say: ‘Mr. Merchant or Manufac- 
turer, let this dollar in my left hand 
represent your capital investment in the 
stock, fixtures and machinery. Let the 
dollar in my right hand represent in- 
come earned by your business. I’m sure 
that you as a responsible business man 
would never allow this dollar of capital 
invested to go unprotected by fire insur- 
ance. Why do you not also protect this 
other dollar of income which pays your 
expenses, your salary and your profit ?’” 


Martin M. Goldberg 


Martin M. Goldberg saw no reason 
: hy business interruption insurance (or 

U. & O.) should be difficult for the agent 
or broker to understand. “If you have 
been able to disect such Chinese puz- 
zles as homeowners A, B and C, compre- 
hensive dwelling, an understanding of 
the U.&O. contract is as simple as 
playing bingo,” he said. 

He felt that the producer is morally 
obligated to bring U. & O. to the atten- 


tion of his clients. If they say, “No, 
don’t want it” then you have done your 
duty. “But if you do not tell them 


about its protection then your face will 
certainly be red if, upon the occasion 
of a U. &O. loss, your client says: ‘Why 
didn’t you tell me?’” 

Mr. Goldberg called particular atten- 
tion to the matter of having U. &O. 


policies endorsed with the so-called 
“agreed amount” endorsement. He ex- 
plained: “Because of the abstractness 


of this form of insurance there is al- 


most always a coinsurance situatiun 
when a loss occurs. This is almost 
unavoidable regardless of how carefully 


the values were computed at the incep- 
tion of the policy. 

“If you will supply the company peri- 
odically with a U. & O. work-sheet, com- 
pleted and signed by the insured or his 
accountant, the company will attach the 
‘Agreed Amount’ endorsement where- 
under it agrees to consider the amount 
of insurance as having met the co- 
insurance requirement when a loss oc- 
curs. 

“The advantage of this endorsement 
should be obvious, since in reality, it 


voids the coinsurance requirement, 
where the proper values have been 
reported. It is further suggested that 


you do not attempt to have these work- 
sheets completed by the insured himself. 
In almost every instance, he has neither 
the ability, time, nor the patience for the 
details that go into such work-sheets. 
It is recommended that, with the per- 
mission of the insured, you have them 
completed by the assured’s accountants. 
In so doing you accomplish a_ three- 
fold advantage, namely, you save your- 
self the time that is necessarily con- 
sumed in assembling these complicated 
figures; the figures submitted, if pre- 
pared by the accountant, will reflect the 
proper U. & O. values far more correctly 
than those prepared by the insured or 
by yourselves; and, you create a center 
of influence with these accountants that 
could lead to endless chains of impor- 
tant new contacts for additional busi- 


ness.” 


Alfred P. Clifford 


Speaking on “Income Protection for 
the Merchant,” Alfred P. Clifford said 
there are two forms of coverage for his 
protection—the two item coinsurance 
form and the gross earnings form. The 
principal difference, he said, is in the 
coverage of the ordinary payroll which 
is mandatory under gross earnings and 
optional under the two item form. 

After describing the coverage under 
both of these forms the speaker pointed 
out: “It is important to note that the 
coinsurance clause is based on the sum 
of the net profit and all expenses 
whether continuing or not, that would 
have been earned during the 12 months 
immediately following the date of loss, 
if any. I cannot stress too strongly that 
the amount of insurance should be based 
on the anticipated future earnings and 
not the past earnings. Therefore, you 
must consider the trend of business. 
Of course, due consideration will be 
given to experience in the past. 


“Under the two-item form, the 80% 
coinsurance is mandatory while under 
the gross earnings form there is a choice 
of the 50%, 60% 70% or 80% coinsur- 
ance. 

“You must insure all expenses whether 
continuing or not, and yet recovery will 
be made only for those expenses which 
cannot be dropped. This seems grossly 
unfair to the insured and yet—can any- 
one say, in advance, what particular 
expense will continue or not? A suspen- 
sion of a few days would probably not 
allow any expenses to be dropped. As a 
suspension grows in length more and 
more expenses could be dropped but re- 
member the amount of insurance must 
be set in advance of a loss. 

“The company is not liable for any 
increased loss caused by any law regu- 
lating rebuilding of property, cancella- 
tion of a lease, strikes, or any other 
consequential or remote loss... .” 


William Holzapfel 


William Holzapfel gave “case history” 
examples to show the constant need for 
income insurance. His quick response to 
the question, “why does a business need 
this protection?” was that simply and 
basically, businesses are operated to earn 
money. “The buildings they own, the 
merchandise they buy, the machinery 
they install, the people they employ are 
all for the one objective—to earn 
money,” he said. “What employer would 
consider ‘gambling’ without property 
insurance on his physical holdings or 
being without compensation, A. & H., 
or even life insurance on his employes ? 

“But, does he insure the real purpose 

f his business—the earnings which he 
produces? Amazingly, few , merchants 
today protect such earnings 

Mr. Holzapfel then re oe to a study 
made by a national credit reporting firm 
which showed that 43% of all businesses 
suffering a serious fire loss never re- 
opened. Another 40%, although reopened, 
suffered the hardship of impaired credit 
or greatly reduced income. A minor 
17%, he said, rem: 1ined unimpaired, 
were able to continue in the same cz Ave uc- 
ity as before disaster struck. 

The speaker also gave an example of 
a Long Island concern which carried 
only P.D. coverage in the U. S. F. & G. 
It manufactured automobile seat covers 
and had enjoyed “fantastic financial 
growth.” The agent had tried unsuccess- 
fully for two years to sell business 
interruption (income insurance) to the 
vice president of this company. Then a 
fire occurred. The damage was confine: 
to the machinery section of the omy t, 
resulting in a property damage loss of 
$50,000 


“Suspension of operations until re- 
placement of machinery cost this con- 
cern an estimated $250,000,” said Mr. 
Holzapfel. 

Closing on a happy note, the speaker 
spoke of recent successful sale of a 
large income insurance policy by one 


of U. S. F. & Gs producers to a valued 
client of ten years’ standing through 
the assistance of a staff underwriter 
which resulted in a reward to all parties 
concerned. “It was a job well done for 
the underwriter and for the producer, a 
financial reward. In event of disaster we 
will have a client who will be the most 
satisfied of all three parties to the 
transaction.” 


Emmett C. Barcalow 


Discussing “Income Protection for the 
Manufacturer,” Emmett C. Barcalow 
first pointed to a distinction between a 
merchant or non-manufacturer and a 
manufacturer. He defined the latter as 
“one who converts raw materials into 
finished stock by means of aging, sea- 
soning, or by mechz nical or other proc- 
esses of conversion. 

He then explained that the primary 
difference between the forms made avail- 
able to mercantile or non-manufacturing 
and manufacturing risks is their method 
of treating the stock coverage. Raw 
stock was defined as “materials in the 
state in which the insured receives them 
for conversion into finished stock or for 
consumption in the services rendered by 

(Continued on Page 48) 
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proach has been used during recent 
years and it would appear likely to be 
used more and more in the future. Mr. 
Nicholls explained: “Under a single limit 
policy one limit applies to public lia- 
bility, property damage and passenger 
liability combined. This approach has 
the advantage of making one limit av: ail- 
able to any given segment of exposure.’ 

In an air-minded company, Mr. Nich- 
olls said, it would not be unusual for 
senior personnel to charter aircraft on 
their own, or as the necessity arises, 
for the company to charter additional 
aircraft. In this case the company may 
have non-ownership aircraft exposure. 
This makes it essential that the com- 
pany owning an aircraft carry non-own- 
ership coverage in order to provide com- 
prehensive protection He said_ that 
“this policy might well be compared with 
a normal comprehensive automobile lia- 
bility policy except that passenger pro- 
tection is covered under a separate item, 
and even this is no different than basic 
bodily injury. coverage; it would nor- 
mally cover leased, borrowed, or hired 
aircraft.” 


Airport and Contractual Liability 

Airport liability provides protection 
for legal liability arising out of the 
operation of premises at airports. It is 
identical to general liability and may be 
written, the speaker said, on either the 
premises or comprehensive form. Mr. 
Nicholls told his audience that compre- 
hensive liability should be given full 
consideration. 

Continuing, the speaker emphasized 
the importance of contractual liability. 
Every company, he said, should make 
certain that all agreements are sub- 
mitted to their risk manager for ap- 
proval under, or endorsement to, the 
policies wherever needed. “It is ex- 
tremely important that aircraft operat- 
ing people in any company be made 
aware of the importance of contractual 
obligations because of the large expo- 
sures involved in aviation operations,” 
he said. 

On the question of limits, the speaker 
said these should be carried in substan- 
tial amounts throug iout. He said: “The 
risk manager’s thinking must be geared 
to substantially higher exposures than 
are normally thought of in company 
operations on the ground. In the every- 
day course of buying aircraft liability 
insurance it is not unusual to talk about 
limits of from $5 to $10 million, which 
are readily available at reasonable cost. 

“In the course of thinking about lim- 
its, existing excess policies may be 
brought into play. It has been my ex- 
perience,” Mr. Nicholls said, “that ex- 
cess underwriters are readily willing to 
wccept aircraft exposures provding rea- 

mable primary limits are carried.” 

Mr. Nicholls also discussed the mar- 
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ket for buying this aviation insurance, 
which, he said, “is normally written 
throu aviation pools. A few compa- 
nies do ite this class of business on 
their own. ” existing aviation mai 
kets are su ly flexible to take care 
of your need n your aviation risk 
This class of business is not generally 


regulated in the same sense as fire and 
general liability insurance. It might well 
be compared w € marine market 
in that both coverages and premium are 
negotiated on a judg yment basis. 

“Since experience is such an important 
factor in judgment rating, it is very im- 
portant that every risk manager give 
full consideration to long range planning 
on the purchase cf his aircraft insur- 
ance.” 











CALIF. ASSIGNED RISKS 

During August a total of 9,248 assign- 
ments were processed by the California 
Assigned Risk Plan. Insurance Commis- 
sioner F. Britton McConnell’s Septem- 
ber report gave the following break- 
down: New Risks, 4,978; renewals, 4,142 
and 128 risks were declared inelligible. 
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the insured. In our highly industrialized 
economy where few commodities undergo 
a complete conversion at one site and 
under one control the finished stock of 
one plant is very often the raw stock 
for the next plant.” 

Noting that the insurance industry has 
kept pace with this fine degree of spe- 
cialization, the speaker said that proper 
protection is provided for all industries 
at all stages of development. He went 
on: 

“Stock in process defined as stock 
undergoing conversion, Finished stock in 
the mercantile or non-manufacturing 
risk is merchandise kept for sale, but 
for the manufacturer it is either whole- 
sale or retail stock. It is important to 
note that the forms available to the 
merchant or non-manufacturer provide 
no additional recovery for time to re- 
place stock. 

“The forms available to mé inufacturers 
deny recovery for finished stock as this 
item is a product of the past, the forms 
deal only with the future. His loss to 
finished stock is covered by the property 
damage form. 

“The manufacturer’s recovery, if there 
were no problem in replacing raw stock 
and stock in process, would be limited 
to the time required with the exercise 
of due diligenc e and dispatch to restore 
the premises. 

Mr. Barcalow then explained that the 
raw stock clause in the manufacturer’s 
form allows an additional 30-day recov- 
ery in the event that he hasn’t been able 
to obtain raw stock; provided he had 
enough stock on hand to operate beyond 
time allowed for restoration of premises. 

“The stock in process clause in his 
form extends the recovery period an 
additional 30 days beyond the recovery 


period allowed to restore the premises 
and obtain raw stock. The insurance 
industry recognizes that remanufacture 
or reconditioning of stock in process 
cannot begin until buildings, machinery, 
equipment and raw _ stock have been 
restored and the plant is ready to re- 
sume operations. 

“Income insurance is available to the 
manufacturer by attachment of the two- 
item form, the one-item form, or the 
contingent form to a standard fire policy. 
The two item and one item forms re- 
spond only to direct damage to client’s 
premises, while the contingent form al- 
lows recovery for damage to either a 
contributing plant or recipient plant, or 
a combination of both. The one require- 
ment is that neither contributing nor 
recipient plant be owned or controlled 
by the dependent interest. 

“Tf one interest has several plants 
where operations are specialized at each 
he may write a blanket income policy 
covering all sites, if a specific value can- 
not be assigned to each.” 

The speaker suggested that it is more 
desirable to write a specific policy for 
each site, to provide adequate coverage, 
to expedite rate development, and _ to 
allow for more accurate underwriting. 
He further recommended: 

“Income insurance for the manufac- 
turer must be tailored to the needs of 
the individual risk involved, and_ re- 
quires a thorough understanding of the 
client’s operation from beginning to end. 
The vital function of the trained, expert 
insurance man and his value to the com- 
munity is best exemplified in his han- 
dling of this type of insurance. Here 
the phrase ‘Consult your independent 
insurance agent or broker as you would 
your doctor or lawyer’ is not just a 
slogan. It is a necessity.” 


Kingsley Kelly 


Kingsley Kelly opened up by telling 
why more comprehensive auto liability 
insurance vt apo be sold. He wondered 
if it is a lack of knowledge of the line 











FIDELITY 


ATLANTA 








Specializing in 


and SURETY 
BONDS 


ABOARD SURETY COMPANY 


100 WILLIAM STREET, NEW YORK 38 


CHICAGO 








DALLAS 





NEEDS ADDITIONAL COMPANY 


Southwestern General Agency with 
adequate underwriting and engineer- 
ing staff has need of additional mul- 
tiple line company. Business well 
diversified with minimum volume of 
automobile. Box 2565, The Eastern 
Underwriter, 93 Nassau St., New 
York 38, N. Y. 




















which has held producers back from 
pushing it. The CAL, as it is known, 
has been available for several years and 
Mr. Kelly urged that agents and brokers 
make the most of the sales opportuni- 
ties which it presents. 

Listing its advantages from the in- 
sured’s standpoint, he said: “There is 
no question that it is the best possible 
way for the average agent or broker to 
make certain that his clients have the 
proper protection. If you don’t sell 
CAL your competitor has one more 
talking point in winning over many of 
your clients. It can help you protect and 
increase your agency’s profits. It is 
less costly to process this policy for in- 
sureds who already have hired car and 
employers’ non- ownership coverage by 
endorsement to the, standard auto lia- 
bility policy. Furthermore, it is an 
excellent weapon in picking up a new 
account if the present agent has failed 
to use the CAL policy.” 

Mr. Kelly then said that proper pros- 
pects for CAL are (1) almost any in- 
sured who already has coverage for 
hired cars or employers’ non-ownership 
coverage, or both; (2) any insured who 
has need for these two coverages and 
does not have them is an excellent pros- 
pect for CAL; (3) good prospects will be 
found for CAL among the large and 
even small commercial risks such as 
contractors, retail stores, banks, truck- 
ing firms; also political subdivisions 
such as townships, cities, villages, school 
districts and water districts. He men- 
tioned in addition that churches, private 
schools and farmers are also good pros- 
pects. 

The speaker recommended that CAL 
should be considered in the writing of 
new accounts and in soliciting either 
new insureds or additional business from 
present clients. “Dependent upon the 
setup of each agent or broker, some 
producers might be in position to review 
immediately all accounts to uncover 
CAL prospects. However, most pro- 
ducers will undoubtedly find it more 
practical to line them up as policies are 
reviewed for renewal. ... / A good start- 
ing point for those who have their re- 
newals prepared by the company would 
be a blanket request to the company 
that all policies with hired cars or em- 
ployers’ non-ownership liability, or both, 
be automatically renewed on the CAL 
form of policy. If the insured is cur- 
rently only purchasing one of these cov- 
erages, there will be no additicnal mini- 
mum premium for the second one, which 
is automatically covered with the CAL.” 


P. A. Zimmerman to Address 
Detroit Ins. Buyers Nov. 20 


Peter A. Zimmerman, assistant secre- 
tary, Surety Association of America, will 
be guest speaker November 20 at the 
dinner meeting of the Insurance Buyers 
Association of Detroit, ASIM. His sub- 
ject will be “How to Determine the Cor- 
rect Amount of Fidelity Coverage.” 

This association, headed by W. A. 
Johnston, Chrysler Corp., is made up of 
the insurance managers of the largest 
manufacturing and mercantile com- 
panies in Detroit. Chairman of its pro- 


gram committee is C. J. McAdams, Bull 
Dog Electric Products Co. 
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American Health Introduces Important 
New Policies at 10th Anniv. Meeting 
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At its tenth anniversary convention 
at Baltimore recently, the American 
Health Insurance Corp. formally an- 
nounced its entry into the guaranteed 
renewable field for health insurance 


coverages. 

William deV. Washburn, president of 
the company, reviewed industry trends 
and stated that in his opinion, the bulk 
of individual coverages within the next 
five year period would be written on the 
guaranteed renewable basis. 

Introduced at the meeting were new 
hospital-surgical-medical and income re- 
placement policies, both guaranteed re- 
newable to age 65, subject to the right 
of the company to increase premiums. 
The hospitalization coverages include 
daily rate plans ranging from $6 to $15 
with maximum surgical schedules of 
$200, $300, and $400. Miscellaneous hos- 
pital benefits in excess of such benefits 
provided in the basic policy, are avail- 
able optionally to $5,000, subject to either 
a $50 deductible or an 80% co-insurance 


factor. 

The income replacement policies fea- 
ture lifetime accident to age 65 and 
two-year sickness coverage for selected 
risks and two-year accident and two- 
year sickness with option for non-occu- 





Eight Promotions Made 
By Combined of America 


W. Clement Stone, president of the 
individual companies in the Combined 
Group, announces eight promotions for 
the Combined of America: Ebb Gordon 
Myers, Charlotte, N. C., to supervisor in 
the southwestern section of that state; 
J. L. Blackburn, Columbia, S. ‘C., to sales 
manager in the western area of that 
state; Jim Kerfoot, sales manager in 
central west Ontario, Canada; Russ 
Korenowski, sales manager in eastern 
Ontario; Ed Paton, sales manager in 
eastern Ontario; Jerry Wright, to sales 
managership in Ontario, and Humbert 
Alessi to sales managership in Quebec. 

Also Richard DeVost, of Portland, 
Me., was named state manager for the 
Hearthstone of Massachusetts, in Maine. 













left to right — Ernest W. Mitchell and William de¥V. Washburn. 
left to right — Marvin Rigney, Jesse Cowart, Harry Harper, William 


pational injury coverage to age 65 for 
standard risks. All income benefits are 
on a non-confining basis. Other optional 
features include accidental death and 
dismemberment and a unique plan fea- 
turing benefits up to $10,000 for occu- 
pational therapy or rehabilitation train- 
ing resulting from dismemberment 
losses. 


E. W. Mitchell Agency Honored 


In attendance at the meeting were 100 
qualified agents and their wives. This 
year is being observed by American 
Health as its 10th anniversary, dating 
from the issuance of its first policy in 
February, 1947. August F. Stone, chair- 
man of the board, complimented the 
agency force upon its continued growth 
and predicted a bright future for the 
company’s operations. 

At the concluding banquet Mr. Wash- 


burn presented the “Agency of the 
Year” award to the E. W. Mitchell 
Agency of Lynchburg, Va. Although 


Ernest Mitchell has been associated with 
American Health for a little over two 
years, he has made rapid strides in 
agency growth. 

American Health writes health insur- 
ance coverages exclusively and is an 
insurance subsidiary of Commercial 
Credit Co. of Baltimore. 


Unusual opportunity to get a man with 12 years of concentrated 





A. & H. experience in all phases of home office and agency operation. 
Particularly interested in joining company newly entered in A. & H. 
field. Has know-how to get policy approvals, set up accounting and 
tabulating systems, and handle underwriting and claims. 

Previously in charge of home office operations for New York 
stock company. Holds LLB degree and is member of N. J. Bar. 


Eastern seaboard preferred. 


Interested companies write Box 2568, The Eastern Underwriter, 


93 Nassau Street, New York 38, N. Y. 











Supreme Court Will 
Review Two Ad Cases 


ARGUMENTS TO BE HEARD 





During Current Term in American 
Hospital & Life and National 
Casualty Cases 
The Supreme Court, this week, agreed 
to review two Circuit: Court decisions 
that the Federal Trade Commission, at 
best, has only very limited jurisdiction 
Over insurance company advertising. The 
Court granted Government review peti- 
tions in the American Hospital & Life 

and the National Casualty cases. 

These were the first two of 41 decep- 
tive A. & H. advertising complaints, 
issued against insurance companies by 
the FTC, to reach the courts. 

The Fifth Circuit Court completely 
reversed the FTC and dismissed its or- 
der against American Hospital & Life 
on the grounds that the FTC had no 
jurisdiction over the company under 
Public Law 15 inasmuch as all states 
in which it operates have adequate laws 
regulating insurance advertising. 





Case Remanded 


The Sixth Circuit in the National 
Casualty case remanded the order to the 
Commission for modification consistent 
with its findings that jurisdiction exists 
only in those states which do not have 
adequate regulatory. status. National 
Casualty is licensed in all states. 

The Supreme Court consolidated the 
two cases and called for oral arguments 
totaling two hours, one on each side. 
The arguments are expected to be heard 
some time before the Supreme Court 
completes its current term. 


F. T. Grosser With Seaboard 


Frank T. Grosser, formerly with the 
Continental Casualty, is now associated 
with the home office of the Seaboard 
Surety in New York in an underwriting 
capacity. 

Mr. Grosser entered the surety busi- 
ness in 1930 when he joined the Ameri- 
can Surety. He later became associated 
with the Massachusetts Bonding in its 
home office at Boston, prior to joining 
Continental Casualty in New York . 
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Policy Benefits With 
Double Disaster 


COMMON AUTO CRASH PROBLEM 





Discussed by Institute of Life Insurance; 
Five Steps Suggested 
for Planners 

If the proportion of automobile acci- 
dents involving the death of both hus- 
band and wife holds throughout the year 
at the same level reported for the Labor 
Day weekend, many hundreds of hus- 
bands and wives will be involved in such 
“common disasters” in the next tweive 
months, the Institute of Life Insurance 
declared recently. 

In large part the result of the rising 
mileage, speed and joint family use of 
automobiles, this increasing toll of com- 
mon disasters has created an insurance 
problem which every policyholder should 
give consideration to, if he is to be as- 
sured the benefits from his policy will 
do exactly what he wishes, the Institute 
warns. 

Common Disaster Clause 


To meet this situation, life insurance 
companies and agents now write what is 
termed a “common disaster” clause, to 
add to policies where needed. It is actu- 
ally written into some policies as an in- 
tegral part of the contract. In most 
cases, however, it has to be added as 
a rider. 

“Death of both husband and wife in 
or resulting from the same accident us- 
ually involves the proceeds of life in- 
surance and may result in their being 
handled differently than the policyholder 
originally planned,” the Institute said 
“The wife is the beneficiary of the hus- 
band’s policy, and vice versa, in most 


cases, Therefore, unless specific pro- 
vision is made for payment of the pro- 
ceeds in the event of such a common dis- 





aster, the payment will gx directed 
in the policy, this depending on the inter- 
pretation of which of the two died first.” 

Where taxes are involved, this may 
make a considerable difference, it is 
pointed out. The tax will differ if the 
proceeds are regarded as a part of the 
husband’s estate, rather than as a part 
of the wife’s estate. This, incidentally, 
applies to an even broader list of cases 
than just husband-wife, as it affects 
every case of policyholder-beneficiary 
joint death. Included in this category 
would be many brother-sister, children- 
parent and business partner joint deaths 


Uniform State Laws 


Policyholders are in a somewhat better 
position today in this connection than 
they were up to 16 years ago, according 
to insurance lawyers. The decision as to 
which died first formerly had to be set- 
tled by litigation in most cases, but in 
1951, through the efforts of the National 
Conference of Commissioners on Uni- 
form State laws, a uniform statute was 
proposed to the various states, providing 
for the distribution of property in the 
case of simultaneous death. In the case 
of life insurance, it was provided that, 
unless otherwise stated in the policy, it 
would be presumed that the insured had 
survived the beneficiary. 

Now, all but two states, Georgia and 
New Mexico, have adopted this Uniform 

(Continued on Page 54) 
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Health and Welfare 
Retirement Assn. 


COMMENDED BY M. B. FOLSOM 


$9.5 Million Contributions from Employ- 
ers, Employes Last Year; Reported 
$68 Million Accumulated Benefits 





The Secretary of Health, Education 
and Welfare, Marion B. Folsom, com- 
mended the program of the National 
Health and Welfare Retirement Associa- 
tion in a letter read recently at the 12th 
annual meeting of the Association, held 
at the Waldorf-Astoria Hotel. 

Mr. Folsom, who is a trustee of the 
Association said: “One aspect of the 
National Health and Welfare Retire- 
ment Association program I commend 
particularly; that is the principle of full 
and immediate vesting of pension bene- 
fits. Under this provision each period of 
— ment rendered by an employe 

carries its fair share of the cost of his 
uitiate retirement. 

“Thus an employe should be able to 
carry his pension rights from one em- 
ployer to another, This is especially ne- 
cessary in such growing fields of serv- 
ice as health, education and welfare, 
where changes of employment and move- 
ment up the ladder of progress are 
desirable to keep pace with the expand- 
ing community needs.” 


30,000 Certificate Holders 


The accumulation of reserves of more 
than $68,000,000 for pensions and death 
benefits of employes in health agencies, 
welfare organizations and hospitals, was 
reported by Milton H. Glover, chairman 
of the board. The Association, organized 
in 1945 to supplement Social Security, 
now has 30,000 certificate holders en- 
titled to future benefits, as well as ap- 
proximately 2,800 annuitants. Mr. Glover 
reported also the receipt of joint em- 
ployer and employe contributions total- 


Timbrell New Monarch Life 
Sales Mgr. in Harrisburg 


Agency Vice President Raymond C. 
Swanson of Monarch Life has announced 
the promotion of Edward G. Timbrell 
from agency supervisor in Philadelphia 
to sales manager in Harrisburg, Pa. At 
his new post, Mr. Timbrell succeeds Bryn 
T. Evans who was transferred recently 
to Pittsburgh after serving as general 
agent in Harrisburg for five years. 

Mr. Timbrell joined Monarch in 1953 
as a field underwriter working out of the 
Philadelphia office, under the direction 
of General Agent Donald S. Cook. He 
qualified for promotion by entering the 
company’s management training pro- 
gram in 1955 and by establishing a 
gy % rior record as an agency supervisor. 

A graduate of Ithaca (N. Y.) College 
and Northwestern University, Mr. Tim- 
brell was a music teacher in public 
schools of Auburn and Shortsville, N. Y., 
for several years. 


Bankers L. & C. Ad Contract 


Bankers Life & Casualty, one of the 
largest of any users of transit advertis- 
ing in America, recently renewed its con- 
tracts for continuing advertising in street 
cars, buses and subway cars throughout 
the nation. The company is now adver- 
tising in some 70 major markets through 
this medium, 





ing $9,500,000 during the year ended 
June 30. 

Ralph Blanchard, president, reported 
the launching of a new long range pro- 
gram under which greater flexibility in 
contribution rates is possible with corre- 
sponding increase in retirement benefits. 
Under this program the receipt of pen- 
sion benefits may be deferred to age 75 
or, in case of early retirement, may 
commence at age 50. 


V.P. GETS BRITISH HONOR 


Berthold Schwarz, M.D. Bankers Na- 
tional Life Medical Director Elected 
to Royal Society of Health 


Berthold T. D. Schwarz, M.D., vice 
president and medical director of Bankers 
National Life has been elected a Member 
of the Royal Society of Health, 90 Buck- 
ingham Palace Road, London, England. 

This Society was founded in 1876 and 
is under the patronage of Her Majesty 
Queen Elizabeth. The presidency is held 
by the Rt. Hon. Lord Percy of New- 
castle. The aims and objectives of the 
Society are to promote and further the 
health of people throughout the world. 
It is the largest society of its kind. 

The honor was given to Dr. Schwarz 
in recognition of his numerous contribu- 


tions to the field of public health and 
entitles him to use the letters MRSH 
after his name. 





All American L. & C. Sets 


New Production Record 


Representatives of All American Life 
& Casualty registered the greatest single 
month’s production in the company’s his- 
tory during the recent President’s 
Month. E. E. Ballard is president. The 
agency department had set a goal of 
eight million combined Life and A. & S. 
production which the field force ex- 
ceeded. 

This record will put the company well 
on the way to its yearly goal of $77,500,- 
000 combined Life and A. & S. produc- 
tion. This is based on the assumption 
that $30 of A. & S. premium is the 
equivalent of $1,000 of Life insurance. 
Though All American started writing 
Life insurance in July, 1956, it is already 
writing a volume of one million a week, 
in addition to a substantial amount of 
A. & S. business. 


Philip Armato Joins 
Bankers Security Life 


Philip Armato, well known in the 
A. & S. field, has joined the Bankers 
Security Life as home office underwriter, 
it is announced by Edward S. Grandin 
III, director of the accident and sickness 
department. 

After graduating from New York Uni- 
versity, Mr. Armato started his under- 
writing career with the Great American 
Indemnity serving from 1950 to 1952. He 
left Great American to go with the 
Royal-Liverpool Group where he served 
from 1952 to 1956 as an A. & H. under- 
writer. From there he joined the large 
brokerage firm, Schiff, Terhune & Co,, 
Inc., as head of their life insurance 
department. 


Federal Life’s Two-week 


Course on Estate Planning 

Fourteen members of the agency force 
of the Federal Life recently completed 
a comprehensive two-week career course 
on estate planning. The course was con- 
ducted by Searcy J. Graham, superin- 
tendent of agencies, and Robert Vehlow, 
field supervisor. 

The course was designed to equip the 
underwriter with a combination Life and 
acident and sickness program geared to 
current conditions and needs. 

Attending the course were Dean E. 


Kelly, Floyd R. Carlson, F. Reed 
Waugh, Harold L. Lehner, Edward C. 
Hughes, P. W. Poindexter, Charles 


Pellar, Wiliam H. Humphrey, Robert L. 
Carlson, Maurice J. Reese, Ralph Reese, 
Russell Johnson, Leonard Nesbit and 
Walter Nelson. 


PERMIT GRANTED 
Interstate Indemnity has been granted 
a permit by the California Insurance 
Department to issue and sell contribu- 
tion certificates in an amount not to 
exceed $500,000 to Markel Service, Inc. 
and Markel Service of Canada. 
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Our Substandard Accident and Health and Hospitalization Division has accepted more than 97%, of appli- 
cants. This record is important to you; it means clients you have previously considered uninsurable may now 
qualify. Policyholders in our Substandard Division all have physical impairments or medical histories which 
normally would have prevented their obtaining accident and health and hospitalization insurance elsewhere. 
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Roy MacDonald Sees Opportunities For 
Well Trained Men In A.& H. Business 


Roy A, MacDonald, managing director, 
Life Office Managment Association, ad- 
dressed the October meeting of the New 
York A. & H. Club. Mr. MacDonald 


said that the tremendous growth in 
A. & H. premium volume in the last 15 
years has been accomplished “almost in 
spite of ourselves.” 

Mr. MacDonald told the accident & 
health men: “We certainly cannot take 
all the credit for what has happened— 
during and following the Depression 
people became extremely security con- 
scious and this provided insurers with 
a real opportunity to step in and supply 
much needed protection in a variety of 
ways.” 

Because it is more intangible than 
possibly any other form of insurance, 
disability insurance presents more prob- 
lems. Further, the speaker said, progress 
made by the medical profession and the 
science of medicine are continually 
changing morbidity experience and this 
in time, he felt, is bound to affect the 
cost of health insurance. The disability 
insurance business, he said, is continually 
under pressure to consider and effect 
liberalization of coverage that may be 
both premature and potentially danger- 
cus. Too often the public has too little 
understanding of the complexities of the 
hazard insured against, and the idea of 
100% complete coverage still has wide- 
spread popular appeal. 


Coverage Improving 


Continuing, the speaker said: “Today 
the ‘fine print’ objection is nothing more 
than an old tired joke. Most of the cov- 
erage being sold now has remarkably 
few exclusions in it—coverage for long 
time disabilities is becoming more and 
more common.” 

Mr. MacDonald commented on the 
position in the industry’s recruitment 
methods. He felt that the best years for 
A. & H. insurance are still ahead, “for 
more than ever before does the industry 
see the need for competent well-trained 
staff underwriters, claims men, both in 
the home office and in the field. 

“Almost without exception, insurers are 
today recognizing the folly and waste 
of reckless recruiting, inadequate train- 
ing, and indifferent supervision. 

“Now, more than ever before, the home 
office staff, the field underwriter and 
the insuring public have identical inter- 
ests. All these parties to the accident 
and health insurance transaction can 
prosper only when the home office staff 
and field force are stable and well in- 
formed. 

“Because the public is becoming in- 
creasingly insurance wise, because it has 
come to know what good service is and 
what it has a right to expect, anything 
less than first class performance on the 
part of an insurer will not be enough. 


Roving Crew Days Ending 


“The days of the roving crew are num- 
bered, if not already finished, not only 
because of increased knowledge on the 
part of the public’ he explained, “but 
because of the intelligent efforts of 
companies, trade associations, insurance 


departments and Better Business Bur- 
eaus, This is the day of the well-estab- 
lished and_ well-trained underwriter, 
home office or field, a man or woman, 
who is able and eager to take advantage 
of the expanding opportunity for in- 
creased usefulness that is available to 
him.” 

Today there are twice as many high 
school graduates as there were 15 years 
ago, Mr. MacDonald said. With this 
obvious upgrading in the educational 
level he felt there is bound to come “an 
increase in ability to understand and de- 
mand the type of security that only 
voluntary insurance can provide.” 


Expanding Prosperity Predicted 


Continuing, Mr. MacDonald said, “The 
best informed economists are predicting 
a long period of stable and expanding 
prosperity. The gross national product 
this year will probably reach the fan- 
tastic total of about 430 millions of 
dollars—in excess of 3% more than last 
year. By the time we reach a 200 million 
population figure we could well have a 
gross national product of 560 million or 
more. 

“In spite of the wonderful advances in 
modern medicine and, the improv ed 
standard of living in this country,” the 
speaker stressed, “there is no abatement 
of the hazard of disability—rather, the 
lengthening life span, if anything, has 
intensified the need for protection 
against the losses that come with ill- 
health. 

“We are told,” the said, “that at age 40 
the chance of suffering a disability of 
three months or longer duration is 2.3 
times as great as that of dying—1l/3 of 
our population age 30, will suffer dis- 
ability lasting three months or more 
before they are 65. The average such 
disability will last more than five years, 
and 30% ot the people so disabled will 
be disabled for life. 

“When the mounting burden of health 
care costs is coupled with the tremen- 
dous wage loss due to disability, the 
continuing need for the services of ade- 
quate disability coverage becomes ob- 
vious. Dr. Solomon Huebner has said 
that even though the A. & S. business 
is now clearly a five billion dollar a year 
business the disability insurance in force 
is pitiful when compared to the need for 
such coverage—probably only about one- 
seventh of the protection really needed 
is actually in force.” 

Concluding his talk Mr. MacDonald 
said: “There are problems to be solved 
today and there will be problems to be 
solved in the future, but the future can 
be faced confidently because our ability 
to cope with these problems has been 
established—each year we bring a higher 
measure of protection to more and more 
Americans within the framework of our 
democratic, free enterprise American 
sy stem 

“Tn "all of this process no substitute has 
yet been found for well-trained home 
office and field personnel who through 
resourcefulness and persistency are meet- 
ing the challenge of what I think is the 
greatest opportunity in the business 
world today.” 





General Accident Names 
Soileau New Orleans Mgr. 


John H. Soileau has been appointed 
New Orleans branch manager of Gen- 
eral Accident Group. This office super- 
vises Louisiana and Mississippi. God- 
chaux & Mayer, Ltd., managing general 
agents for many years, will continue its 
representation of General Accident. 

Mr. Soileau, a native of Louisiana, is a 
graduate of Southewestern Louisiana In- 
stitute of Lafayette. After serving as an 
officer in the United States Navy, he 
entered the insurance business in 1946 
with the Parkerson General Agency in 
Lafayette. In 1949 he joined the Fidelity 


25 YEARS WITH SUN LIFE 

Howard Fordyce, manager, Cleveland 
One district of Sun Life of America, 
celebrated his 25th anniversary with the 
company recently. At a luncheon in the 
Hotel Statler, Cleveland, Mr. Fordyce 
was presented with a suitably engraved 
gold watch by Agency Vice President 
Jose L. Hirsh. Mr. Hirsh came from 
the Baltimore home office for the oc- 
casion. 





& Casualty and for five years traveled 
the southern part of the state. In 1954 
he was promoted to a supervisory posi- 
tion in the company’s New Orleans 
branch office. 











Continental's Substandard Accident and Health 
and Hospitalization Division has accepted more than 
97% of applicants. This record is important to you. 
Applicants in the Substandard Division all have physical 
impairments or medical histories which would 
normally prevent their obtaining accident and health 
and hospitalization insurance. 
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This 97% figure means you have more sales. You can 
now secure coverage for your clients against loss 
caused by their substandard condition. A new market 
is created for you including many prospects who 
were previously uninsurable. 





Substandard can work for you in building prestige 
and new clients. Write today for your Substandard 
Sales Kits. 





Fred McCann, Superintendent of Agents, 


Substandard Division A 
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CONTINENTAL CASUALTY COMPANY 
310 S. Michigan Avenue 
Home Office: Chicago, Illinois 


A Member of the Continental-National Group 


Continental Assurance Company « National Fire Insurance Company of Hartford 
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Ind. Blue Cross to Pay 
Taxes on 1957 Income 


INDIANA 





AGREEMENT IN 
Announced by Rep. Grattan Downey; 
Recall Work of Oren D. Pritchard, 
NALU Vice President 
The Indiana Blue Cross and Blue 
Shield (Mutual Hospital Insurance, Inc., 
and Mutual Medical Insurance, Inc.) 
have agreed to pay the Indiana gross 
income tax starting only on 1957 income 
and not retroactive for five years, ac- 
cording to an announcement made by 
State Rep. Grattan Downey (R.) to the 
legislative hospitalization study commis- 
sion which met in Indianapolis on 

November 6. 

Mr. Downey reported that the State’s 
Attorney General, who had ruled earlier 
in the year that the companies are sub- 
ject to the tax, informed him that agree- 
ment had been reached not to hold the 
companies liable for the years prior to 
the administration of former Gov. George 
N. Craig in view of the facts that (1) 
retroactive payment to the establishment 
of the companies would be a financial 
burden almost beyond the ability of the 
insurers to pay, and (2) evidence that 
officials of administrations prior to 
Governor Craig’s had given “The Blues” 
informal opinions that they were not 
subject to the tax. 


Seen as Industry Victory 


Both companies are organized in In- 
diana under the same laws as all domes- 
tic mutual carriers, the only state in 
which this situation obtains. Credit for 
blocking passage of special enabling 
legislation, as passed in many other 
states, is usually given to Oren D. 
Pritchard, vice president. NALU, man- 
ager, Union Central, Indianapolis, legis- 
lative chairman of the Indiana Life Un- 
derwriters, when, in the early 1940's, it 
was proposed in the state’s General 
Assembly. 

Agreement of the Blue companies to 
pay the tax is viewed by Indiana A. & S. 
field forces as a victory over what they 
have long termed an unfair competitive 
rating advantage. 


TO SET UP LICENSING CODE 

IAAHU Board Chairman E. J. Coffey, 
Mutual of Omaha, will head a study of 
A. & H. legislation by the International 
Association of A. & H. Underwriters. 
State Insurance Commissioners will be 
contacted to find out the status of cur- 
rent laws, and after study the board will 
develop a model A. & H. licensing code. 


Miller Succeeds Jones 


(Continued from Page 43) 


annual meeting last May. Among other 
industry posts, he is a past president 
of the Stock Company Association and 
of Eastern Underwriters Association and 
a past chairman of the board of gov- 
ernors of the Factory Insurance Asso- 
ciation. 


Kelley Nearly 20 Years with Group 

Born Syracuse, N. Y. and a gradu- 
ate of Hamilton College, Clinton, N. Y., 
Mr. Kell joined the Commercial 
Union in August, 1938, immediately fol- 
lowing his graduation. Assigned first to 
the Group’s Syracuse office, he went to 
Buffalo the following year as_ special 
Returning to Syracuse in 1940, 











agent. 
he traveled that territory as special 
agent until 1948 when he was promoted 


to secretary at the head office. 

While at Syracuse Mr. Kelley enlisted 
in the Army in 1942 and served with 
the Air Force for three years in Eng- 
land, France, Luxembourg and Ger- 
many. When released from war service 
he held the rank of major. 

Since 1948, as secretary at the head 
office, Mr. Kelley managed successively 
the Texas department and the western 
area comprising Ohio, Michigan, Ken- 
tucky and Tennessee. He was appointed 
Assistant United States manager on 
April 1, 1954, in charge of the western 
department. 


Excess Of Loss Talk 


(Continued from Page 43) 


can well imagine,” he said, “the clerical 
time and effort saved ... the albatross 
of detail hangs heavily on the neck if 
not the entire body of the insurance 
industry and a plan which eases this 
burden is sound practice for both buyer 
and seller.” 

Mr. Varnadore 
using excess covers the procedure for 
interpretation or modification of con- 
tract provisions is simplified. “Coinsur- 
ance provisions, certain warranties, con- 


next noted that in 


ditions and exclusions are eliminated or 
modified to fit the individual situation,” 
he explained. “This goes a long way in 
taking the onus off of the ‘fine print 
comments’ often assigned somewhat 
loosely to insurance policies. The result 
is a better understanding of the real 
purpose and meaning of indemnity and 
service —two basic insurance ingredi- 
ents.” 

Reduced premium costs are a primary 
factor, of course, in the consideration 
of any excess of loss policy. However, 
the speaker pointed out that “under some 
forms of coverage and during a given 
period where our retention and_ the 
excess cover premium would exceed full 
insurance cost, we have favored the 
excess cover because we want to main- 
tain the emphasis on loss control. More- 
over, we look upon this plan of insur- 
ance as a long-range proposition.” 

On the other hand, he said that there 
are coverages which because of rela- 
tively low premium cost produce small 
savings for assureds’ retentions. In these 
situations, he declared, the element of 
service is often paramount and the ap- 
plication of a deductible is a matter of 
evaluating the services required. 
Considers Excess of Loss Form Best 

After exploring the various excess in- 
surance forms, the Weyerhaeuser Tim- 
ber Co. has concluded that the excess of 
loss form in the main best serves its 
purpose of achieving an effective com- 


bination of risk assumption, self-insur- 





strictest confidence. 





Unique A. & H. Executive Opportunity 


Newly formed New York A. & H. Company requires 
top executive with heavy management experience in the 
A. & H. field. Technical knowledge as well as organiza- 
tional and promotional ability essential. Attractive salary 
and other benefits with unlimited opportunity for future. 
Please send complete resume. All communications held in 


Write Box 2569, The Eastern Underwriter, 93 Nassau 
Street, New York 38, New York. 








ance and excess insurance. 

Mr. Varnadore noted: “Excess of loss 
covers are used in such combinations as 
(1) excess of loss fire policy with risk 
assumption of our retention — a cover 
written on a basis of replacement value 
for a three-year term with values and 
premiums adjusted annually; (2) excess 
of loss casualty policy with a self-insur- 
ance reserve for our retention—including 
workmen’s compensation and public lia- 
bility under one comprehensive policy 
and with substantial single limit used 
for B.I. and P.D., the retention applying 
on a per accident or occurrence basis; 
(3) workmen’s compensation aggregate 
stop loss policy, used in certain situa- 
tions where the risk continually pro- 
duces an abnormal frequency of substan- 
tial losses, and (4) deductible and fran- 
chise forms, such as under boiler and 
machinery insurance where the amount 
of premium is relatively small. Under 
ocean marine cargo covers we regularly 
use F.P.A. conditions which are free 
from partial loss unless caused by 
stranding, sinking, burning or collision.” 


Effect on Over-All Program 


“or 


In closing Mr. Varnadore said: “The 
function of insurance is often referred 
to as a safeguard much like a defensive 


platoon on the gridiron. We regard this 
position as essential but under certain 
conditions we believe the best defense 
is a good offense. In this context we are 
convinced the excess cover is an ex- 
tremely valuable formation. 

“We find risks are analyzed with the 
view of eliminating and reducing the 
hazards. First, by assuming the risk, or 
self-insurance, and secondly, if the ex- 
posure is of sufficient magnitude, by 
obtaining insurance in excess of an 
amount which we are willing to assume. 

“We are not preoccupied with collect- 
ing maintenance losses. We are preoccu- 
pied with loss prevention and control. 

“One might assume from these re- 
marks that we are only interested in 
self-insurance or risk assumption and 
wish to avoid buying commercial insur- 
ance. This is not the case. Like the well- 
endowed young lady, we want coverage 

4in the right places. 

“By using excess cover insurance or 
indemnity purchased from professional 
risk bearers assumes a proper relation 
to our risk. Moreover, by these methods 
we believe that we are more nearly 
performing the broader function of risk 
management which in the final analysis 
is our mission within the corporate 
structure.” 
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You'll be going places, too—leaping ahead 
—with National Casualty's sound protection 
—the finest in Disability Income, Hospitali- 
zation and Surgical coverages for the indi- 
vidual, Family, Franchise or True Group case. 
Guaranteed Renewable Policies Now Available! 
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Remember—lIt's Easiest to Sell the Best! 


Establish a 
4 d build 

—highly os, Puild your o : 

appointments in te Notional. Senne gence 

able. wr; ect territop; agenc 

Address: pl Yh ay for a. now avail- 

Casualt ident & Health pro’ ticulars— 
™Mpany, Detroiz 26, Mi. National 











ance 


succt 
both 
ful i 
gross 











November 15, 1957 









Coa 


THE EASTERN = 
UNDERWRITER 







Page 53 








Bankers National Life Convention 


(Continued from Page 15) 


the second day of the convention, H. 
Carlyle Freeman, vice president—super- 
vision, directed the morning session. Mr. 
Freeman started off the program by 
discussing “A Year of Progress.” He 
discussed briefly all of the thirtieth anni- 
versary special policies and procedures 
that were introduced during the com- 
pany’s thirtieth anniversary year. He 
covered the selected risk Ordinary life; 
the changing of the preferred risk Ordi- 
nary life to a policy that would be 
issued on standard risks with no increase 
in rates or dividend reductions; an- 
nouncement that a full line of Group is 
available including life, hospital, surgi- 
cal, disability income, and major medi- 
cal; introduction of the special 60 and 
quad 60 and probably one of the most 
popular contracts, the new endowment 
at Age 90 policy that provides low net 
cost and low average net payment but 
still offers full commissions. The in- 
crease of non-medical limits that doubled 
the non-medical limits for the all impor- 
tant ages of 36 through 40; the payment 
ot the tull annual commission upon the 
payment of the first month’s premium 
and installation of the automatic bank 
pg plan; the new discount rate of 

44% for premiums paid in advance up 
ten years; and finally, the introduction 
of the executive estate plan with its high 
first-year-cash-value and adaptable to 
split dollar and bank funding merchan- 
dising. 


Merchandising Panel 


Mr. Good served as moderator of a 
modern merchandising panel consisting 
of four of the company’s leading repre- 
sentatives. The panel consisted of 
Claude Booher, general agent in Chevy 
Chase, Maryland, who had personal pro- 
duction of over one million dollars in 
1956 and again in 1957; Norman Kass, 
CLU, Medford, Mass., who is a life 
and qualifying member of the MDRT; 
Joseph Rosenblith, general agent, Phila- 
delphia, who has written in excess of 
one million dollars in 1954 through 1956 
and in 1957 will pay for three million 
dollars of business; and, Bernard B. 
Kaplan, co-general ‘agent of the com- 
pany’s leading general agency for the 
past ten years, the Underwriters Service 
Agency, Hartford. 

Mr. Good discussed the company’s 
viewpoint in regard to the merchandising 
of  first- ~year- cash-value_ policies and 
presented the pros and cons of this type 
of merchandising. He quoted a state- 
ment made by President Lounsbury in 
the company’s field magazine, Policy- 
sales, which said, “In the past it has 
been true, and it probably still is, that 
9)% of the people who find some device 
by which they can avoid putting any 
more than the bare necessity into their 
insurance in early years, fail to conserve 
in a permanent way the premium doi- 
lars which they appear to be saving. It 
has happened before and will un- 
doubtedly happen again, that men of all 
present stations in life will come to a 
financial crisis and find the only de- 
pendable assets in their strong-boxes are 
their Life insurance contracts. At the 
time, those who have been sold by 
some good Life insurance agent with 
sound, long-term planning involved in 
getting some life insurance bought and 
paid for during their 30’s and 40’s will 
be the ones who will bless their insur- 
ance agent rather than otherwise.” 





Palmer On Advertising 
(Continued from Page 44) 


“you should spend for your advertising 
what you need to spend in order to do 
the job you want to do. 

“However, a good rule of thumb used 
successfully by many agents who are 
both successful advertisers and success- 
ful insurance men is one per cent of 
gross premium income. per year.” 


Mr. Good mentioned that for the past 
year there has been a clamor by many 
buyers and agents for a policy con- 
structed so that the insured can buy a 
bigger and better Term policy and then 
at a later date carry this same amount 
on a permanent insurance basis for the 
same premium as that offered at the 
original date oi issue. Mr. Good then 
directed the conversation to the mem- 
bers of the panel. 

Mr. Booher discussed the use of the 
executive estate plan and its application 


to bank funding. He pointed out all the 
negatives, including substantial interest 
costs in later years, must be fully ex- 
plained to the insured at the initial 
point of sale. He also mentioned that 
since the Mills Committee has deferred 
action on the disallowance of interest 
deductions on bank funding purchases, 
this field again presents excellent oppor- 
tunities for sales. 

Mr. Kass discussed what he calls a 
personalized split dollar or minimum de- 
posit approach. He uses the approach 
that the insured may now through the 
use of high early cash value policies, 
purchase more insurance in large initia: 
amounts at Term rates and bv denositing 


an Ordinary life premium, as he can 
afford to do so in the future, the prem- 
ium he would pay is the amount used 
at the original age of issue. 

Mr. Rosenblith then discussed the use 
of his marginal deposit approach, point- 
ing out he requests a flat deposit an- 
nually, equivalent to about a five year 
Term premium and the insured does not 
make a full loan each year thereby, 
ducing his interest costs and tends - 
build greater equity in his policy in the 
future. 

The last member of the panel, Mr 
Kaplan, took issue with the other three 
panel members, saying the advantages 

(Continued on Page -54) 





how do YOU want to sell A&H? 




















check into these 
Combined Plans — now! 


If you’re looking for results—results that 
count, in the accident and health field, here 
are 2 outstanding opportunities offered by 


Combined: 


1. Specialize in selling one of Combined’s Pack- 
age Plans, that pay an agent from $125,000.00 
to $140,000.00 over a 10-year period, and after 
that, a retirement income of around $1,000.00 a 
month. Agents who qualify for this concen- 





2. If your present commitments allow only a 
few hours a day, Combined’s Wholesale Group 
Plan can do wonders to supplement your 


income. This Plan provides comprehensive 
A&H and hospital coverage for 5 or more 


trated type of selling receive personalized sales 


training and the special merchandising materials 
necessary to get these earnings. 


Combined Group of Companies 


W. CLEMENT STONE, PRESIDENT 


Combined Insurance Company of America, Chicago; 
Combined American Insurance Company, Dallas; 
Hearthstone Insurance Company of Massachusetts, Boston; 


First National Casualty €ompany, Wisconsin 





Insuring over 1,200,000 policyholders 


employees—even covers pre-existing conditions! 
Complete with sales tools, it’s a saleable pack- 
age to practically every small business listed 
in your classified directory—one you can sell 
in your between-apppointment hours. 


Check the method that interests you, on the cou- 


pon below, and mail it today, at no obligation. 


ge ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee 


THIS 
COUPON... 


Combined Insurance Co. of America, Dept. 126 
5316 Sheridan Road, Chicago 40, Illinois 


M AIL Gentlemen: Please send me details about: 
(1) Combined’s Specialized Package Plans 
(1) Combined’s Wholesale Group Plan 








Address 








___ State I 





q City. 
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Bankers National Life Convention 


(Continued from Page 


of selling other Ordinary life plans to 
the prospect is that he does not pay a 
loaded and realizes a lower 
net cost in He attempts 
to appeal to the prospect having more 
and shows them a better or- 


prem- 


premium 
years to come. 
collateral, 
dinary life 
ium, and lower net cost. 
that by using the 
value policies, the 
duced first year 
puts the agent in a position to rely on 
forthcom- 


lower gross 
He also pointed 


contract, 
out first-year-cash- 
receives a re- 
this 


agent 


commission and 


renewals which never may be 
ing in the future. 
Underwriting Trends 
vice president-underwrit- 
the latest trends and 
methods that have helped to improve 
mortality. After itemizing the many 
changes that have taken place over the 
past 30 years, Mr. Huber said, “One 
thing has not changed—no matter how 


Carl Huber, 
ing, discussed 


much improvement has been made in 
underwriting tools and techniques, the 
selection you exercise in the field still 
has a most important bearing on 


whether our mortality is going to be 
good or bad. Don’t be timid about ask- 
ing a prospect about his physical and 
background. Take the home 


insurance : 
1 confidence. 


office underwriter into your 

We need your help and we can be just 
as much help to you. Let’s get to know 
each other better and make the most 
of the opportunity to be of service to 
each other. Whether we say yes or no 
depends much on you—we love to say 
yes!” 

The second business meeting, under 
the direction of R. Donald Quacken- 
bush, director of agencies, started off 
with a discussion by Mr. Quackenbush 
with the assistance of Rudy Tucker, 
general agent, Norfolk, Va., of “Group 
is to sell.” 

Mr. Quackenbush told of the com- 
pany’s entrance into the merchandising 
of Group insurance on a competitive 
basis, complete with a full portfolio of 


coverages. He discussed the assets to 


the agent of writing this type of busi- 
ness and that if they overlooked selling 
Group they were missing not only com- 


mission dollars, but a great number of 
additional prospects. 

Mr. Tucker then told how he 
veloped numerous Ordinary sales 
a large list of prospects as a by-product 
of Group cases that he has installed. 


“New Look in A. & H.” 


new 
discussed 


has de- 
from 


Mr. Good followed with “A look 
in Accident and Health.” He 
the new presidents policy series that of- 
fers 24, 50, and 120 months of non- 
confining sickness benefits, along with a 
complete new illustration that contains 
ill the information needed to present 

is coverage to the prospect. This new 


brochure includes a survey for finding 
the need, the actual presentation of the 
cove! s desired, the rates, and the ap- 
plication. Along with this simplification 
of the handising process he men- 
tioned thx duction of the new non- 
cancellable slide rate chart that enables 
the man in the field to get a rate within 
seconds for over 64 different combina- 
tions. 


“Banks Are Not Insurers” So 
Man Loses $35,000 Claim 


A Connecticut man awarded 
$35,000 because he was s during a 
hold-up lost his claim to the 
through a Massachusetts Supreme Court 
ruling recently. The man _ based his 
claim on the opinion that the bank had 
not taken enough precaution to prevent 
the hold-up. The high court decision 
ruling read: “It is true bank robberies 
are not uncommon occurrences, but 
banks are not obliged to go to unrea- 
sonable lengths to prevent them. They 
are not insurers.” 





who was 


money 
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Next on the morning session was Wal- 
ter J. Rogers, assistant director of agen- 
cies, who covered briefly “Things to 
Come.” He mentioned practically every 
new policy introduced by Bankers Na- 
tional Life, every change for more liberal 
practices, is a result of requests from 
men in the field. We, at the home office 
are only kept busy so long as the field 
force continues to ask for new material, 
that is both sound and saleable. 

Mr. Rogers covered some of the new 
policies that are being developed at the 
present time in the actuarial department. 
A few of the things mentioned were 
participating coupon policies, a family 
package plan, a non-par Ordinary life 
contract which can be issued standard 
or sub-standard to go along with our 
preferred risk, non-par Ordinary life. 
Mr. Rogers continued further by saying, 
“Many of the problems that the life 
underwriter will face in the future will 
be brought about by the mild inflation 
that is with us today and will be with 
us for many, many, years to come. With 
the value of our dollar gradually de- 
creasing, I am sure that many of us will 
most likely not recognize the type of 
policy that will be popular five or ten 
years from now.” 


ae John D. Brundage Talk 


John D. Brundage, CLU executive vice 
president, closed the meeting with a 
short talk entitled “What’s the Good 
Word.” He opened with, “Don’t let to- 
day’s market situation worry you. Let 
the home office be concerned with the 
sound and fury of the market place. Put 
your trust in your company to keep pro- 
cedures and products up to date. 

“Let’s think together about the real 
opportunity of getting more premium 
dollars in life insurance by again show- 
ing people how to save through life in- 
surance. There is no reason why we 


NON CANCELLABLE 
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can’t get back into the savings market 
but it requires a change in public atti- 
tude as well as field underwriter attitude. 
It requires reselling appreciation of cash 
values as well as the idea that life in- 
surance is guaranteed savings and good 
property. No company can protect you 
at all times from competition, but you 
can help yourself by selecting your own 
best market and servicing that market 
better than anyone else. You cannot 
stay up to date in all lines, so specialize 
in the market you can best serve. Stop 
a minute and note where your last ten 
sales came from, then analyze them.” 
In conclusion, Mr. Brundage said, 
“Let’s keep in mind, the best policy is 


GUARANTEED RENEWABLE TO AGE 65 


| %*& Deep personal satisfaction 


* Expanding financial security 


* Genuine community service 


THE OLD STATE H 
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MASSACHUSETTS CASUALTY 
INSURANCE COMPANY 


50 CONGRESS STREET 





BOSTON 9, 


y addressing Presidents Club members. Vice President William 
F. Good standing behind awards table. 


the one in force. Some companies sell 
in a year what it has taken our company 
about 30 years to accumulate. And yet, 
to the widow who gets our claim check, 
Bankers National Life is the most im- 
portant company in the land and the 
policy was a good buy. 

“So, regardless of the company size 
or kind of policy, both of us have a big 
responsibility. You, to see that the in- 
surance is put in force; and we, in the 
home office, to see that promises in the 
policy are carried out. Nothing else takes 
precedence. In proper perspective, all 
the sound and fury in today’s market 
place doesn’t change our basic assign- 
ment one bit.” 





Phoenix Mutual Manager 

Phoenix Mutual Life has announced 
the appointment of Stephen J. Rellas as 
manager of its Mid-Ohio agency in 
Akron. He was formerly field manager 
for the company. Mr. Rellas joined 
Phoenix Mutual in 1953 and was selected 
to attend the home office supervisors 
training school in 1955. Following fur- 
ther management training at Springfield, 
Bridgeport and Kansas City, he was 
placed in charge of Phoenix Mutual’s 
new Mid-Ohio agency in September, 1956. 

He is a graduate of the University 
of New Hampshire and received his mas- 
ter’s degree in economics and _ political 
science from John B. Stetson Univer- 
sity in DeLand, Florida. 


Policy Benefits 


(Continued from Page 49) 


Act or similar provisions. This law 
only partly meets the situation for the 
policyholders, however, according to in- 
surance planners, as the policies must 
still include specific provision for pay- 
ment of the proceeds if the beneficiary is 
no longer living. Also, provision must 
be made where the death of one clearly 
follows the other by minutes, hours or 
days, with the timing definitely known. 

There are five steps suggested by life 
insurance planners for policyholders to 
take in protecting against this relatively 
new common disaster hazard; (1) include 
a definite provision in the policy to meet 
simultaneous or delayed death from the 
same _ accident; (2) name a contingent 
beneficiary in every policy and even an 
ultimate plan beyond the secondary 
beneficiary; (3) allow adequate time in 
the common disaster provision in cases 
of delayed death, so that the problem 
will not merely be postponed; (4) include 
parallel provisions in the wills of both 
parties; (5) periodically recheck the 
plan, to make certain it is currently most 
effective. 
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Graduates of 
Aetna Agents’ 
Training School 
Build 
Successful 


| ears in 1947, the Aetna Agents’ Multiple Line Training 
School has provided a stairway to success for hundreds of am- 
bitious agents. 

The course is conducted for seven weeks at the end of which 
graduates are awarded a certificate. Instruction is by means of lec- 
tures followed by classroom discussions, plus homework assignments 
and written tests. 

The risk approach is used throughout, and all types of insurance— 
fire, marine, casualty and surety—are analyzed as they apply to a 
given risk. Strong emphasis is placed on modern broad form policies 
such as Homeowners’ Policies, Comprehensive Liability and Blanket 
Crime. 

Considerable time is devoted to sales techniques, and members of 
the class have the opportunity to observe and demonstrate tested 
methods. Production records of graduates impressively prove that 
the time and cost of attending the school are an investment that soon 
pays for itself many times over. 

Instruction and classroom materials are provided by the Aetna 
without charge. Agents of companies comprising the Aetna Insurance 
Group or men associated with such agents are eligible for admission. 
Your local Aetna fieldman will be glad to furnish further information 
about the school, or write Educational Dept., Aetna Insurance Group, 
670 Main St., Hartford 15, Conn. 


Below are the stories of three men who graduated from the school. 


Insurance 


Careers 
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EUGENE J. OWENS 
Clapp-Thomssen Co., St. Paul, Minn. 


Mr. Owens graduated from the Aetna 
School in 1952, and states that it was 
this training that enabled him to qualify 
for his present position. ““The knowledge 
I received at the Aetna Training School,” 
he states, “has turned out to be the most 
important part of my being able to suc- 
cessfully sell insurance.” 





JOHN R. WILSON 
Alpena Agency, Inc., Alpena, Mich. 


Although Mr. Wilson has been in the 
insurance business less than three years, 
he has made an outstanding record. “‘I 
found the Aetna Agents’ Multiple Line 
Training School very helpful and would 
recommend it to anyone entering the in- 
surance field,” he reports. ““The corre- 
spondence courses, too, are excellent.” 


GEORGE P. HAMMERLY 
Garrett Insurance Agency, Leesburg, Va. 


A graduate of the Aetna School in 1949, 
Mr. Hammerly has seen his agency grow 
from one employing a part-time girl to a 
six-person firm. “I am sure our agency 
success is very definitely a result of the 
Aetna training,” he says. “The Aetna 
School certainly altered my career and 
made me a professional insurance man.” 


AETNA INSURANCE GROUP 


AETNA INSURANCE COMPANY + THE WORLD FIRE AND MARINE INSURANCE CO. 
THE CENTURY INDEMNITY COMPANY «+ 
HARTFORD, CONNECTICUT 


STANDARD INSURANCE CO. OF N. Y. 


Clinton £. Allen, President 





























“Dwelling Package Policies benefit 
both Client and Agent” 


say Bos and Cairn DirrensaucH of Lancaster, Penna. 








“We're enthused about the modern packaging of property insurance offered by the 





Package Dwelling policies. Our policyholders enjoy broader protection, and through the 
100% Replacement Cost Coverage we are able to insure property to present value. The 
writing of one policy is more economical and convenient for premium payment to client and 


agency.” 


‘Having been ‘Exclusively Insurance Since 1904’ and with The Travelers since that date, 
we are well aware of the excellent claim service our policyholders enjoy locally. So it is 
natural that our substantial volume of Package Coverage is through The Travelers with their 
3,700 full-time claim employees providing continent-wide service and unrivalled liability 


claim know-how.” 
* 


Clair B. Diffenbaugh and Robert P. Diffenbaugh are partners in M. H. Diffenbaugh 


& Sons, a highly successful multiple-line agency founded 53 years ago. 


When you sell The Travelers Package policies you can be sure Travelers field men with 


their specialized training and wide experience stand ready to help you. 


Your nearest Travelers Fire or Casualty Manager will be happy to give you full details on 


Travelers Dwelling Package Policies. Why not call him today? 


YOU WILL BE WELL SERVED BY 


THE TRAVELERS “S> 


INSURANCE COMPANIES, HARTFORD 15, CONNECTICUT 


; ; : : ° iA 
All forms of personal and business insurance including UGH THE TRPVE 


Life + Accident + Group Fire + Marine + Automobile + Casualty + Bonds 
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